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New Appropriate Jewels for Wear with the Latest Fall 
Costume Styles 











By Isabelle M. Archer 














CCORDING to a direct report from 

Paris which was written especially 
for me by a fashion expert, there are 
just two costume styles to be given 
serious consideration this Fall and 
Winter. One has the long, slim outline 
of the so-called Grecian and Oriental 
types—the model which I shall call the 
draped costume. The second style is the 
bouffant costume, otherwise known as 
the shepherdess or Watteau gown. These 





in line, trimming and colors, and, in- 
consequence, in their jewels. The illus- 
tration gives two examples of each of 
the styles. Two of these sketches are for 
gowns for evening wear, and the other 
two are afternoon gowns. It is in the 
evening gowns that we find the fore- 
runners of the great majority of all cos- 
tume fashions, and here we see this very 
decidedly. 

The draped model, beside being long 





model. Old gold, the new Pompeian 
red, marine blue and the very latest 
favorites among the rose, violet and 
orange shades are accepted as the prime 
property of the draped gown. 

From both colors and line length do 
the new jewels take their note of appro- 
priateness for the costume style. The gems 
follow the lead of the colors and emer- 
alds, rubies and sapphires are closely 
allied to the new tints with black opals, 
amethysts, peridots and the rich-toned 


opaque stones, red coral, jade and 
smoked amber filling in the needed 
shades. 


Pale tints and dainty trimmings, light 
materials and corresponding effects in 
jewels are kept for the gown of the bouf- 
fant type. Laces and aquamarines, pink 





SKETCHES SHOWING THE TREND OF COSTUME STYLES FOR THE COMING FALL AND WINTER 


two differ primarily in their silhouette, the 
first being long and straight, the other 
broad and fluffy. One adds height and 
dignity to the figure, the second brings 
youthfulness to its wearer. 

The point that makes this matter of 
gown fashions and accompanying jewels 
Particularly interesting this season is the 
fact that the new jewels have been de- 
signed and are being worn with the radi- 
cal difference in these two costume types 
as their keynote. 

_ It is well to have these two gown- 
types distinctly in mind so that neither 
costume nor jewels shall be confused. 
They differ not alone in silhouette, but 


and narrow of outline, has all its lines 
follow this tendency. The drapery—of 
which there is an abundance—hangs 
from the shoulders in long, graceful lines, 
past the waist to knee depth or hem 
length. If there is more than one color, 
as is often the case, it is always overlaid 
lengthwise on the gown, never cross- 
ways; and when the material is two- 
toned or striped the colors again are 
used to add their quota of length 
through perpendicular arrangement. 
Colors, too, bring marked individuality 
to the draped gown. There are the vivid 
tones and the darker hues which would 
seem to be especially reserved for this 





coral and taffetas and such combinations 
are typical choices, and where heavy 
passementerie and the new glittering 
strass are used on the regulation vampire 
model of the draped gown frills of lace, 
choux and longer loops of ribbon and 
hand made flowers are to be seen on the 
opposite type, the frock of Watteau 
tendencies, 

The length of Milady’s skirt—or rather 
the shortness thereof—is a subject which 
has been quite taken gut of the hands 
of the modiste and made a matter for 
public opinion to decide. So strong is 
this same opinion that a medium length 
shall survive the controversy that it has 
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been finally decided to add the desired 
length to any skirt by the over-draping 
of lace, ribbons or chiffon hangings and 
to give shortness to the longest skirts 
by looping them up here and clipping 
them off there and by making the under- 
dress of such a sheer material that the 
slip worn beneath really decides the true 
skirt length. Subterfuge is the word of 
the hour. However a medium length 
is without a doubt the decision of the 
American woman, no matter what the 
Parisian modiste offers, the only reserva- 
tion being that the bouffant model gown 
will remain shorter than the long, draped 


costume. 


Handsomest of the New Jewels Used with 
the Draped Evening Gown 


Of the two new models, the draped 
evening gown is by far the more elabor- 
ate, and in consequence it requires the 
finest jewels the designers have to offer. 
This season the handsomest jewels are 
very beautiful indeed, and wonderful be- 
sides in their variety. There are the new 
coronets; the much talked-about earring; 
and the long-heralded chatelaine watch 
among the big specials with long pearl 
ropes, exquisite dinner rings, duplex 
brooches and pendant bracelets as lesser 
features. 

It will be best if I give you examples 
in these gowns with explicit descriptions 
of colors, trimmings and jewels for then 
you can easily see the raison d’étre for 
the jewel type which comprises a goodly 
half of the latest jewelry designs. 

An uneven hem gives to one of these 
examples the desired intermediate length 
and gains at the same time the look of 
much material, the note of richness and 
elegance that is imperative in the draped 
model. The over-drapery is black lace 
and the foundation a soft, clinging crepe. 
The crepe is visible at the low waist line 
and in long, straight bands on either 
side both back and front, reaching from 
shoulders to hem. The lace makes the 
wing-like sleeves, the flat, smooth panels 
which form the dress-body, and the very 
full and extra long side pieces mentioned 
before as the added amount of material. 
There being an entire absence of color in 
this gown that desirabie note is given 
by the unusual quantity of emeralds seen 
in the jewels. 

There is a broad coronet—broad in 
both directions and a coronet, not a ban- 
deau or a tiara—with. emeralds and a 
mat of pearls and diamonds for its make- 
up. There is a long pearl and emerald 


» rope, a looped pearl bracelet, a pair of 
~ extraordinary 


long ear-pendants and 
some attractive finger rings. The same 
motif runs throughout these jewels, the 
emeralds with their backing of massed 
pearls and diamonds being repeated for 
the pendant of the long necklace, the 
cluster to hold to strands of the wound 
bracelet and, in smaller groups for the 
finger-ring designs. 

Rubies set in drop earrings, in a large 
duplex brooch and as a plaque feather- 
trimmed for a hair ornament, bring color 
to a draped gown of sequins and tulle, 
again wholly of black. A third black 
evening gown is im velvet relieved by 
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the brilliant white gleam of bands of 
strass. Both of these last models have 
full-hung center panels and _ flattened 
sides, a reversal of the more usual ar- 
rangement. The jewels for the velvet 
gown are decorative in themselves and 
the soft, deep pile of the new velvet 
makes an exceedingly good ground for 
them. The patterns are one and all on 
angular lines, the coif ornament, a slim 
line of box-set onyx, each faceted gem 
edged around with small diamonds, the 
earrings, pendants holding cubes of the 
onyx, and the finger-rings, square-shaped 
onyx, diamonds and pearls. 

But for fear you may think that there 
is nothing but black to be used for 
evening wear, some of the vividly tinted 
gowns must be described at once.. Bronze 
and forester’s green; violet and ‘rose; 
scarlet and orange and gray and ver- 
milion—such are the new color schemes. 
For the gown of artistic bronze and 
green brocade there are emeralds, of 
course. The jewels complete the idea 
of the gown which is extremely narrow 
and sheath-like, in the length of the 
emerald necklace, the hanging garland of 
emerald studded leaf-like drops suspend- 
ed from the elaborate hair ornament and 
the very long bezels of the finger-rings. 
The bronze tone is used for the main 
part of the costume and the green for 
the facing of the over-lapped sections on 
the lower edge and the train of the skirt 
where the brocade is turned to bring the 
greener side of the material uppermost. 
There are noteworthy shoulder-straps 
seen on this gown. They start at the 
upper edge of the decolletage in the front 
and swinging loose from the basque; 
form great cape-like straps at the back. 
For the jeweler such details become 
worth attention because of their value 
as color and character leads, points in 
the designing of appropriate jewels. 

The violet and rose combination is 
seen in many a modish gown. this 
Autumn. In this one chosen for our 
example the rose forms the graund color 
in a sheer crépe and the violet the over- 
draperies in a crépe-finished _ satin. 
Amethysts and rubies give the color re- 
flection and pearls and diamonds variety 
to the jewels. The coiffure is dressed 
high on the head and the bandeau, to be 
contrary, is placed low on the brow. The 
brooch-pendant is a marvelous work of 
art, catching the spirit of the gown and 
using, too, the plan of the bandeau de- 
sign. The triangle is the basis for these 
jewels and even the finger-rings, although 
so ‘very much smaller in size and conse- 
quently that much more difficult to 
handle, have the same triangular patterns 
repeated in all détails in their tiny bezels. 

Lamé, that new metallic cloth, in a 
bright vermilion, is used to make the 
broad panel with flutings of combined 
black and white chiffon, to give the added 
length as well as width at the sides of 
the skirt. The grey tone of the two chif- 
fons makes the apologies for sleeves and 
a new touch is gained by the utilization 
of the fluted gray to fill in between the 
two long points into which the red velvet 
panel is cut at the lower front of the 
gown. 
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The Bouffant Evening Gown Demands 
Dainty Jewels 


Less of a novelty, perhaps, than the 
new draped gown, but having, neverthe- 
less a decided interest for those who are 
watching the mode, the bouffant frock 
is chic and piquant. This fluffy little 
befrilled and beribboned model taunts us 
with its daintiness and haunts us with its 
colors. Like a shimmer-opal or a bird 
from a Dulac picture book it suggests 
a myriad gem combinations, each set in 
the very daintiest of platinum mountings. 
Lavender with pearls and amethysts, 
blended yellows and russet tints, pinks 
from shell to salmon, nile and cerise and 
black lace and orange tulle to make a 
butterfly or deck a sefiorita. 

Daintier, because frailer in construction, 
smaller in size and set with smaller gems, 
these jewels comprise necklaces, narrow 
fillets, earrings, bracelets and finger-rings 
and the less elaborate brooches. The 
necklaces are either patterned after ‘the 
Grecian festoon designs or they are the 
single or double earrings of faceted: gems 
or pearls. The fillets are shaped to be 
worn low on the forehead and to disap- 
pear into the knot at the back of the 
head. The earrings follow the season’s 
favorite long and narrow drop form but 
they avoid the exaggerated length made 
possible by the longer-lined gown. 

It is a conceit of the new jewels that 
the earrings and the finger-rings are in- 
variably set with matching gems: That 
is to say, the gem set in the ear-pendant 
is repeated in the rings—with the reserva- 
tion, of course, that other gems may be 
mounted in the finger-rings provided they 
show at least one ring on each hand 
set wtih a gem to match the gems set 
in the earrings. 

The illustration gives an idea for one 
of these bouffant evening frocks in the 
second figure sketched. The crinoline of 
our grandmother’s day is distinctly re- 
flected in this model, but it is not always 
so definitely marked. The materials are 
taffetas, silver tissue and lace, and the 
colors a blending of Fren¢h blue,: old 
rose and silver. The jewels, a fillet 
widened on either side and narrowed at 
the center to form two meeting’ points, 
a little festoon necklace and bracelets 
and rings to correspond, are mounted 
with amethysts, sapphires and pearls in 
platinum .settings. The deeper tones of 
the gems have been chosen to off-set and 
emphasize the lighter tints ,of the same 
colors in the gown. This is an excellent 
sample of the bouffant evening gown and 
of the appropriate jewels to go with it. 


The Season’s Two Costume Models Re- 
- peated for Daytime Wear 

There is practically no difference in the 
characteristics of the day and the evening 
gown; both keep to the rules with either 
very long skirts and slimness or full, 
short skirt and tight-fitting bodice. There 
is the same tendency to play long and 
short with the hem line in both models, 
an attempt it would seem, to bring three 
distinct lengths into fashion, leaving the 
ultimate choice to .the wearer. Waist 
lines are decidedly elongated, and there 
is a noticeable leaning away from the so- 
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called chemise dress by the featuring of 
a definite division between basque and 
skirt top. Sleeves hold a special mean- 
ing for the bracelet and this Fall it is 
very encouraging. The message says 
long sleeves to be sure, but they are 
kindly widely open at the wrist. The 
new sleeve flares so broadly that from 
the elbow down is often nothing but 
space. The frill of lace or enormous 
cuff of suede, kid, cloth or fur serves 
only as a finish to the sleeve proper and 
not as a closing at the wrist at all. 

The neckline—always an important 
item for the jeweler to watch—has as 
ysual a striking influence upon secklaces. 
The Eugenie, Empire, Colonial or as it is 
called at the moment the Florentine 
neckline outnumbers all the rest of them 
put together. It is the shallow cut finish 
which reaches from shoulder to shoulder, 
in the Eugenie models hung around about 
with a deep scalloped flounce or frill of 


lace, and in the other designs bordered - 


with short fluting or piping. 

To look well on such a neckline a 
necklace must necessarily be long enough 
to ignore the line entirely or so short 
that it will not touch the dress but mereiy 
encircle the neck. The triple string is 
one answer to this dilemma, and the single 
long rope, another. The festoon neck- 
lace, provided it is not over-long, can 
best be used with this neck finish, but 
care must be shown in its adjusting, 
and positively the only answer to some 
of the new waists is a duplex brooch and 
not a necklace of any kind. 

Black, the ever-present, is here as a 
separate and very pronounced color note 
this Fall. It comes with every indica- 
tion of staying and making itself felt in 
the world of fashion. All-black and its 
shadow, the black-and-white combina- 
tions, as well as a less common note in 
all-white, are specialties which the jewel- 
er will surely have to reckon with at 
once. The all-black appears in both of 
the favored silhouettes and in every pos- 
sible material. It makes slim models 
in brocaded crépes and the bouffant frock 
in velvet and taffetas, but whatever the 
model or material the jewels remain the 
same, an all-black that changes only to 
become two-toned in black and white or, 
when ultra-smart, to an all-white jewelry 
set. 

With the colored afternoon gowns the 
matter is different. Blue, for instance, 
when used for the body color of a dress 
is quite ignored by the jewels, which take 
up and emphasize the trimming color, or 
when the trimming is self-toned the 
jewels become independent and form a 
telling color note of their own. For the 
reds—of which there are many—this rule 
differs, and, like the purples and browns, 
they demand a blend not a contrast in 
their jewels. 

Later on in this series of articles I 
shall go more thoroughly into detail in 
regard to the various types of afternoon 
gowns, but it is important to note now 
that the difference between the indoor 
and the street gown is well marked this 
season. As nearly as a rule can be 
formed it is the elongated gown which 
will predominate for street wear, al- 
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though the reverse of this does not hold 
for the indoor afternoon gown; then it 
is the individuality of the wearer that 
must decide the question. Indeed, the 
individual characteristics of the wearer 
are playing an ever increasing part in the 
selection of both jewels and gown; they 
control now where they but gave a hint 
before. This is one of the reasons why 
it is more necessary than ever for the 
jeweler to keep his finger on the fashion 
index. The jewelry wearer is demanding 
complete accord throughout her costume 
and harmony between her costume and 
her own individuality. There are just 
two gown styles for the jeweler to watch 
this Autumn, and each is equally im- 
portant. 
(To be continued) 








The Effect of Wars on Jewelry 





NOTWITHSTANDING what might ap- 

pear a logical deduction, wars have 
never had the effect of utterly *prostrating 
jewelry making as an industry. Early 
records attest the singular vitality of the 
craft in the midst of alarums, and the gold- 
smith’s art appears to have suffered little 
diminishment in the world’s frequent tur- 
moils. Of course, colossal damage has been 
wrought by the incalculable quantity of 
jewelry that has been melted to obtain the 
sinews of war, or has suffered destruction 
by looters, but in general it may be said 
that there have been compensating condi- 
tions involved. New fashions in jewelry 
have been created by events connected with 
war, and special demands have been made 
on the jewelers and goldsmiths by the con- 
ditions incidental to it. 

H. Clifford Smith in his invaluable work 
on “Jewellery” observes: “In spite of at- 
tempted restrictions, and notwithstanding 
the disastrous Wars of the Roses, immense 
demands appear to have been made upon 
the productive powers of the jewellers 
throughout the whole of the 15th century. 
The remarkable list of Henry 4th’s jewels 
in the inventories of the Exchequer, and 
the most important of royal English inven- 
tories of the Middle Ages, that taken after 
the death of Henry 5th in 1422, serve to 
show that until the end of the century— 
which may serve as the termination of the 
period—extraordinary extravagance in the 
style and nature of ornaments, as well as 
of costumes, was the order of the day.” 

“Every one who had acquired wealth, or 
even a modest competence only, displayed 
a magnificence far beyond his means. It 
was a time when wealth was required in a 
compact and tangible form. Owners did 
not hesitate to melt down their jewels when 
desirous of employing them for other pur- 
poses. The change of taste which shortly 
came about, tended towards similar de- 
struction; while the, Wars of the Roses in- 
volved the breaking up of much that was 
most sumptuous in material and beautiful 
in workmanship.” 

The French genius for creating a fashion 
in the translation of a current emotional 
furore is exemplified in the results of the 
Battle of Steinkirk in 1693. The French 
Cavaliers having obtained a hard won vic- 
tory by an unexpected show of valor against 
the troops of William of Orange, popular 


CIRCULAR 


83 


admiration and rejoicing ran high, and ex- 
pressed itself in the famous Steinkirk jew- 
elry. There were Steinkirk watch-chains, 
Steinkirk seals, Steinkirk bracelets, of 
which the names still remain, though the 
origin of them is forgotten. 

This same propensity was shown on Na- 
poleon’s return from his victories in Egypt. 
The triumphs of the “Little Corporal” in 
the land of the Pyramids so fired the pop- 
ular imagination that Egyptian ornament 
became the rage, and of course dictated 
the theme of practically all the jewelry of 
the hour. 


Again quoting Mr. Smith, “a German 
specialty of the expiring Empire was the 
cast iron jewelry, brought into favor large- 
ly on account of the prevailing scarcity of 
gold and silver. A foundry for its pro- 
duction was first set up in 1804 at Berlin, 
where articles of great fineness were cast in 
sand moulds. In the year 1813, the time of 
the rising against the Napoleonic usurpa- 
tion, more than 11,000 pieces of iron jewelry 
were turned out, and among them 5,000 
crosses of the new order of the Iron Cross. 
In that year appeared the well-known iron 
rings. During the War of Liberation, when 
every man joined the Prussian regiments to 
fight against the French, the patriotic ladies 
who remained behind laid at the altar of 
the Fatherland their valuable jewels, which 
were melted down for the benefit of the 
national war-chest. For the articles thus 
surrendered they received in exchange from 
the Government, iron finger rings bearing 
the words, Eingetauscht zwm Wohle das 
Vaterland, or the famous inscription, Gold 
gab ich fiir Eisen. In addition to crosses 
and rings, other jewels such as diadems, 
necklaces, brooches, and bracelets were ex- 
ecuted in cast iron, open worked or in relief. 
Complete parures .omprising a comb, neck- 
lace, earrings, and bracelets are not infre- 
quently met with, and the name of the man- 
ufacturer such as ‘Geiss, Berlin,’ etc., is 
sometimes stamped on them. Most of the 
work is in the antique taste, and is occa- 
sionally adorned with classical heads in the 
manner of Wedgewood and Tassie. Con- 
sidering the material and method of produc- 
tion, the fineness and lace-like delicacy of 
this iron jewelry is little less than mar- 
velous.” 

Of course the manufacture of military 
insignia has received huge impetus during 
war periods, as has the production of jew- 
eled swords and other trophies of regard. 
No doubt the most striking phenomenon, 
connected with industrial jewelry, of the 
Great War has been the universal use of 
the wrist-watch during the period of con- 
flict. That this was almost entirely a result 
of hostilities is shown by the recent reaction 
against its use in favor of the ordinary 
pocket timepiece. 

There is no doubt that the advantages of 
wealth in a portable form that have been 
borne upon’ the European refugee and non- 
combatant with such grim force during the 
recent war have given the possession of 
valuable jewels, in a crisis, a meaning and 
significance that to the majority it has not 
previously held. S. R. 








An involuntary petition in bankruptcy has 
been filed against the Detroit Jewelers Sup- 
ply Co., Detroit, Mich. 
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FIRE IN JEWELRY PLANT 


Offices of M. Wasa, Philadelphia, Scene of 
a Blaze Which Firemen Quickly 
Control 


PHapELPHIA, Pa., Sept. 16.—A fire of 
undetermined origin at 12:30 a. M., Thurs- 
day, damaged the interior of the offices of 
M. Wasa, a manufacturing jeweler on the 
third floor front of 722 Sansom St. 

The fire was discovered by a night watch- 
man employed in a building on the north 
side of Sansom St., who saw smoke rolling 
from an open window in Wasa’s office. The 
firemen broke through the door and dis- 
covered one corner of the room ablaze. The 
use of chemicals and axes extinguished the 
flames before they spread beyond the one 
point. 

Mr. Wasa, who was notified by tele- 
phone, rushed to the office and made an 
examination. The fire had started ap- 
parently around a shelf whereon a box of 
matches was always kept handy to light a 
gas blower. It is the jeweler’s opinion 
that large rats, which lately have infested 
the place, must have been nibbling at the 
matches and caused them to ignite, a 
theory which has partial corroboration in 
the discovery of the bodies of two rodents 
in a barrel half-filled with water under the 
shelf. The flames damaged a _ polishing 
machine, melting bench and two blowers, 
destroyed a number of papers, and either 
the fire or the firemen caused the complete 
loss of a box of gold dust, which had been 
on one end of the shelf and which was 
found bottom up with its contents mixed 
with the debris on the floor. 





Creditors Start Bankruptcy Proceeding 
Against Samuel and Edna Greenfield, 
New Brunswick, N. J. 

TreNTON, N. J., Sept. 15.—An involun- 
tary petition in bankruptcy has been filed 
in the Federal Court here against Samuel 
Greenfield and Edna Greenfield, engaged in 
the retail buying and selling of jewelry at 
134 Albany St., New Brunswick. The pe- 
titioners and their claims are: L. Gold- 
blatt (assigned claim), $462; D. Misuriello 
(assigned claim), $25, and Wildhorn Bros., 
$151. The petitioners allege that the al- 
leged bankrupts are insolvent, and that they 
assigned, transferred and set over to cer- 
tain creditors to hinder and defraud other 
creditors’ goods to the value of about $2Z,- 
500. They are also charged with convey- 
ing large parts of their property not exempt 
by the New Jersey law, as well as allow- 
ing preferences through legal proceedings. 

Thomas Haggerty, of New Brunswick, 
has been named receiver under a bond of 
$3,000, while the alleged bankrupts have 
been ordered to show cause in the Federal 
Court here on Sept. 26 why they should 
not be adjudged bankrupts. 

In an application for the appointment of 
a receiver, Ida Goldblatt stated that it was 
her belief that the assets of the alleged 
bankrupts amounted to about $3,500, and 
that the liabilities were in excess of that 
amount, but were unknown to her. She 
stated that she was informed that the al- 
leged bankrupts on April 19, 1921, executed 
a chattel mortgage in the amount of $2,500 
to secure an antecedent indebtedness aris- 
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ing out of a dissolution of partnership, and 
that the mortgagee had instituted foreclos- 
ure proceedings and posted notice of sale 
and advertised property of the alleged bank- 
rupts for sale today (Sept. 15) at 10 o’clock 
in the morning. ~ It was also declared by 
the petitioner that the place of business was 
closed. 

There was no sale in consequence of the 
naming of the receiver, who took charge 
of the property of the alleged bankrupts 
and will be in possession until after the 
hearing here on the order to show 
cause. 

Furst and Furst, of Newark, are the at- 
torneys for the petitioners. 





An Artistic Yachting Trophy 





HE cup illustrated herewith was pre- 
sented to the Isherwood Yacht Club 

by Albert Schubach and is to be used 
as an accommodation trophy cup to be 
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Creditors Committee Appointed to Investi- 
gate Affairs of Teitelbaum & 
Whitebook, New York 


On Sept. 13, an involuntary petition in 
bankruptcy was filed in the United States 
District Court, New York, against Teitel- 
baum & Whitebook, having their principal 
place of business at 141 Fulton St. The 
petitioning creditors were Francis V. 
Schrafl, with a claim for $33; John F. 
Paulis, with a claim for $400, and Rose 
Rifkin, with a claim of $285. The petition 
alleges liabilities for $75,000, and the esti- 
mated assets, consisting of open accounts, 
merchandise and fixtures, amount to $50,- 
000. 

At a meeting of creditors, held last week 
in the rooms of the National Jewelers Board 
of Trade, a committee of five, consisting 
of Mr. Levinson, of the 1. Levinson Co.; 
Mr. Barny, of the A. & S. Espositor Co.; 
Mr. Hamburger, of the Pitzel-Hamburger 
Co.; Mr. Goldsmith, of the Goldsmith 


YACHTING TROPHY PRESENTED TO THE ISHERWOOD YACHT CLUB 


given the winner in the series of Inter- 


national races now being held at Van-_ 


couver, B. C. 

The cup is valued at $3,000 and was 
made by Joseph Mayer, Inc., Seattle, 
Wash. 


Smelting & Refining Co., and James Cresh- 
koff were appointed to examine the books 
and appraise the merchandise and assets of 
the concern and to report to the creditors 
what, if any, would be a reasonable offer 
of settlement. 
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Manufacturers Back Smoot Plan of Taxation 





Representatives of All Lines Meet at Washington and Decide to Support 
Tax Revision Program of Utah Senator and Accept Manufacturers’ 
Sales Tax in Lieu of Nuisance Taxes 























WasHINGTON, Sept. 14.—Representatives 
of manufacturing interests of the United 
States, at a conference here today, decided 
to support a tax revision program involving 
repeal of the special discriminatory war 
taxes on many lines of business, and the 
substitution of a flat tax on all finished 
commodities sold or leased by manufac- 
turers, producers or importers. No specific 
rate for this manufacturers’ tax was pro- 
posed formally, but discussion revolved 
around a maximum of three per cent. 

The program endorsed represents sub- 
stantially the proposals of Senator Smoot, 
who will introduce soon a new tax bill as a 
substitute for the measure which has been 
passed by the House and is now pending 
before the Senate finance committee. The 
main features of this program, for which 
the manufacturers will work, are as fol- 
lows: 

(1) Enactment of the new general 
manufacturers’ tax; 

(2) Retention of present income taxes 
on individuals, with revision of surtaxes; 

(3) Retention of the present income 
tax of 10 per cent on corporations; 

(4) Retention of existing taxes on to- 
bacco, narcotics and oleomargarine; 

(5) Retention of existing inheritance 
taxes, 


The decision of the manufacturers was 
set forth in the following resolution which 
was adopted unanimously : 

“ResoLvep, That we support the principles 
of taxation proposed by Senator Smoot, of 
Utah, and further that we approve the defi- 
nition of the manufacturers’ tax in language 
as follows: 

“That there shall be levied, assessed, col- 
lected and paid upon every commodity 
manufactured, produced or imported, when 
sold, teased or licensed for consumption or 
use without further process of manufacture, 
a tax equivalent to (rate not specified) per 
cent of the price for which such commodity 
is sold, leased or licensed; such tax to be 
paid by the manufacturer, producer or im- 
porter.” 

Spokesmen for the conference explained 
that the proposed tax is not a general sales 
tax, inasmuch as it does not bear on re- 
tail or middlemen’s sales. It would be im- 
posed at only one point in the process of 
production, that is, when the manufacturing 
process is completed, consequently the tax 
could not be pyramided, or passed on in ex- 
panded form. The manufacturers expect 
general public support for the program on 
the grounds that it is comparatively simple, 
bears on all manufacturers uniformly, is not 
so difficult of collection as many taxes 
which it would supplant, and is a substitute 
for the existing “nuisance taxes.” The pro- 
gram would involve the repeal of all levies 
not classed as individual or corporation in- 
_ come taxes, inheritance taxes, and special 
taxes on tobacco, narcotics and oleomar- 
8arine. Senator Smoot’s program provides 








for revenue from a new customs tariff meas- 
ure, but this was not discussed today by the 
manufacturers, 

The conference today was the outgrowth 
of an informal meeting of manufacturers 
held in New York last Friday, at which a 
general call was sent out for the Washing- 
ton meeting. The associations represented 
at the conference today have more than 
100,000 members, with over 5,000,000 em- 
ployes. J. E. Edgerton, president of the 
National Association of Manufacturers, pre- 
sided at the meeting. Those present were: 

J. E. Edgerton, President, National As- 
sociation of Manufacturers; J. L. Kim- 
brough, Indiana Manufacturers’ Associa- 
tion; Chas. C. Galbreath, Tennessee Manu- 
facturers’ Association; J. P. Bird, New 
Jersey Manufacturers’ Association; J. L. 
Kimball, Connecticut Manufacturers’ Asso- 
ciation; C. R. Frederickson, Ohio Manu- 
facturers’ Association; C. B. Stiver, lowa 
Manufacturers’ Association; J. W. Ring, 
Johnson City, Tenn., Chamber of Commerce; 
R. B. Allcroft, President; Alfred Z. Smith, 
General Manager; George W. Pound, Coun- 
sel; J. N. Blackman, Music Industries 
Chamber of Commerce; L. Beuhn, Presi- 
dent, National Association of Talking Ma- 
chine Jobbers; H. Boardman Spalding, 
Athletic Goods Chamber of Commerce; Ray 
N. Lopspeich, Underwear Manufacturers’ 
Association; Wm. H. Tappey, Vice-presi- 
dent, Manufacturing Confectioners’ Asso- 
ciation; Harry C. Larter, Wilson E. 
Streeter, and Lee Reichman, Jewelers’ War 
Revenue Tax Committee; Edward H. 
Droop, Music Industries Association; C. C. 
Hanch, vice-president, National Automobile 
Chamber of Commerce; F. C. Hood, presi- 
dent, Hood Rubber Co.; R. L. Freeman, 
Victor Talking Machine Co.; Jos. S. Auer- 
bach & Sons; Herman Irion, Steinway & 
Sons, New York; Ed. J. Hardy, Associa- 
tion of General Contractors; Saul E. Rogers, 
National Association of Motion Pictures In- 
dustry; Wm. A. Brady, National Theatres 
Association, National Producing Managers’ 
Association; Walter Guy; National Auto- 
mobile Dealers’ Association. 

Telegrams endorsing or expressing gen- 
eral approval of the proposed tax plan were 
received by the conference from the Manu- 
facturers’ Associations - of Wisconsin, 
Oregon, Kansas, West Virginia, California 
and Michigan. 

The members of the conference appeared 
at a hearing before a sub-committee of the 
Senate Committee on Finance early in the 
afternoon, at which Senators Smoot, Dil- 
lingham, Curtis, Watson, McLean and 
Sutherland were present. J. E. Edgerton, 
President of the National Association of 
Manufacturers, outlined to the members of 
the committee the broad scope of the con- 
ference and stated that it was truly repre- 
sentative of the business interests of the 
country. 

C. B. Stiver, of the Iowa Manufacturers’ 
Association, C. C. Hanch, Vice-president of 
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the Lexington Motor Co. and Vice-presi- 
dent of the National Automobile Chamber 
of Commerce, and Saul E. Rogers, Vice- 
president of the Fox Film Corporation, in- 
formed the committee that the conference 
by unanimous vote had‘ expressed its ap- 
proval of the tax program proposed by 


_ Senator Smoot. 


It was strongly urged upon the committee 
that the present business depression and the 
present serious condition of unemployment 
are directly attributable to the unscientific 
and discriminatory system of taxation now 
in effect. Asserting that the proposed gen- 
eral manufacturers’ tax would mean a 
largely increased burden of taxation upon 
many manufacturers, it was urged by the 
speakers that the time has arrived when all 
discriminatory special taxes imposed dur- 
ing the war for the purpose of restricting 
production must be repealed and an equit- 
able tax on all manufacturers substituted 
therefor. 

The Senators were reminded that the war 
excise taxes were never intended as a per- 
manent means of raising revenue but were 
purely part of the war program of limiting 
production. 

“A continuation of these inequitable and 
discriminatory taxes,” the senators were 
told, “means the perpetuation in this country 
of a condition of sick prosperity.” 

The pre-election promises of the adminis- 
tration were forcibly called to the attention 
of the sub-committee and it was alleged by 
the speakers that so far nothing had been 
done to change the principles of taxation 
which materially contributed to the defeat 
of the last administration. 





Wasuincton, D. C., Sept. 16—A brief in 
support of proposed “Smoot Plan” as a sub- 
stitute for the House ‘Tax Bill (H.-R. 8245) 
was filed with the Senate Committee on 
Finance by the Manufacturers’ National 
Tax Committee today. It reads: 


To tHe HonoraBLte Finance CoMMITTEE, 
SENATE OF THE UNITED StaTEs. 
Gentlemen: 

The members of your Honorable Committee 
deputed to receive and hear the Committee of 
Fifty of the Manufacturers’ National Tax Commit- 
tee expressed the wish to have briefed for their 
benefit the proposal of the distinguished Senator 
from Utah, and urged as a substitute by the peti- 
tioners for the pending House Tax Bill. 

Your petitioners, responsive to this request and 
appreciative of your courtesy, beg to submit: 

1. Their representative character. 

2. Their objeetion to the House bill. 

3. The terms of the “Smoot Plan.” 

4. Their reasons for approving the same. 


1 


The Representative Character of the Petitioners. 

The Committee is composed of representatives 
of national, State and local industrial and com- 
mercial associations, spontaneously expressing the 
widespread manifest dissatisfaction with the pro- 
visions of the bill passed by the House. The 
various organizations participating were impressed 
with the public statement of the Smoot plan as 
the only constructive substitute proceeding from 
an authoritative source and’ obtaining wide con- 
sideration. The conference preceding presenta- 
tion to your Honorable Committee cry::alized the 
general dissatisfaction directed against the House 
measure and the widespread local and trade ap- 
proval resulting from the study by various busi- 
ness groups and trade organizations of the Smoot 
plan. The organizations participating were es- 
timated by the representatives on this Committee 
to voice the opinion of substantially 100;000 mem- 
bers, with a normal employing capacity of approx- 
imately 5,000,000 of persons. 

They have reason to believe that they are prob- 
ably the first group of petitioners who have 
appeared before any committee of Congress charged 
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levy of taxes in support of a proposition 
be levied against themselves. 


2 

Objection of Petitioners to the House Biil. 

Your petitioners object to the House- measure 
—— does not afford substantial relief from the 
<erous inéquitably distributed and_ unsatisfac- 
poe administered provisions “of the existing law 
which under the pledges of both parties, they 
pe reasonably entitled to expect. It is in form 
be substance a perpetuation of the provisions of 
a existing law from which relief was pledged by 
both ‘parties and which the President called an 

session expressly to secure, 

“a Republican Platform declared that: 


“sound policy equally demands the early ac- 
complishmeat of that real reduction of the 
tax burden which may be achieved by sub- 
stituting simple for complex tax laws and 
procedure; prompt and certain determination 
of the tax liability for delay and uncertainty; 
tax laws which do not, for tax laws which do, 
excessively mulct the’ consumer or needlessly 
repress enterprise and thrift.” 
(Republican Platform, 1920.) 


sident Harding, in his first message to Con- 
Pha April 12, 1921, called the attention of that 


body to the fact that: 


“We are committed to the repeal of the 
excess profits tax and the abolition of in- 
equities and unjustifiable exasperations in the 
present system. * * * The most substantial 
relief from the tax burden must come for the 
present from the readjustment of internal 
taxes and the revision or repeal of those taxes 
which have become unproductive and are so 
artificial and burdensome as to defeat their 
own purpose.” ; 


The Democratic Platform declared: 


with the 1 
that a tax 


“The continuance in force in peace times 
of taxes devised under pressure of imperative 
necessity to produce a revenue for war pur- 
poses is indefensible and can only result in 
Jasting injury to the people. The Republican 
Congress persistently failed through sheer po- 
litical cowardice to make a single move toward 
a readjustment of tax laws which it denounced 
before the last election and was afraid to re- 
vise before the next election.” 

(Democratic Platform, 1920.) 


The House bill affords no relief for the year 
1921, in the most depressing period of American 
business, from those taxes specifically condemned, 
from those demonstrated to be unproductive, and 
cotitinues to retain invidiously discriminating war 
excise taxes condoned in. debate at the time of 
their enactment only because of the pressing ne- 
cessity to obtain revenue for the national defense 
and intended to restrict forms of production which 
the employment of thousands, of workers requires 
to be promoted and restored in time of peace. 

2. The House bill neither simplifies nor de- 
centralizes the administration of the law,’ makes 
but slight contribution to its recognized and in- 
juriously operating defects. It seeks no new source 
of revenue but relies upon those which have been 
the continuing subject of criticism, complaint and 
condemnation, It sets up no practicable body of 
fi.al tax adjustment or collections and to enlarge 
the revenue of government and finally determine 
the vexatious and long-continuing -disputes - over 
back taxes, which would relieve the credit strain 
upon hundreds of industrial concerns and imme- 
diately enlarge the national revenue. 

The House bill retains more than thirty sources 
of irevenue many of which are the notorious sub- 
jects of private and public criticism, ~ It does 
nothing to relieve the distant taxpayer in securing 
a less expensive and tedious correction of assess¢ 
ment. He must still seek tax justice at the 
Capitol; it is not localized for him. No means of 
expediting the vast outstanding claims between the 
Government and the taxpayer, now frequently 
three years in arrears, is suggested. All reduction 
of the immediate burden upon. productive enter- 
prise is set forward in the future, when every 
tesponsible business man had reason to believe 
that the primary purpose of the Special Session 
was to afford financial relief and administrative 
improvement in the present year. Far from re- 
pealing or modifying the terms and administration 
of a tax system universally condemned by all 
élasses and both parties, the House bill perpetuated 
thé most objectionable principles of the existing 


x etem, and thereby makes likely their permanent 


Poration into our taxing system. 
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American business i8 therefore profoundly dis- 
appointed and disheartened by the prospect pre- 
sented in the House bill. It does not seek to avoid 
its necessary burdens; it seeks only that they 
should be equitably distributed, made capable of 
intelligent understanding and simplified administra- 
tion. 


3 
The Terms of the Smoot Bill, 


The proposal of the Senator from Utah, as un- 
“derstood by your petitioners, would derive all 
Federal revenue from six sources, comprising per- 
sonal and. corporate income taxation at the present 
rate, save for a maximum surtax not to exceed 
32 per cent, the substantially demonstrated pro- 
ductive maximum; tobacco taxes at the present 
rate; inheritance taxes at the present rate; import 
duties in terms of the pending measure; and a tax 
upon finished commodities at a single point, when 
consumed or used without further process of man- 
ufacture, at a rate not to exceed 3 per cent. The 
proposal to become effective upon its enactment 
and to repeal all other existing taxes. 

To express the principle here stated for the pur- 
pose of obtaining a working definition in terms 
of the excise provisions of, the present law, the 
levy on finished commodities would read substan- 
tially as follows: 


That there shall be levied, assessed, collected 
and paid upon every commodity manufac- 
tured, produced or imported, when sold, leased 
or licensed for consumption or use without 
further process of manufacture, a tax equiva- 
lent to .... per cent, of the price for which 
such commodity is sold, leased or licensed; 
such tax to be paid by the manufacturer, 
producer or importer. 


For purpose of practical administration, there 
would be excepted from the operation of the 
proposal all operations where the gross sales were 
less than $6,000 per annum. These exceptions, 
- under the estimates of the Census of Manufactures 
and the Department of Agriculture, would exclude 
the mass of small agricultural and industrial pro- 
ducers, while the inelusion of the importer and 
various forms of larger production in addition to 
the manufacture, by widening the taxing base, 
enlarges the assured yield of revenue, which, how- 
ever, would primarily and largely fall upon the 
manufacturer. 

Your Committee’s first inquiry naturally is: 
What revenue may be anticipated from such a 
proposal? With respect to the first five sources 
of revenue, to-wit, income taxes, both personal and 
corporate; tobacco; inheritance, and import duties, 
your Honorable Committee has the most author- 
itative estimates, . which we submit are substan- 
tially as follows: 


From personal and corporate income 
tax, with a maximum surtax of 32 
per cent, including the corporate 
income levy at the present rate of 


10 PE. CORE ica cde ccc dle csceeics 1,275,000,000 
From tobacco taxes at the present 

TORO Ube: gs 45 0s ME PEE yee 255,000,000 
From inheritance taxes at the present 

POS 6 Catan 86.40 4 CONT 150,000,000 
From import duties, pending bill... 400,000,000 
From proposed manufacturers’ tax, 

Maximum three per cent........ 1,200,000,000 


$3,280,000,000 


The estimated yield of the manufacturer’s tax 
is predicated upon the Census of Manufacturers 
of 1919, giving the gross sales value of manu- 
factured articles at substantially $62,500,000,000. 
Allowing for exception and shrinkage, the taxable 
sales of finished commodities under the Smoot 
proposal are estimated only at $40,000,000,000, 
and this is exclusive of the further body of tax- 
able sales included under the terms production 
and import, and thus the widest margin is allow- 
able for the Treasury estimate, with a reasonable 
likelihood of a two per cent tax not only afford- 
ing the revenue required but allowing a reason- 
able margin for contingencies. 

The Smoot plan, therefore, is, in brief, the 
repeal of all war taxes, the retention of corporate 
and personal income taxes at the present rate, 
the surtax reduced to the point of demonstrated 
efficiency, the retention of tobacco and _ inheri- 
tance taxes, the levy of import duties in pend- 
ing terms, and the remainder of Federal revenue 
secured by the levy of a maximum three per cent 
tax on articles imported, produced or manufac- 
tured at the point where they are sold for final 
use or consumption without further process of 
manufacture. ; 
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4 
Thew Reasons For Approving the Same 

Your Committee favors the essential features 
of the Smoot plan because: 

1, It assures an abundant and reliable body of 
revenue collected at a single point, the burden 
of which is equitably distributed over a large 
body of producers, is definitely ascertainable and 
at once provides. the Government with current 
revenue and may be currently charged off the 
taxpayer’s books. 

2. It is simple of understanding ‘and adminis- 
tration. It involves no new principle or prac- 
tice of administration but is defined in terms of 
existing excise taxation, pursues its forms in rule 
and exception. It can be efficiently administered 
under existing experience, and, by limiting the 
sources of revenue, simplifies the excise policy 
of the Government. 

3. Without lessening the amount of revenue, it 
removes the burden of invidiously discriminating 
war taxation from selected industries upon whom 
it was imposed for the purpose of limiting par- 
ticular production as well as raising revenue. The 
reason for such limitation having expired, the 
policy should die with it, or it should be a 
popular tax because its amount is definite and 
certain and its relation to costs easily calculated 
by the mass of buyers of average - intelligence. 
It cannot therefore be made an excuse for un- 
duly enhancing price or a mask for inexcusable 
extortion. * 

4. It keeps the promise of both political parties 
by affording the means without loss of indis- 
pensable revenue of reformingsthe excise sys- 


' tem, abandoning the taxation of arbitrarily selected 


groups, and repealing immediately the whole sys- 
tem of war taxation, hurriedly concentrated where 
it would obtain a return with little regard for 
the injustice inflicted upon individuals or indus- 
tries, and substituting therefor the beginnings of 
an equitable system spreading its burden over 
the great body of taxpayers. It can neither 
cumulate nor pyramid. It is a single tax, definite 
in amount and applied at a specific point, the 
determination of which point is a question of 
fact dnd not of law. 

For these and other reasons which the experi- 
ence of the Committee will multiply, we sincerely 
and earnestly urge upon your Honorable Body a 
favorable consideration of this proposal. 

All of which is respectfully submitted, 


By the Executive CoMMITTEE OF THE 
MANUFACTURERS’ NATIONAL Tax CoMMITTEE, 
Joun E. Epcerton, Chairman, 
President, National Assn. of Manufacturers. 
Cuartes E,. Hancu, 
National Automobile Chamber of Commerce. 
Freperick C. Hoop 
Hood Rubber Company, 
C. B. Stiver, 
Iowa Manufacturers’ Association. 
Saut Rocers, 
National. Association of 
Industry, 


? 


Motion Picture 








Market. Prices for Silver Bars 
The following are the quotations for 
silver bars in London and New York as 
reported for the past week: ’ 


‘ Domestic 
Selling Price — Silver 


London U.S. Govt. Standard 

Date. Oficial. Assav Bars. Price. 
Saat: OS sxsicces 3954 67% 99 
Le | eee ee pga 39% 67% 908 
a «Een 3934 67% 99% 
Sent, 36... och 3914 67% 99 
meet. 10. sa. ous 39% 675% 
Poem. 19°... ue 39% 68 








Jewelers’ Gold Bars Withdrawn and Ex- 
changed at New York 
Week Ended Aug. 27, 1921 


The U. S. Assay Office r es 
Géld bars exchanged for gold coins.. $896,346.24 
The gold bars exchanged for gold coin 


are reported as follows: 


Date. Exchange. 
See 12 oh aa te hee $281,242.75 
Se SF oy. Fe cugurebadenecti fae 73,827.95 
ee Serer ee oe aes we 194,731.69 
Oe EO |< 0.0 ertin wR Selenite 6. urste 72,811.24 
SOM. | 2G a os-eue de ks Saale ae 170,362.19 
St, SOY BPR SISA: Sa 103,370.42 

POE Tes os dice oda Pea oe $896,346.24 
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Everytime there is a wedding a wedding 
ring is needed—and today the Bride must 
have an engraved Wedding Ring. 


Why not show Wheeler Engraved Wed- 
H ding Rings—the finest rings made, every- 
one strictly hand-carved. 


TRADE MARK 
REGISTERED 


a The Many patterns—the one illustrated is a 
oe wonderful seller—made in 18K Gold or 


of Quality : . 
in Platinum. 


A fine assortment of diamond Wedding 
Rings always in stock. 


HAYDEN ‘W-WHEELER & CO-2nc- 
1 Maiden Lane - Factory 72 Spring Street: NewYork. 
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LAST GOLF CONTEST 


: Jewelers Enjoy Tournament at 
ae er Country Club and Finish 
Last Match of the Season 


Cuicaco, Sept. 15.—The invitation to 
“[dlewild” certainly brought out a won- 
derful showing of golf enthusiasts at the 
fnal outing of the Chicago Jewelers 
Association Golf Club, yesterday. The 
entertainment provided by the members 
of Idlewild Country Club, at Flossmoor, 
Ill, who are also members of the Chi- 
cago Jewelers’ Association, was _ splen- 
did, and enough praise could not be 








J. T. MONTGOMERY 


given them. Every detail was perfectly 
worked out and the day was pronounced 
a wonderful success. 

Players were met at Flossmoor sta- 
tion by the club bus, which drove them 
to the club, where luncheon was served. 
Rules and events for the day were an- 
nounced and the play started promptly 
at 2 p. mM. After the game, dinner was 
served at the club at 7 p. M., and full 
justice was done by all to the delicious 
menu. 

As soon as dinner was finished Presi- 
dent Ross called the meeting to order, 
and after a brief address of praise to 
J.T. Montgomery, chairman of the golf 
committee, he presented him with a 
beautiful sterling silver water pitcher as 
a token of appreciation for the good 
work he rendered the Golf Club. Mr. 
Montgomery was also presented with a 
handsome gold fob properly engraved, 
as he had won the Presidents’ Cup in 
1919. This fob was given jointly by W. 
F. Juergens and Sol Hess. 

After several speeches were made by 
different members present, Mr. Mont- 
gomery, chairman of the committee, was 
called upon to announce the final out- 
come of the tournament and distribute 
the prizes. 

In the first event, low gross score for 
the season, M. J. Kelly, who made the 
Splendid record of shooting 79 at La- 
Grange, 81 at Edgewater and 80 at Idle- 
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wild, was awarded the Doyle trophy. 

In the qualifying contest for the Presi- 
dent’s Cup, R. A. Mead defeated H. J. 
Rosenberg in the morning round quite 
decisively. In the afternoon round R. 
A. Mead was matched against L. G. Buss 
in the finals. The match was closely 
contested at the 16th hole. Mead held 
Buss dormie two but Buss by playing 
the last two holes in great form squared 
the match on the 18th green, making it 
necessary for the committee to decide 
same by lot. L. G. Buss won the toss 
and was awarded the President’s handi- 
cap trophy for the season. As_ this 
trophy is played for each year, the win- 
ner was also awarded a handsome gold 
fob properly inscribed. 

The aggregate low net for the season 
was won by S. L. Scott, with the total 
of the four events, 339. He was awarded 
a trophy presented by C. M. Duncan. 
Players who were defeated by Mr. Scott 
were: R. A. Mead, 350; L. G. Buss, 346; 
M. J. Kelly, 344; Chas. Ross, 347, and 
E. A. Kelley, 359. 

The trophy presented by Chas. Ross 
was won by J. T. Montgomery, for the 





HARRY RADIX AND THEO. KUEHL 


long drive for the season. Mr. Mont- 
gomery made 24914 yards. M. J. Kelly, 
who made 255% yards, was disqualified 
on acount of winning event No. 1. 

Low net score for the day was won 
by Hugo Oppenheim with 81-0-81 net, 
who certainly played a very high class 
game of golf. The prize won was pre- 
sented by W. G. Swartschild. 

Blind bogy was won by Al. Dueber 
and he was presented with prize given 
by H. J. Rosenberg. Mr. Dueber demon- 
strated himself to be the best guesser 
at the outing. 

Event No. 7, low gross on holes Nos. 
7, 9, 10.and 13, was won by Al. Vosburg, 
and he was awarded prize presented by 
A. L. Sproehnle. 

Prize presented by Hiram Long for 
the least number of putts was awarded 
to E.-E. Harwood with 28. 


Jonah hole was won by Joe Stein. 
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This was Mr. Stein’s first outing and 
some say his first game of golf, but he 
did not hesitate to demonstrate what he 
was there for by taking the prize pre- 
sented by J. H. Wagner and Claud 
Wheeler, of the press. 

The short drive was won by Roy King, 
very much to his chagrin. 

The following pairs competed in the 
team match and the first named in each 
case is the winner: L. G. Buss, B. E. 
Chapman; Hugo Oppenheim, M. J. Kelly; 





LOU G. BUSS 


Sol. Hess, Manny Adler; Frank Roberts, 
Max Mayer; Mr. Goldsmith, Irving 
Levis; J. H. Wagner, M. M. Hart; W. F. 
Juergens, Geo. Cureton; Manny Stern, 
Albert Ellbogen; Fred Hovey, Joe Stein; 
Al. Dueber, Geo. Goldberg; John Fried- 
land, Roy King; S. L. Scott, H. J. Rosen- 
berg; Mr. Snyder tied with Walter Scott; 
Chas. Ross, E. A. Kelley; E. E. Har- 
wood, J. T. Montgomery; Al. Vosburg, 
R. A. Mead; W. F. Drexmit, W. G. 
Swartschild. 

After all business was taken care of 
the balance of the evening was given 
over to merrymaking and it was a late 
hour when all the jewelers departed. 








Death of William Haueisen 


INDIANAPOLIS, Ind., Sept. 17—William 
Haueisen, age 82, who for many years was 
a member of the firm of Charles Mayer & 
Co., one of the oldest jewelry firms dfthe 
city, and who had been a resident of Indian- 
apolis since 1855, died at his home recently. 
He took an active interest in current affairs, 
and had been ill only about 10 days. 

He was born in Goettingen, Germany, 
Dec. 5, 1838. In May, 1854, he came to 
this country, landing at Philadelphia after 
a long ocean trip in a sailing vessel, and a 
shipwreck off the coast of Newfoundland. 
Six weeks were required for the voyage 
from Liverpool, Eng., to the Newfoundland 
coast. 

A year after landing in this country, he 
came to Indianapolis, and soon obtained em- 
ployment in the Chas. Mayer & Co. store. 
In 1860 he became a member of the firm. 
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Details of the San Antonio Flood 





Many Jewelers Suffer from Worst Catastrophe That Ever Visited the City— 
Conditions Now Returning to Normal 














ea 
————— 


san Antonio, Tex. Sept. 15.—This city 
js rapidly recovering from the destructive 
good of Sept. 10. Prior to that date a dry 
season had been experienced during the 
Summer months. A few days before Sept. 
0, it rained heavily and on Friday a ter- 
rific electrical storm swept over the city. 
One flash of lightning closely followed an- 
other. The unusual color of the sky just 





hefore the storm, foretold a catastrophe. 

At about 11 o'clock the San Antonio 
River, in time of drought small, and almost 
a joke to tourists—but at times very 
treacherous, began to rise. By 12 o'clock it 


watches, etc., which were all in readiness to 
be moved to their new store. Their new 
building at 111 W. Commerce Street had 
just been completed—painted, and floors 
highly varnished and finished. It too, being 
in the unfortunate district, was badly dam- 
aged and the Hammond loss is about $18,- 
000. The place was covered with oil and 
mud and moving will be delayed until Oct. 
1. Fortunately no fixtures had been put in 
to be damaged. 

The Braunstein Jewelry Co., 30714 W. 
Commerce St., was visited by three feet 
of water. The store was damaged, a 














SCENE NEAR BELL JEWELRY CO.’S STORE FOLLOWING THE FLOOD 


had risen 20 feet above its banks and in 
less than a half hour the streets of the 
business section as well as many other parts 
of town, were flooded with water. It rose 
to the mezzanine floor of the Gunter Hotel. 

The swift current, was the cause of the 
great damage. Houses were carried far 
from their foundations. Many of them 
were lashed to pieces and the loss to the 
business section was very heavy. Many of 
the leading jewelry stores in the city suf- 
fered enormous loss. 

The Bell Jewelry Co., 227 W. Commerce 
St, was very badly damaged and a heavy 
loss resulted. The flood broke into the store 
from the rear, breaking glass, washing valu- 
able possessions, and sweeping everything in 
the store in a large pile, to the front of the 
store. The water rose four and a half feet 
in the building. . The loss on show cases 
is estimated at $4,000. The loss on watches, 
and jewelry in the safe, where the water 
rose to a height of four feet is placed at 
$16,000. The debris has now been re- 
moved and salvage is figured at 60 per 
cent loss. Jewelry and silverware in show- 
cases look very badly, but are considered 
saved. 

B. M. Hammond & Co., wholesale jewel- 
ers, in the rear of the store, suffered a loss 


of about $10,000 on goods, packages of 


wall broken and the estimation of the 
loss, which was mainly on clocks and a 
valuable stock of watches, is about $1,000. 

T. D. Riebe Jewelry Store, 306 Main 
Ave., also suffered from three feet of 
water. The loss is about $1,000, mainly 
on fixtures. 

At the Coulon Jewelry Co., W. Com- 
merce St., the principal fixtures were 
saved, but a loss of about $5,000 was 
suffered on stock. Water rose four feet. 

The J. J. Haag Jewelry Co., W. Com- 
merce St., suffered a damage equal to 
$1,500. The store was in bad condition. 

R. C. Bogush, 333 W: Commerce St., 
lost approximately $6,000, All watch ma- 
terial, tools and fixtures being washed 
away. 

The Dromgoole Jewelry Co., just on 
the edge of the flood district on Soledad 
St., had only a few inches of water in 
the store. Fixtures are all intact and 
only a few ‘hundred dollars loss resulted 
from the storm, but a robbery occurred 
during the night and the total loss of 
goods, including the damage done by 
the flood, was $500. The offenders 
escaped and there is little chance of dis- 
covering who they are on account of 
the commotion of the city. 


97 


The Michael Loan Co., 112 Soledad 
St., the side nearest the river, was under 
three feet of water. No stock was lost. 
Water got into.the safe, putting goods 
in a bad condition. Watches were badly 
damaged and all stock will have to be 
overhauled. When the water went down 
it left four inches of thick mud covering 
the entire place. The loss amounted to 
$2,000. 

The loss of the Sothern Loan Co. has 
not yet been estimated. Being close to 
the river, the interior was badly dam- 
aged and fixtures ruined. Across the 
street, on W. Houston St., the Reich 
Novelty Co. was also damaged but the 
loss is not known. 

The Siebert Optical Co., situated right 
on the river, was practically demolished. 
. O'Connell Loan Co., 112 E. Houston 
St., was in five feet of very swift water. 
The place is in bad condition. The loss 
is not fully known, “but is estimated at 
$5,000. 

The Metropolitan Jewelry & Optical 
Co., 227 E. Houston St., was also among 
those who suffered a heavy loss. The 
water rose very high, destroying a con- 
siderable quantity of fixtures. 

Fenzel-Jeweler, Hesenbeck Jewelry Co., 
Sunset Loan Co., 524 East Commerce St.; 
L. Racusin Loan Office, 509 E. Commerce 
St.; P. J. McNeil Jewelry Co., 121 Alamo 
Plaza; J. R. Sprague Co., 219 Alamo 
Plaza; Chas. Gildermeister, 516 E. Hous- 
ton St.; Wm. Capurro, manufacturing 
jeweler, 519 E. Houston St.; J. J. Osborne, 
Avenue C, and several others were unin- 
jured, and ‘J. A. Canter, Crown Jewelry 
Co., 216% Soledad St.; Crescent Loan Office, 
739 W. Commerce St., and_ several 
smaller stores near San Pedro Creek are 
all practically wiped away. 

The H. Nierman Jewelry Co., 207 E. 
Houston St., in the center of the flood 
district, suffered a large loss. Fixtures 
were demolished and the entire place, a 
short time ago so attractive and up-to- 
date, is in a deplorable condition. The 
loss in fixtures, tools and jewelry now 
ruined, is estimated at about $10,000. The 
water rose in the store to a height of five 
or six feet. 

A. S. Lande, 106 E. Houston St.; Max 
Krome Loan Office, 103% W. Houston 
St.; Emerson Loan Co., 400 E. Houston 
St., all suffered great losses which have 
not been estimated. 

The Levytanski Jewelry Co., Inc., 304 
E. Houston St., is in a terrible condition 
and suffered a great loss. 

The E. Hertzberg Jewelry Co., 121 E. 
Houston St., is a complete wreck. The 
loss is not yet known. Windows were 
all smashed; show cases broken, and a 
large amount of jewelry floated down the 
swift current along with oil and mud and 
large pieces of buildings. Water rose from 
six to seven feet high and got into a large 
vault, turning everything “topsy turvy.” 
Diamond rings and other valuables were 
picked out of oil and mud. 

Rapid means have been taken towards 
reconstruction and the wrecked. city is 
again nearing normal conditions, as far 
as appearance is concerned. The city offi- 
cials, aided by military authorities, con- 
centrated their efforts on a clean up of 
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downtown section. The closely com- 
act block streets were torn to pieces, 
Tae blocks being piled in stores and 
Dine floating far away. The city was a 
mass of debris and it was necessary for 
sanitary conditions, if nothing else, to 
have things cleared away as soon as pos- 
sible. San Antonio was for five days 
without electric lights, and four days 
without water and telephone service. 

The loss of the business section is 
found to be greater by far than that of 
the Corpus Christi flood of 1920—for, be- 
sides the heavy losses in the jewelry line, 
were even greater losses in other lines, 

Many lives were lost—principally Mex-’ 
ican. A number have been identified. 

The city is no longer under martial law 
and things are again approaching normal. 


j? 
MORE ABOUT THE FLOOD 


the 








Extracts from a Letter Written by Provi- 
dence Jeweler Who Was at the 
Gunter Hotel 
ProvipENCE, R. I., Sept. 17.—Extracts from 
a letter received a few days ago from Robert 
C. Chapin, assistant treasurer of Chapin & 
Hollister Co., manufacturing jewelers in 
the Manufacturers’ building, 101 Sabin St., 
this city, written to his family, recounting 
his experiences in the recent San Antonio 
flood are very interesting and give more in 
detail than the news dispatches the personal 
side of the great disaster. Mr. Chapin is 
on an extended business trip for his con- 
cern through the south and southwest, and 
in his letter dated from Laredo, Tex., Sun- 

day morning, Sept. 11, says: 

“Tl hardly know where to begin to tell 
you of the flood as I saw it. 

“It had rained all day Friday, but as it 
was the first rain they had had here (I 
mean in San Antonio, and I suppose here 
also), no one thought anything particular- 
ly about it. I made reservations to leave 
San Antonio Friday night to come here. 

“As I sat in the Gunter Hotel Friday 
night after supper, writing letters and post 
cards, it was lightning and thundering in 
avery nerve-racking way, and I was hoping 
that it would be over before I had to 
leave for the station. 

“About quarter past nine I went out in 
front of the hotel to catch a trolley for the 
L.& G. N. station, but after a wait of at 
least 20 minutes none came, so I walked 
to the next block to try to get a jitney. 
After another wait I finally got one, and 
reached the station after the driver had 
made several detours because of deep 
water which had already collected in sev- 
eral streets. 

“At the station they informed me that 
the train for Laredo had been cancelled 
due to a wash out, and refunded my money. 
So then after some waiting, during which 
the city lights went out three or four times, 
I got a taxi and returned to the Gunter 
Hotel. 

“T left a call for 6:30, as I had decided 
to go to Austin in the morning, and went 
to bed. I didn’t know anything more until 
morning when I woke up, looked at my 
watch, saw that it was quarter of seven and 
got up. I went to the telephone to call 
up' the office to see if they. had called me 
at-6:30 as directed, but received no answer. 
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Then I stepped over to wash, and couldn’t 
get any water from the faucet. Then I 
began to do some thinking, and stepped 
over to the window. My room was on the 
fourth floor and faced St. Mary’s St. 

“Looking down I saw a rushing, muddy 
and oily stream tearing along where the 
night before had been a city street. Boards, 
chairs, boxes, trees, bushes, etc., were be- 
ing swiftly borne along. Across the way I 
could see that the large show windows of 
the stores were broken, and that in the 
largest jewelry store, one similar in appear- 
ance to Tilden-Thurber’s at home, the water 
was up as high as a man’s shoulders would 
be. 

“I was stunned by the sight as it all 
seemed so sudden. I knew that I was per- 
fectly safe, but began to wonder how long 
it would stay that way. I raised the screen, 
and looked down, and could see that the 
water was at least four feet deep at the 
entrance to the hotel. Soldiers on horse- 
back would occasionally pass the corner 
of Houston and St. Mary’s Sts., riding in 
the water that came up to the middle of 
the horse’s back. 

“I was dressing and watching at the same 
time, and could see that the water was 
slowly going down as the top of a hydrant 
across the street began to show. 

“T went out in the halls which were dark, 
and got down to the second floor and out 
on top of a balcony where there were a lot 
of other guests. We were much nearer to 
the rushing waters then, and could see and 
realize the havoc and damage that had been 
done. There were automobiles turned -up- 
side down; others with their tops all torn 
off and every store window had been 
smashéd in by the force of the water. 

“Then I went inside again and looked 
down from the mezzanine floor to what had 
been a beautiful and attractive lobby. Mud 
was over everything and the walls clearly 
showed the high water mark which was 
but eight or nine feet above the floor. The 
large newsstand had floated out into the 
center of the lobby; a large wall case lay 
turned over; the cigar stand was so thick 
with mud you couldn’t see it. 

“By 8:15 the flood had subsided, and it 
was possible to get out on the street. The 
Gunter Hotel was right in the center of it, 
and it is about the lowest ground in the city. 
By this time there were crowds of people 
out walking round, and all well behaved. 
Thanks to Camp Trevis and Fort Sam 
Houston being located there as there were 
a large number of soldiers on hand to help 
maintain order. 

“No trains left San Antonio yesterday 
morning. By afternoon, however, pieces of 
track which had been washed out had been 
repaired, and I left last night on time and 
arrived here this morning. Light, heat, 
power and water were all off yesterday so 
they had to print the papers by hand.” 





A merchant in Porto Rico desires to 
purchase cheap jewelry, notions, silverware, 
stationery. Manufacturers are requested 
to forward catalogs and samples. All 
purchases to be made through a represent- 
ative in New York city. Reference. For 
further information write to the Bureau of 
Foreign and Domestic Commerce at Wash- 
ington, D. C., or any of its branches and 
refer to file No. 27. met ea 
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DEATH OF W. W. MATTHEWS. 





Pioneer Jeweler of Winnipeg, Can., Passes 
Away in His Sixty-Eighth Year 

Toronto, Ont., Sept. 14—Word has been 
received here to the effect that William W. 
Matthews died in Winnipeg on Sept. 4, at 
the age of 67. He was an old time resident 
having come from Toronto to Winnipeg in 
1883, when he opened up the first jewelry 
store in what was then a small settlement. 

Deceased subsequently established the 
William Matthews Jewelry Co. but for the 
last two years had retired from active busi- 
ness. 

Mr. Matthews saw active service in the 
Riel rebellion of 1885, in the course of 
which he received a wound. He was a pro- 
minent member of the Masonic Order; 
Scottish Rites, and of the Canadian Order 
of Foresters and had a_ wide circle 
of friends. 

He is survived by a widow as well as four 
sons. 








Suspects Arrested in Cincinnati in Connec- 
tion with Big Diamond Theft Are 
Said to Have Been Identified 


Cuicaco, Sept. 19.—After five months 
of diligent sleuthing by Policeman John 
Connolly of Chicago, Harry Sollick and 
George Fisher, both of Chicago, have been 
arrested in Cincinnati. 

They are declared to have robbed Leroy 
Present, diamond salesman, of $270,000 in 
gems last April in the offices of Julius J. 
Reingold in the Kesner building. 

The trail to Cincinnati was uncovered 
after Connolly overheard a conversation 
between two gangsters in which Sollick’s 
name was mentioned. Since then he has 
spent his entire time on the case. 

At first the affair was thought to have 
been an inside job. Reingold, his brother, 
Leo, and Morris Levinsohn, a diamo.d 
broker, were arrested and sub-equently re- 
leased. The Reingolds then filed damage 
suits against Chiefs of Detectives Hughes 
and Present. These suits, it is said, were 
settled out of court. 

LeRoy Present left here Saturday for 
Cincinnati. It is said that the suspects 
have been identified and a detective is leav- 
ing to help policeman Connolly in bringing 
them back. 








Sneak Thieves Make Away with Gold Watch 
from San’ Antonio, Tex. 

San ANTONIO, Tex., Sept. 18—After 

three young Mexican men had been look- 

ing at watches and other jewelry at the 


~ Alamo Jewelry Co., pretending to wish 


to make some purchases, it was discov- 
ered that a gold watch was missing, ac- 
cording to a report made to the city 
detectives. The theft was discovered 
when C, Tellez Giron, a clerk in the store, 
started to replace the jewelry in show 
cases. 

During the time the three young men 
were in the store Mr. Giron had turned 
his back several times to get other stock 
to show the prospective purchasers. De- 
scriptions of the suspects were furnished 
the detectives and means of tracing them 


_-have been taken, but so far the men have 
__escaped without notice. 
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Kentucky Jewelers 


Meet at Lexington 





Members of State Association of Retailers Discuss Trade Topics and Elect 
Officers at Annual Conclave 
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Lexincton, Ky., Sept. 12.—J. W. Keller, 
of Georgetown, was elected president of the 
Kentucky Retail Jewelers’ Association at 
the annual session held in the Lafayette 

tel here today to succeed R. S. Welch, of 

ottsville. Isaac Adler, Lexington, was 
de vice-president; and William M. Irion, 

Louisville, was re-elected secretary-treas- 
urer. The selection of a place for the 1922 
convention was left to the executive com- 
mittee, to be named by the new officers. 

The following were named delegates to 
the national convention: R. S. Welch, 
Scottsville; and Miss Mary M. Giesler, 
Louisville. The alternates selected were 
J. W. Jones, Mt. Sterling, and F. J. Heintz, 


Lexington. 

President Welch presided at the morning 
and afternoon sessions, and opened the meet- 
ing to informal discussion on all questions. 
There were no formal addresses, all mem- 
bers joining in expressing opinions and giv- 
ing suggestions based on individual ex- 


periences. ; . 
President Welch delivered an interesting 


address. ‘It follows: 


PRESIDENT WELCH’S ADDRESS 


The one immediate need of this hour is for the 
men to resolve that they are going to think and 
act in the light of the sun and not in the gloom 
of darkness. ; 

Optimism tempered with common sense will do 
more than anything else to help through this 
period of reconstruction. But properly tempered 
optimism alone will not bring the desired results, 
because results are only obtained by doing things, 
and best results can only be expected by doing 
things right. To do things right one must be 
thoroughly conversant with what is to be done, 
what can be done, and the best way of doing it. 

There is no one man who knows the best way 
of doing things. Too many cooks may spoil the 
broth, but if one cook attends to the broth, the 
other to the roast and a third to the pie, the 
chances of a fine dinner instead of a spoiled one 
are enhanced by the number of cooks. 

We are facing a period of reconstruction. There 
are things that should be done and some that 
should not be done. Today the need of a united 
effort of the jewelers of our State and nation to 
arrive at ways and means to improve and uplift 
our industry is greater than ever before in the 
history of our trade. Therefore it behoeves every 
jeweler, no matter how small or how large his 
business may be, to attend these conventions. 
Good fellowship among the members means cleaner 
and healthier competition. 

The question of taxation is a big one that must 
be taken up by the jewelers of the entire nation, 
so I will teave the subject to be dealt with by 
the national association at Buffalo. 

But there is another question that must be 
taken up by the State association and no one can 
help us but ourvelves. This to my mind is the 
most important matter that we have to deal with 
and it should be put ahead of all other subjects 
that are discussed by us at this meeting. I refer 
to the question of membership. I was surprised 
to find that we are behind such States as Tennes- 
see, Alabama and Florida. Kentucky has far 
greater wealth than any of these States, not to 
speak of its traditions that stamp it as one of the 
Breatest States of the Union. 

We have in our State about 315 jewelers, and 
only about 60 of these are members of; our State 
association. Now the only teason that these 
other 255 remain out of the fold is because the 
benefits that accrue from meeting one another and 
interchanging experiences and ideas has never 

Properly presented to them. We must 
gather these ‘wandering sheep into our~bosoms:= 
The"Ynestiorrts; how: can it be done? 
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some of the others here have also thought of these 
missing links in our chain of membership and 
have some plan to get them in.” I suggest that 
the jobbers be urged to supply their salesmen 
with the membership blanks and that the sales- 
men, with their well-known powers of persuasion, 
induce these missing links to bécome attached to 
the chain. I believe we should push this mat- 
ter here and now—put, into it sufficient energy to 
at least double our membership by the next an- 
nual meeting. 

To our executive committee, especially Secre- 
tary William Irion, of Louisville, as well as 
those faithful jewelers throughout the State who 
are always willing to help forward our interest, 
I am profoundly grateful and I trust that my 
more worthy successor shall find as much joy in 








J. W. KELLER, PRESIDENT-ELECT 


the presidency of the Kentucky Jewelers’ Asso- 
ciation in the coming year as I have in the year 
that has passed. 

Mr. Keller, of Georgetown, led the dis- 
cussion on “Troubles of the Retail Jeweler,” 
speaking briefly on the problems met from 
day to day in his business, which he de- 
clared to be common to all retail jewelers. 

President Welch spoke on the practices 
of free engraving and the loan of watches 
to owners whose watches are being re- 
paired. Both customs he deplored, as did 
the members who followed him in discus- 
sion. It was pointed out that jewelers in 
Lexington and Louisville do not loan 
watches except to railroad men, and others 
in the trade were advised to follow their ex- 
ample, 

Many jewelers in the association do en- 
grave without charge, and all were urged to 
make a charge for the work in the future. 
The merits of Jewelers’ Security Alliance 
were detailed, and all jewelers were urged 
to have that protection. . 

One of the most interesting questions dis- 
cussed was the proposal of President Welch 
that Kentucky retail jewelers join with those 
of neighboring States ‘in joint meetings in 
the interest of..co-operation and fellowship. 


Perhaps=~No action was taken;-but: it was’ the umant- 
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mous opinion that such meetings would be 
very profitable, and it was said to be prob- 
able that such an arrangement might be 
made between the associations of Kentucky 
and Tennessee. 

Members who registered were: P. J. 
Murphy and J. G. Murphy, of Maysville; 
J. W. Jones, Mt. Sterling; J. W. Keller, 
Georgetown; A. Barnett Winters, Paris; R. 
S! Welch, Scottsville; Miss Mary M. 
Giesler, Louisville; Edwin Bogaert, D. 
Isaac Adler, Fred J. Heintz, H. M. Hubbard 
and Harry Skuller, of Lexington; K. Ru 
Foster, Cynthiana; L. A. Wise, Mt. Sterling. 

In accepting the office tendered him, Mr. 
Keller spoke of his long experience in the 
business, and his willingness to serve the 
association to the best of his ability. 

“The jeweler’s integrity is his best asset, 
his best stock in trade,” he said, in speaking 
of the confidence he must have from the 
public, which, he said, will trust its own 
judgment in buying all other lines but jewel- 
ry. He deplored selfish competition, and 
said that all jewelers, as well as other 
merchants, would help themselves by help- 
ing the other fellow. 

Mr. Keller who is manager of the S. E. 
Barlow store at Georgetown, is a jeweler, 
watchmaker and optometrist. He was born 
in Hope, Indiana, December 20, 1863. He 
learned his trade in Columbus, Ind., and 
came to Georgetown in 1884 to begin work 
with E. C. Barlow & Son. When the firm 
changed names in 1887 he became active 
manager which position he has held ever 
since, making a total of 34 years that he has 
been acting in this capacity. Mr. Keller has 
been twice elected councilman, the date be- 
ing from 1896 to 1900. In 1900 he was 
elected mayor and served in this capacity un- 
til 1904. 

Mr. Keller has been made a Colonel on 
Governor Edwin P. Morrow’s staff. The 
appointment came as a surprise to him. 
Colonel Keller has the honor of being the 
only Republican to serve as Mayor of 
Georgetown. 

The following resolutions were adopted = 

The Kentucky Retail Jewelers’ Association re- 
grets deeply the illness of our faithful efficient 
secretary-treasurer, Mr. William M. Irion, of 
Louisville, and we are glad to have cheerful news. 
of his convalescence. We hope and pray for his: 
speedy recovery. 

ReEsoLveD: That the members of the associatiom 
greatly miss our friend and able advisor, Colonel! 
John Shepherd, a man we have always leokedi 
forward to seeing at our conventions and to hean~ 
ing him speak. By the passing ofthis distfir- 
guished and untiring friend we have lost one whose 
place will always be hard to fill. Therefore, we 
express with sincere sorrow, our sense of sed 
loss in the death of this most estimable man. 

Resotvep: That we extend our thanks to the 
Lexington Retail Jewelers’ Association for the 
courtesies shown members and visitors during our 
convention. 

REso.vep: That we extend a vote of thanks to 
the management of the Lafayette Hotel for the ex- 
ceptional hospitality shown the Kentucky Retail 
Jewelers’ Association during the annual conver- 
tion in this city. 

Wuereas, Divine Providence since our asd 
meeting having called to his reward our honored 
member, Mr. Charles C. Wright, whom we shall 
greatly miss. 

Resotvep: That the association extend to 
Charles C. Wright, our warmest sympathy in 
loss she has sustained and we comfort her in the 
cherishing of our memory of his active services 
in this association. 


Some of the jewelers went on from the 


State convention to the meeting.of the A. N. 
R:-J. A, in Buffalo. ~- 
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BEWARE OF THIS MAN 


ge’ Calls at Two Establishments and 


Is Successful in One 

I. Bloom, diamond cutter, 26 Maiden 
Lane, was the victim: of a bogus check 
thief, who succeeded in obtaining a dia- 
mond valued at $258, by representing 
himself to be A. Simolins and giving 
a bogus check for $205 and $53 in cash. 

On Sept. 9, between 2 and 3 Pp. M., a 
man appearing to be about 35, dark com- 
plexion, weighing about 200 pounds and 
about five feet five inches tall, called on 
Mr. Bloom and asked to be shown a 
diamond weighing about a carat and a 
quarter. Mr. Bloom showed him a stone 
1.15 carats and after thoroughly examin- 
ing it, stated that he thought it would 
do and asked permission to use the tele- 
phone to speak to the person for whom 
he was buying it. He presumably called 
a number on the telephone and after 
describing the stone and its price, turned 
to Mr. Bloom and said he would take it 
and “pay for it now, and if it was not 
satisfactory he would return it the next 
day.” He took some money from his 
pocket amounting to $53 and then said, 
“I tell you, Bloom, this is all the cash 
I have with me and I will give you a 
check for the balance. You know me; 
I guess I am all right,” at the same time 
exhibiting and handing to Mr. Bloom a 
card of the Greater New York Jewelry 
Co, 87 Fifth Ave. of which A. Smo- 
lings was proprietor. 

Mr. Bloom knew of Mr. Smolins and 
knew him to be a reputable jeweler, but 
was not personally acquainted with him. 
Bloom, however, had no suspicion of the 
transaction and delivered the stone. The 
thief took a check book from his pocket, 
drew a check to the order of L. Bloom 
for $205 on the Greenwich Bank and 
signed “S. Smolins.” Mr. Bloom depos- 
ited the check next day and it was later 
returned by the bank “no account.” 

On investigating Mr. Bloom learned 
that A. Smolin is now conducting 
business under the name of’ the Acme 
Jewelry Co., 3 Maiden Lane, and was 
not the man who purchased the stone 
and has not done business under the 
name of the Greater New York Jewelry 
Co. for the past year and a half or so 
and knew nothing about the transaction. 

On the same day the thief called on 
Joseph H. Meyer’ Bros, and _ was 
waited on by Miss Gordon, one of their 
sales ladies. He asked to be shown 
some pearl necklaces and exhibited a card 
of the Greater New York Jewelry Co., 
as he had done with Mr. Bloom, and pre- 
tended that he was going to leave a 
large order. Miss Gordon inquired of 
him as to his rating. He replied that 
they were not rated and that they were 
small people and bought mostly with 
cash. He proceeded to pick out several 
necklaces and she stated that they would 
have to. send the necklaces C. O. D.; 
whereupon he said, “Never mind doing 
that. I will select just two, as I want 
them right away.” He selected two but 
only had cash enough with him to pay 


Check Thief Operating in New 
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for one. Miss Gordon refused to de- 
liver him the other but sold him the one 
and he paid in cash for it. 

Miss: Gordon’s description of the thief 
corresponds with that of Mr. Bloom, but 
in addition she states that he wore a 
peculiar shaped gold ring with a large 
yellow birthstone on the pinkey of his 
left hand and had also a diamond cluster 
scarf pin. 





Window Smasher Visits Hartford, Conn., 
Jewelry Store and Escapes with Six 
Rings and a Watch 


Hartrorp, Conn., Sept. 17—Wrapping a 
heavy stone in paper shortly after 4 o’clock 
this morning, an unidentified man hurled the 
object through the thick plate glass window 
of The Hamilton, a retail jewelry store at 
695 Main St., and succeeded in breaking a 
hole large enough so that several rings and 
a watch could be reached. Policeman 
Thomas Rice was on duty just below Mul- 
berry St. when he heard the crash of fall- 
ing glass and he ran north to investigate, 
finding the covered stone in a driveway. 
He did not see anybody about the place and 
it is not known how many were involved 
in the theft. The hole in the display win- 
dow was large enough to allow a man’s 
arm to enter. 

Samuel Sternscher, the proprietor of the 
store, was notified by the police of the burg- 
lary and he came down town at once. It 
was discovered that six cameo rings which 
had been left in the window on a tray had 
been stolen and also a gold filled watch. It 
had been the custom of the owner to leave 
some jewelry in the window but all dia- 
monds and valuable jewelry and _ gold 
watches were removed to a safe at night. 
The stolen watch is worth $24 and the six 
cameo rings about $75. The loss is cov- 
ered by insurance. A new plate glass was 
put in place in the store this morning. 








Committee of Creditors of Sandack Jewelry 
Co., Chicago, Recommend Settlement 
on Basis of 50 Per Cent 


Cuicaco, Sept. 16—At a meeting of 
creditors of Jacob Sandack, trading as 
Sandack Jewelry Co., 52 W. Madison St., 
held in New York city recently, a cred- 
itor’s committee was appointed to investigate 
the status of the debtor’s financial condition 
and to report with recommendations. Sev- 
eral meetings of the Chicago creditors have 
subsequently been held and have been at- 
tended by the full committee representing 
the New York creditors. 

At a meeting held yesterday in the of- 
fices of Goldman & Allshouse, a statement 
of assets and liabilities was submitted as 
of Sept. 10, 1921. Assets amount to $105,- 
373.26 and liabilities to the amount of $130,- 


689.01. 


The creditors committee investigated the 
status of the debtor company and recom- 
mended a settlement on the basis of 50 
cents on the dollar payable as follows: 
Five per cent cash Nov. 10, 1921, and un- 
endorsed notes of 10 per cent payable Jan. 
10, 1922; five per cent Feb. 10, 1922; five 
per cent April 10, 1922; five per cent June 
10, 1922; five per cent Sept. 10, 1922; five 
per cent Nov. 10, 1922, and 10 per cent 
January 10, 1923, 
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The names of the three endorsers were 
submitted and their financial responsibility 
will be investigated. +7 

The creditors at the meeting voted to ac 
cept the above outlined settlement which te 
ceived the endorsement and approval of the 
committee and at the request of those present 
notices were sent out to all creditors for 
their consent to the acceptance of the prop- 
osition. 

In the event that all creditors fail to ac- 
cept the settlement the debtors have stated 
that the offer will be withdrawn and bank- 
ruptcy proceedings will be started. 


HOLD MONTHLY MEETING | 


Members of Milwaukee Jewelers’ Club En- 
joy First Gathering Following Summer 
Vacation Period 


MILWAUKEE, Wis., 
meetings of the Milwaukee 
Club were resumed _ this 
the Blatz- Hotel, after a 
ing the Summer months. Due to va- 
cations, conventions and _ other things 
taking several of the local jewelers from 
the city, the election of officers was Postponed 
until the October meeting. The attendance 
however, was fairly representative. In ad- 
dition to Milwaukee retailers, there were 
also present Messrs. Endlich, of Kewaskum, 
Foss of Oconomowoc, Coburn of East 
Troy and Estberg of Waukesha. 

David Goldman, of Milwaukee, gave a 
short talk on “Co-operation,” in which he 
lauded the co-operative spirit of the jewel- 
ers of the Milwaukee district club. He 
urged further work in this direction to se- 
cure the wholehearted support of all jewel- 
ers and achieve a 100 per cent membership. 
He cited the accomplishments of the co- 
operative advertising work which has been 
so successfully carried on here for several 
years, and of the friendly relation that exists 
in the jewelry trade of Milwaukee. 

Plans were also discussed for resuming 
the co-operative advertising schedule for 
1921-1922. The advertising committee of 
the local club includes Henry W. Rank, 
Henry J. Oberst and A. C. Hentschel. Daily 
newspaper advertising, featuring the national 
slogan, “Gifts That Last,” with the local 
amendment, “At Your Jewelers,” will un- 
doubtedly be continued this year, according 
to preliminary plans. In addition, however, 
the meeting discussed the advisability of 
outdoor advertising in the form of bill 
boards. 











14.—Monthly 
Jewelers’ 
evening at 
recess dur- 


Sept. 








Wilcox & Evertsen (International Silver 
Co. successor), Meriden, Conn., have just 
issued a new catalogue showing the “Pan- 
theon” pattern in sterling silver flatware and 
hollowware. This is a beautiful catalogue, 
exceptionally well printed and designed, and 
illustrates the entire service, the latter is 
most complete in the various pieces of flat- 
ware, both the staple and fancy pieces, and 
also a full line of hollowware in the same 
pattern so that a full table service can be 
offered of the same design. The catalogue 
has a most artistic, embossed cover, resemb- 
ling bronze. A copy of this catalogue will 
be sent to every jeweler handling the “Pan- 
theon” pattern and copies will also be sip- 
plied for distribution to their customers. 
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Alleged Sneak Thieves Caught 





Band Believed by Police to Be Members of Notorious “Italian Mob” 
Arrested in Brooklyn Jewelry Store 














- Three alleged members ofa band of sneak 
thieves, believed to be the “Italian Mob” 
which for years has been preying upon the 
jewelry trade all over the country, were ar- 
rested last Wednesday in the jewelry store 
lof F. Holthausen, Inc., 888 Manhattan Ave., 
Brooklyn, N. Y. The prisoners are being 
‘held for a hearing today (Wednesday), on 
charges of attempted grand larceny and de- 
scribe themselves as Frank Caputo, Frank 
Bonfiglio and his wife, Angelina. 

The arrest of this trio was brought about 
through the letters of warning sent to mem- 
bers of the trade by the Jewelers’ Security 
Alliance and the alertness of George Wobie, 
of the Holthausen store. On several occa- 
sions warnings cautioning the trade of the 
operations of the mob also appeared in the 
columns of THE JEWELERS’ CIRCULAR. 

Last Wednesday the two prisoners, giving 
their names as Frank Bonfiglio and wife 
entered the Holthausen jewelry store and 
walked to the rear of the establishment 
where they asked to be shown some silver- 
ware. Directly behind them came Caputo 
accompanied by a small boy who was 
bouncing a rubber ball. Caputo carried a 
black bag and as he seated himself in front 
of a case containing valuable jewelry, placed 
the bag on the floor. Shortly after Caputo 
seated himself a young woman clerk looked 
in his direction and noticed that the boy 
was under the counter and that the bag the 
man had placed on the floor was open. She 
called this to the attention of Mr. Wobie, 
who without arousing any suspicion walked 
leisurely to the front of the store, puffing 
on a cigarette to create the impression that 
he was about to throw the cigarette out on 
the street. Caputo evidently became sus. 
picious and just before Mr. Wobie reached 
the door, the former kicked the boy, and 
then took a knife from him and threw it 
out on the sidewalk. Mr. Wobie allowed the 
boy to leave the store as he did not want 
to arouse the suspicion of the other mem- 
bers of the alleged gang and as he reached 
the street encountered a policeman who is 
on fixed post nearby. Mr. Wobie instructed 
the officer not to let anyone leave the store. 
Hardly had the order been given than 
Caputo started to walk out of the place but 
was told to go back. A few minutes later 
the trio was under arrest and a tray of dia- 
mond jewelry was found on the floor near 
the satchel. The three prisoners, of course, 
protested and Caputo even disowned the 
satchel which he was seen carrying when 
he walked into the store. 

The trio were taken to the station house 
and after obtaining postponement were held 
in bail for a hearing today (Wednesday). 
Bonfiglio was remanded in $5,000 bail, 
Caputo, $3,500 bail and Angelina Bonfiglio, 
$2,500 bail. 

Upon investigation the police say that 
Frank Bonfiglio is an old offender and is 
known as “Gioviano Verdi,” alias “Raff” 
alias “Kaffo.” On June 7, 1913, according 

,to the police he was arrested in Philadel- 
{Tria on_a charge of grand larceny, but the 


case was later diScharged. He was again 
taken into custody in New York on May 16, 
of the same year on a charge of grand lar- 
ceny, but on this occasion failed to appear 
for trial and forfeited a $250 cash bail. He 
was again arrested in New York on March 
27, 1914, on a charge of grand larceny and 
three days later was sent to Sing Sing prison 
for a term of not less than four years and 
two months nor more than: eight years and 
four months. No information as _ to 
whether the other two prisoners had been 
arrested before was obtained. 

According to Detective Thomas Devery, 
of the 105th Precinct, Frank Bonfiglio of- 
fered him a bribe of $1,000 if the detective 
would “fix it up.” Detective Devery asserts 
that he accepted $70 in cash from the 
prisoner in the presence of a witness and 
marked the bills and was told by Bonfiglio 
that he would receive the balance of the 
money if he went to an address on Hicks 
St., Brooklyn. A charge of bribery will 
probably be lodged against this prisoner. 

After the arrest of this man it was 
learned that Mr. Wobie’s suspicion had been 
aroused as soon as the first couple walked 
into the store. Mr. Wobie had been read- 
ing the circular sent out by the Jewelers’ 
Security Alliance and also. the warnings 
which appeared in the columns of THE 
JEWELERS’ CrrcuLar. As soon as he saw 
the three older people and the boy he care- 
fully watched them. 

Following the arrest of this trio, Pinker- 
ton operatives produced Mrs. Stephen 
Lubo, who conducts a jewelry store in 
Elizabeth, N. J. She positively identified the 
two as the same people who on Sept. 1, had 
visited her store. After they had gone it 
was discovered that a la Valliere, valued at 
about $870 was missing. Mrs. Lubo claims 
a boy bouncing a rubber ball also accom- 
panied the trio. 

A warrant charging grand larceny has 
been sworn out against the three prisoners 
at Elizabeth, N. J. 

The three prisoners, according to the 
authorities are a part of the “Italian mob” 
which has been committing sneak thefts in 
jewelry stores all over the country and even 
in Canada. Nearly all the members of the 
band are related and are believed to be 
Sicilians. In some instances they have 
operated with two men and two women and 
a boy. 








Creditors Start Bankruptcy Proceedings 
Against Saul Smigrod, Inc., New York 
An involuntary petition in bankruptcy 

was filed in the United States District Court, 

New York, last Wednesday against Saul 

Smigrod, Inc., manufacturer and jobber of 

jewelry, 49 Maiden: Lane, Manhattan. The 

following day bankruptcy proceedings were 
instituted against Saul Smigrod at the same 
address. 

The following creditors filed the petition 
against the concern: Sarah Nathan, $1,500; 
Morris L. Rosen, $159.35, and Hyman 
Bruner, $2,183.93. The petition places the 
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assets at $25,000 and the liabilities at 
$170,000. 

The same day the petition was filed Judge 
Hough appointed C. G. Ludvigh as receiver 
under a bond of $5,000. 

The creditors filing the petition against 
Mr. Smigrod are David Kohn, $358; Benja- 
min Spector, $300, and Mildred R. Durlach, 
$45. The assets are placed at $5,000 and 
the liabilities at $10,000 in this petition. 
Mr. Ludvigh was also appointed receiver 
in this case under a bond of $500, 








Death of Charles R. Kruger 


Provipence, R. I. Sept. 17.—Charles 
Richard Kruger, a Civil War veteran and at 
one time a manufacturing jeweler of this 
city, died at the Rhode Island Soldiers’ 
Home at Bristol, last night in his 86th year. 
He had been a resident at the home about a 
year, having gone there after suffering from 
a couple of shocks. He is survived by one 
son, William H. Kruger, a well known 
journeyman jeweler of this city; one 
daughter, Mrs. Robert C. Turner; a sister, 
Mrs. William G. Greene all of Lakewood, R. 
I., together with three grandchildren and two 
great-grandchildren. 

Mr. Kruger was born at Elbersolv, Ger- 
many, June 26, 1836, and, coming to this 
country when 12 years of age, went to North 
Attleboro, Mass., where he apprenticed him- 
self to learn the jewelry trade. Upon the 
completion of his time he worked for a 
while as a journeyman at the bench and 
then came to Providence, where he contin- 
ued as a journeyman jeweler. In 1859 he 
married Miss Rosalia A. Stoddard of this 
city and had always lived in Providence un- 
til a few years ago, when he went to Lake- 
wood to live. 

When the Civil War broke out Mr. Kru- 
ger enlisted as a private in D Company of 
the Second Regiment, Rhode Island Volun- 
teer Infantry, being mustered in on June 5, 
1861, and was at once appointed a Corporal 
and was a participant in the first battle of 
Bull Run, July 21, 1861. In January, 1862, 
he was promoted to Sergeant and in May of 
that year was advanced to First Sergeant, 
and served until Sept. 14, 1862, when he was 
invalided home and soon after discharged 
because of disability through sickness. 

As soon as his health would permit after 
returning to Providence, Mr. Kruger again 
took up the jewelry business, first as a 
journeyman and then as foreman in charge 
of several plants, being with the old firm of 
John L. Mason & Co. several years in that 
capacity. In the early 80’s he entered busi- 
ness for himself and soon after. became. as- 
sociated with the firm of William C. Greene 
& Co., from which he retired about 15 years 
ago, since which time he has engaged in no 
business activities. 

In his younger days Mr. Kruger was much 
interested in natural history studies and for 
many years had a flower garden that was the 
envy of all who saw it. He conducted many 
analytical studies with the microscope, im- 
porting special lenses for the work from 
Germany. He was for several years a mem- 
ber of the Rhode Island Horticultural 
Society and of the Franklin Scientific 'Re- 
search Society. He also was a natural oil 
and crayon artist and a large picture from 
his hand was presented by him to Prescott 
Post, No. 1, G. A. R. of this city. 
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_—~--- The News from England 





European Jewel Thieves Hard at Work—Big Profits Made at Assayers’ 
Factories: When Chimneys Are Cleaned—Jewelry Salesman Losés 
Sample Case—French Police Detain Three Men Believed 
to Be Implicated in Jewelry Store Robbery 

















Anover seamen 


Lonpon, Sept. 6—The European jewel 
thieves are becoming bolder. They do not 
hesitate now to rob the jeweler during 
shop hours. Only the’ other day a par- 
ticularly daring robbery was carried out 
at the jewelry store of Warwick & Sons, 
Grosvenor Square, although only money was 
taken, probably because there was no time 
to collect jewelry. The thief, who held up 
the shop assistant with a revolver and then 
robbed the till, is believed to be an Ameri- 
can. The man entered the jewelry shop 
just after the noon hour and professed in- 
terest in silver cigarette cases. Then he 
abruptly changed his mind, evidently prefer- 
ring currency. He whipped out a revolver, 
covered the clerk and told him to keep his 
hands up while he emptied -the till. There 
was only $15 or $20 in the till but the man 
scooped it up, backed to the door and then 
slipped into the passing crowds. The police 
description circulated throughout the coun- 
try contains the note: Speaks with an 
American accent. 

x * * 

While Church Street, Liverpool, was 
crowded with shoppers the other afternoon, 
a pedestrian suddenly produced a hammer 
and: smashed a hole in the window of the 
Russells Ltd. jewelry store. The establish- 
ment specializes in diamonds. Before the 
shopping crowds realized what was hap- 
pening the man with the hammer had his 
arin through the hole. Before he could get 
away, however, a nimble jewelers’ clerk 
darted out of the shop and grabbed him. 
It was then found that a single-stone dia- 
mond ring priced at £2,000 was missing from 
the trim. 

x ok * 

A profit of about 500 per cent is being 
made at assayers’ factories (where jewelry 
sweepings are worked) from the soot 
scraped from the inside of the chimneys. 
Minute particles of platinum and gold find 
their way from the sweepings into the 
chimneys. The clothes of the men engaged 
in the scraping are retained and more gold 
and platinum dust is recovered from them. 
After giving the workers new outfits of 
clothing and paying for the cleaning, the 
factory people make a fat profit since the 
value of the metal recovered is sufficient to 
pay the cost of the work six times over. 

x ok * 

Missing his case containing brooches, 
pendants, rings and about 30 gold watches 
between Bletchley and Rugby, a Birming- 
ham jeweler jumped from the train at Rug- 
by but was unable to find the valuables. He 
was alone in a first-class compartment of 
the London-Birmingham train and is at a 
loss to account for the disappearance of 
the case which contained several necklaces 
worth from $1,500 to $2,000 each. The 
value of the entire contents is placed at 


$20,000. 
* * * 


The French police have detained three 


. 


men who, it is believed, are implicated in 
the theft of 650,000 francs worth of jewelry 
from a Boulevard St. Martin jewelry store. 
The theft (which occurred a month or two 
back) was the work of a continental gang 
of jewel crooks, the Paris police say, and 
they hope to have the remaining members of 
the party before long. 








CARRIER DISAPPEARS 





Grips of Officer of Bassett Jewelry Co. Con- 
taining Stock Worth $10,000 Reported 
Stolen at Cincinnati 


Cuicaco, Sept. 15—While in Cincinnati 
on Monday Clarence Roehr, vice-president 
and treasurer of the Bassett Jewelry Co., 
engaged the services of a sample carrier to 
convey his grips from 5th St., to Central 
Ave., and Emery Arcade. Instead of de- 
livering the grips to their proper destina- 
tion the carrier disappeared with the grips, 
containing approximately $10,000 worth of 
jewelry. 

Upon investigation by detectives, it was 
discovered that a man, who spoke with a 
foreign accent, took the cases to a room at 
125 Shillito Place. In a room on the third 
floor of this address several dozen rosaries 
were found, and police are of the opinion 
that the thief became conscience stricken 
at the sight of the rosaries and refrained 
from taking them. 

The proprietress of the place stated that 
the man had been staying there four weeks, 
and when she tried to gain entrance to his 
room that afternoon, he had the door locked, 
and said he didn’t feel well. During the 
night he disappeared. The police of Cin- 
cinnati and other cities are searching for 
the fugitive. 





Provence, R. I., Sept. 17.—Clarence J. 
Roehr, treasurer of the Bassett Jewelry 
Co., 36 Garnet St., this city, arrived home 
last evening from an extended western 
trip, which proved very satisfactory, ex- 
cept for an unfortunate incident which 
occurred in Cincinnati. This was the 
robbery of his sample line, valued at up- 
wards of $10,000, which delayed his re- 
turn several days, although it did’ not 
interfere materially with his business 
trip, as he had practically completed his 
rounds when the samples were stolen. 

Mr. Roehr said that he engaged a man 
to carry his grip containing the samples 
from the Sinton Hotel, where he was 
making his headquarters during his stay 
in Cincinnati, to a jewelry store in the 
Emery Arcade. The man was imme- 
diately behind Mr. Roehr when suddenly 
the carrier turned down a side street and 
when Mr. Roehr looked back the man 
was gone. The loss was reported to the 


police, but no trace of the missing man 
or the samples could be found. The loss 
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was reported to the Pinkerton agency 
as well as to the Jewelers’ Protective 
Union, and as a result the grip was 
finally found in a rooming house within 
three blocks from where the man dis- 
appeared. 

The grip had been despoiled of its 
valuable contents, however, nothing re- 
maining but 29 rosaries, and no clue was 
discovered that would indicate who the 
slick operator was. Finding that noth- 
ing further was likely to be discovered, 
Mr. Roehr returned to Providence. 

The Cincinnati police, as well as the 
agency representatives, are of the opinion 
that the.man who was engaged by Mr. 
Roehr to act as his carrier has a criminal 
record in similar cases, and a search is 
being made under the Bertillon statistics 
of the larger cities in an effort to explain 
this and several other large gem rob- 
beries which have taken place in simi- 
larly mysterious manner in Cincinnati 
recently. 

A detailed description of the contents 
of the bag which are missing has been 
ssupplied to the police. 





Burglar Alarm Calls Police to Providence 
Jewelry Store But No Trace of Thieves 
Is Discovered 


Provipence, R. I., Sept. 18—At 1 o’clock 
this morning the automatic burglar alarm in 
the retail jewelry store of J. A. Foster & Co., 
at Weybosset, Dorrance and Middle Sts., 
rang wildly in the indicator room of the 
Rhode Island Protective Co., on Custom 
House St. The attendant on duty at the 
Protective Co. notified the Central Police 
Station, and Sergt. John J. Parker hastened 
in the patrol wagon with four policemen to 
the scene, where the only untoward evidence 
found was an open window over the Middle 
St. entrance to the establishment. 

A thorough search of the store from top 
to bottom failed to reveal anything which ap- 
peared to have been disturbed. When noti- 
fied of the occurrence, J. Arthur Clem, man- 
ager of the company, said that two men from 
the protective company had been repairing 
faulty wiring in the alarm system earlier in 
the evening. The representatives of the pro- 
tective company on the scene this morning 
during the investigations, however, declared 
that the alarm would not have rung unless 
the window had been opened, and the police 
assert that the window was so stiff as to 
have made it impossible to jar it opon. 

No marks of any kind were found either 
inside or outside the window frame, which 
was in the examining room in the optical 
department. 





A force of workmen is now engaged in 
making alterations in the establishment of 
Charles Muth, Philadelphia, Pa. This 
old established place was long operated in- 
dividually by Charles Muth. His two sons, 
Charles F. Muth and Russell A, Muth, are 
now associated with the business. The 
former has been placed in charge of the 
watch and clock departments and the latter 
will look after the cut glass, silverware and 
novelties. Charles Muth, the senior member 
of the firm, will control the importing of 
diamonds and precious stones. = 
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This is the “Crucial Moment” to Decide~ 


whether YOU are going to remain passive and be overcome by the widely 
advertised “business depression,” or overcome it YOURSELF as far as & 
YOUR OWN circle of trade is concerned. 
We know a gratifying number of live manufacturers who are speeding 
up production, preparing new lines and laying a sure foundation NOW for. 
a good Fall, Holiday and Winter trade. 


THEY are the ones who will win and win strong ! 


H. NORDLINGER’S SONS, Inc, 


Paris, 32 Rue Beaurepaire 


Importers and Dealers in Precious and Imitation Stones. 


New York Office, 15 Maiden Lane 
Gablonz, a/N., 16 Steingasse 


Providence, 63 Washington Street 
































MAIL ORDERS PROMPTLY FILLED 


15 MAIDEN LANE 


ae 


BENEDICT & WARNER 


NEW YORK 


é 

















SAPPHIRES 


ORIENTAL—AMERICAN—AUSTRALIAN 


A FULL LINE OF CALIBRE STONES CUT IN OUR OWN SHOP * 








M.S. Page 








The great event 
in the lives of 
John and Mary is 
scheduled for 
next month. Be 
fore-handed—Let 
all know that you 
can supply the 
“Gifts that Last.” 











stock 


& Co. 22z" Boston 


“THE pen is mightier than 
the sword” argued the school 
boy because the pig-pen drove 
all the folks out of the neigh- 
borhood. Don’t let the dead 


in your store drive all 


your customers out into the 


street. 


Buy advisedly and 


buy often. We carry the 


stock 
draw 


from which you can 
to keep your goods 


fresh and are “At your serv- 
ice for success.” 








The new home needs 


overlaid silver flat- 


ware. Start them with 
Farmington or Gros- 
venor. Sell special 
gift pieces to their 
friends; also electrical 
utility devices, as per- 
colators, chafers, urns, 


etc. 








Sell the groom a diamond lavalliere or a diamond bracelet watch. 


Call on us for our general line of Card Jewelry, Rings, 





Pearls, Diamonds, Watches. 


_1@@@ 





















September 21, 1921. THE JEWELERS’ CIRCULAR 109- 


































— CVO Oe eenw. 
. = ~ 
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RING BOXES } 


for 36, 48, 56, 63 Rings 
(Reduced from $3.50) 


$2.75 
RING TRAYS 


with covers and buttons for 96, 


120, 144 Rings 
(Reduced from $5.00) 


| | $3.75 


Reduction of 15 to 25 per cent 
on all boxes, trays, and various 
articles of window display 
manufactured by us. 


B. & B. JEWELRY CASE C0. 


71 Gold St., New York City 
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Concerning 


Squamarines 


It is impossible to cut an Aquamarine thin and 
retain its BRILLIANCY. 

Lacking BRILLIANCY an Aquamarine has 
absolutely no merit. 

Hence, an Aquamarine cut too thin is prac- 
tically unsalable, and therefore expensive at any 
price. 
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Opal Necklaces | 
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American Gem & Pearl Company 


6 West 48th Street, NEW YORK 


LONDON PARIS 
26 Holborn Viaduct 44 Rue Lafayette 













Exceptional Quality 
F. W. HOWELL 


Pearls and Precious Stones 
3 Maiden Lane, New York City 















FROM MINES TO MARKET 
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E U UNQUESTIONABLY — the 
finest scientifically produced 
Trade Mark Registered 


U. 8 Patent Office pearls in the world. 








Attention—Manufacturers 


Onyx Ring Stones 
Furnished For Any Size 
Diamond 
ONYX AND AMBER BEADS 
THE DOUBRAVA CO. 


€1 Maiden Lane New York PEARL FRANK C. OSMERS 
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recious and Semi-Precious Stones 5 . m 

18 John Street NEW YORK Prisms: Their Use and Equivalents 

‘ a inn a — e agns mel gen - this 
° t 
The Buyers’ Directory otunkgy 2° °° — 
Price, $1.00 THE OPTICAL PUBLISHING CO. 
The Jewelers’ Circular Publishing Co. 1l John. St. New York 
1] John St., corner Broadway, New York 
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FOR THE DISTINGUISHED CLIENTELE 


Every high class jewelry establishment has a certain clientele that knows and demands 
not only the best in Silverware, but seeks individuality, and many such stores select 
TREASURE SILVER specially for this trade. 


TREASURE SILVER is notable for its exclusive design. The patterns are distinctly 
original and unusually beautiful. Perhaps the most marked characteristic of TREASURE 
SILVER is its genuine artistic merit which is so much appreciated by people of culture 
and refinement. 


ROGERS, LUNT & BOWLEN COMPANY 


Silversmiths, Greenfield, Massachusetts 


Creasure Silver 


STERLING 


WS 
TRADE MARK STERLING, 
Be 
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TRADE CONDITIONS 


Reports from various quarters indicate that 
there has been’a decided improvement in business, 
especially in watches, chains, bracelets and small 
diamonds. There is also a brisk demand for gen- 
eral merchandise. The “sprint” apparently is due 
to the general uplift in the textile and woolen 
centers and to some extent the leather and shoe 
trade. Bostonians also are experiencing a more 
optimistic outlook and are beginning to loosen 
some of the funds which they have kept locked 
up for several months, fearing that the axe might 
fall at any minute, This depression seemingly 
js passing. Expectation that the Christmas trade 
will be better this year than in the last two years 
has increased buying. The orders, however, are 
for the lower priced articles. 





' A. Schleigher, jobber, for some years in 
the Jewelers’ Building, has gone out of 
business. 

' A Gaskin has moved from the second 
floor, Jewelers’ Building, to the ninth floor 
in the premises occupied by W. G. Orkin Co. 

D. Goldwasser, of the Emblem Jewelry 
Co., met’ with a painful accident while on 
a fishing trip in Maine, his left hand being 
severely torn by a hook. Blood poisoning 
set in, necessitating an operation. The 
wound is yielding to treatment. 

, Anouncement is made that the annual golf 
tournament of the New England Jewelers’ 
Association will be held at Lakewood, N. 
H., Sept. 24, 25 and 26. This is an event 
to which the many members look forward 
with keenest pleasure. Invitations -have 
been sent to upwards of 300 men and wom- 
en.in ‘the trade. 

: The wedding is announced of Frances W. 
Ames, of the silver department of Shreve, 
Crump & Low Co., Inc., and Florence G. 
Smallwood of Winthrop, daughter of Dr. 
and Mrs. G. W. Smallwood of this city. 
The ceremony took place at the historic 
Park Street Church. After a trip to New 
York, Philadelphia and Washington, Mr. 
and Mrs. Ames will reside in West Somer- 
ville. 

After an absence from business for two 
months necessitated by an operation, Charles 
May has returned to business. Apparently 
he has recovered, though naturally he has 
not yet regained the remarkable energy he 
possessed before the operation. It is a 
matter for congratulation that in view of 
the gravity of the operation Mr. May is 
able to be about again in so comparatively 
a short time. 

The Jewelry Workers’ International 
Union closed its biennial convention at the 
American House Sept. 12, after a week of 
active sessions, with resolutions demanding 
that the disarmament conference include all 
the countries of the world, including Russia 
and Ireland, that general and local unions 
utilize union-made supplies and employ 
union labor. Toronto was chosen as the 
place for the next biennial convention. 

The stock in trade of the United Jewelry 
Co. was sold by auction last week, the pro- 
ceeds amounting to $5,000 in round num- 
bers. Recently the company was petitioned 
into bankruptcy shortly after the alleged 
“hold-up” of one of its representatives be- 
tween Springfield and the Connecticut line. 
It was reported by the travelling salesman 
that he had been attacked, bound and: beaten 
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by automobile bandits and robbed of $90,000 
worth of diamonds and jewelry. 
The Boston Jewelers’ Bowling League, 


recently formed, has received the promise of - 


several prizes from various houses, namely, 
the Elgin National Watch Co., solid gold 14 
k. 19 Jewel watch, valued at $100; R.. Black- 
inton & Co., North Attleboro, the “Offes to 
make for each member a sterling sf#vér fob 
enameled with the crest of the League, the 
leather parts furnished by the C. H. Hous- 
man Co.; the Gorham Co., a solid silver 
cup, valued at $200; the International Silver 
Co., prize cups valued at $200; Chapin & 
Holister Co., silver belt buckles, belts and 
coat-chains. Fifty prizes will be awarded 
at the end of the season, which open Oct. 4. 

Application has been made by the Boston 
Better Business Bureau, with the co-opera- 
tion of the State Association, to the police 
commissioner to limit the hours in which 
jewelry auctions may be held to 7 to 5:30 
week days and 7 to 2 Saturdays and with 
no hours on Sundays. This request was 
made under the provinces of Chapter 100 
of the General Laws for 1920 which em- 
power the commissioner to limit the hours 
of auction. The secretary of the Bureau 
says other sections of the law will furnish 
further ammunition against the “fake” auc- 
tioneers. The tenant or occupant of a 
house or store who permits an auctioneer 
to sell under “false pretenses” shall be liable 
to a fine of $500, and such auctioneer to a 
fine of $100. 








in Ophans’ Court Thursday, all his estate 
is left to his widow, Mrs, Nellie Castel- 
berg. Mr. Castelberg died Aug. 30 from 


injuries sustained when he was crushed © 


in an*elevator in the Emersonian Apart- 
ments, where he lived. Mr. Castelberg 
for many years was directing head of the 
Castelberg’s National Jewelry Co., Lex- 
ington St. and Park Ave. His interests 
were not only confined to the jewelry 
business but he held extensive holdings 
in hotel and theatre properties. The will 
was filed in court by Attorneys Jacob 
France and Israel Brodie. It is under- 
stood that Mr. Castelberg before his 
death made provisions with his wife for 
a distribution of a liberal amount to 
charity. The exact figures of the value 
of the estate were not given but a bond 
of $500,000 was given. The estate is be- 
lieved to be considerably above the 
amount named in the bond. Mrs. Cas- 
telberg and Attorney France are named 
as executors of the will, which was exe- 
cuted July 20, 1920. 

A case of unusual interest to local 
jewelers and to optometrists came to 
light in Central Police Court last week 
when Magistrate J. H. Stanford ruled 
that provisions of the Maryland law 
should be enforced rigidly when he held 
a man for action of the grand jury on 
the charge of practicing optometry with- 
out being licensed by the Maryland 
Board of Examinérs in Optometry dur- 


ing the year 1921. Nearly all local jewel- - 
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ers were interested in the case. The 
case was brought to the attention of the 
police department by J. Fred Andreae, 
403 N. Howard St., secretary of the 
Maryland Board of Optometry. Police 
Commissioner Charles D. Gaither di- 
rected Detectives J. H. Mintiens and J. J. 
Cooney to make an investigation. Ac- 
cording to the detectives, the man is 
alleged to have made a general practice 
of selling eye-glasses and spectacles with- 
out having complied with the law. 








C. Glenn Sipe and Mrs. Sipe have gone 
to Atlantic City for several weeks. 

S. W. Weinhaus, of the Samuel Wein- 
haus Co., and Mrs. Weinhaus, are in At- 
lantic City and will go to New York on 
business. 

Theodore Kaufman, ot the Kaufman & 
Baer Co., who has been in Europe for the 
last three months, is expected home week 
after next. He spent considerable time in 
France and Germany. 

J. Clare Crawford, of the Jewelers 24 
Karat Club, will call a meeting of the board 
of directors of the organization some time 
during the next two weeks to discuss plans 
for some kind of social- function this Fall. 
It perhaps will take the form of a smoker. 

The alterations to the Hirsh building, 
formerly the Schmidt building, which are 
now nearing completion, gives to Sam F. 
Sipe one of the finest looking store fronts. 
in Pittsburgh. The first two stories are of 
stone and glazed tile. The entire front is. 
of glass. : 

It was the consensus of opinion at last 
week’s meeting of the Retail Credit Men’s. 
Association that debtors should notify cred- 
it departments if they are out of work, in 
order to keep their accounts in good stand- 
ing. It was asserted that many persons are 
not doing so. Good credit, is was con- 
tended, means good character. 

After an exciting chase in which about 
1,000 persons joined, a man, aged 25, of 
Cleveland, and said to be a check swindler, 
was arrested here by the Pittsburgh police. 
He presented a check to the paying teller 
of a Fifth Avenue bank and when questioned 
he turned and fled. It is claimed that he 
passed a number of checks and he is be- 
ing investigated by the police. 

It is the opinion of jewelers here, that 
the worst of the business depression is over 
and that there will not be many more fail- 
ures among business houses. The number 
of jewelery failures in this district have been 
exceedingly small, indicating, some hold, the 
sound position of the jewelry trade, made so 
because of the prosperity which the trade as 
a whole has enjoyed the last four or five 
years. 

A thief threw a stone through the show 
window of the store of Kail Sedule, a 
jeweler of Latrobe, Pa., the other night, 
according to word from there, but a barking 
dog frightened the man away before he 
could obtain anything of value. A revolver 
was the only thing taken from the window. 
The barking of the dog attracted the atten- 
tion of a policeman, but the thief- was figet- 
footed and made his escape: — 
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16th Convention an Epoch Making Event 





Annual Meeting of the American National Retail Jewelers’ Association Held at Buffalo, N. Y., 
Sept. 13th to 16th Proves Greatest in History of the Organization—Delegates Enjoy 
Unusual Hospitality and Hear Most Instructive Addresses—New Officers 
Elected and Important Resolutions Adopted 




















Burrato, N. Y., Sept. 16—There have 
been many conventions of the American 
National Retail Jewelers’ Association in 
the past, a number of which may be de- 
servedly called great, for one reason or 
another; but the conclave that has just 
ended here at the Lafayette Hotel in this 
city, is universally admitted to be great- 
est of all in every respect (except per- 
haps that of attendance). But though 
the attendance of visitors, besides the 
delegates, may have been smaller than 
‘those of the gatherings held in New 
York and Chicago, there has never been 
a time when a more representative body 
of jewelers were brought together than 
during the last four days. Retail jewelers 
from every section of the land, from the 
Pacific to the Atlantic and from the 
Gulf to Maine were not only present, but 
participated earnestly in the work, and 
never before have the sessions of the 
convention proper been so largely at- 
tended by interested listeners than was 
manifest here, since the opening of the 
convention on Tuesday morning. Every 
speaker in the long and elaborate pro- 
gram was given a full audience and most 
earnest attention, while matters of trade 
interest were discussed from all angles 
by all classes of jewelers. The break- 
fast conferences, Thursday and Friday, 
were equally well attended and so inter- 
esting that it was with difficulty that they 
could be adjourned in time for the offi- 
cers to open the regular sessions at the 
schedule hour. 

In character the program was little 
short of wonderful and it was a matter 
of common occurrence to hear remarks 
made at the end of different speeches to 
the effect that what the listener had 
learned from that one address was worth 
his trip to Buffalo. 

But great as was the business program 
of the session, interesting as were the 
exhibits and other features, the most re- 
markable part of the convention was the 
elaborate and perfectly arranged plan of 
entertainment for those who had come to 
Buffalo on this occasion. It is safe to 
tions that preceded this have the visitors 
been entertained as lavishly and as satis- 
say that never before in the 15 conven- 
factorily as was done while here, and the 
hosts of the occasion (the retail, whole- 
sale and manufacturing jewelers of Buf- 
falo) can feel that they established a 
Standard in the way of hospitality and 
entertainment that will be hard to equal 
let alone surpass in the future. 

Starting with an informal reception 


and dance Monday night, which was en- 
joyable in the extreme, visiting jewelers 
were later given the “time of their lives” 
in the wonderful trip to Niagara Falls 
and the visit to the Gorge and Rapids, 
which was followed by a most elaborate 
banquet and dance at the beautiful Clif- 
ton House in Niagara Falls, Ont. This 
took place Wednesday afternoon and 
evening and was tendered on behalf of 
the manufacturing and wholesale jewcl- 
ers of Buffalo. Thursday evening the 
visiting jewelers and their wives were 
the guests of the retail jewelers of Buf- 
falo on a beautiful sail across Lake Erie 
to a famous pleasure resort, where din- 
ner was served and various attractions 
enjoyed. Afterwards the great lakes 
steamer brought the happy party back 
to the great Queen City. 

But the hospitality of the Buffalo 
jewelers and their wives was shown on 
every occasion possible and the spirit of 
friendship and cordiality that met the 
visitors was a revelation in the develop- 
ment of that fraternal spirit which organ- 
ization has produced in our industry. 
With all the seriousness of the conven- 
tion, there was a lighter side manifested 
in the singing of songs at the opening of 
all sessions and on other proper occa- 
sions that helped to establish and afford 
harmony in more ways than one. 

In work accomplished, the convention 
will go down in history for many things 
done at the sessions themselves and in 
the committee meetings and conferences 
that were held outside the sessions 
proper. Not the least important among 
these things were the conferences be- 
tween representatives of the retail jewel- 
ers and of the silversmiths, at which the 
positions and conditions of both manu- 
facturing and selling were thoroughly 
gone into to an extent that proved an 
education to both manufacturer and 
dealer. These conferences, which will 
continue in New York and other places, 
subsequent to the convention, already 
appear to have laid the foundation for 
co-operation among the dealer and man- 
ufacturer that may lead to a revivifica- 
tion of the silver trade. 

The subjects discussed touched upon 
every phase of the jeweler’s business and 
put the members in touch with all the 
great work that is going on. Such mat- 


ters as the establishment of the Horo- 
logical Institute of America, the fight 
of the Tax Bill, the Gold Bonus Bill, the 
survey of the silver trade, the research 
bureau, the work of the field secretary, 


the banker’s relation to the jewelers and 
hosts of other important subjects were dis- 
cussed. 

The resolutions passed are a model 
both in language and in scope. Broad 
in their extent, they cover in a conserva- 
tive manner the contentions and aims of 
the retail jewelers of this country on the 
important economic and trade subjects 
that confront the industry. 

An unusual feature of the convention 
was what might be termed the Memorial 
Service to the late Col. Shepherd, at 
which tributes to “The Jeweler’s. Friend” 
were paid by representatives of all 
classes of our industry, and his philoso- 
phy expounded, both in prose and selec- 
tions from his own verses. 

A complete change in officers, with 
the exception of the secretary, was made 
unanimously, Edward H. Hufnagel, Mt. 
Vernon, N. Y., being chosen as president; 
Arthur Mansur, Vermont, Ist vice-presi- 
dent; Joseph Mazer, Omaha, 2nd vice- 
president; Conrad Brotherly, Newark, N. J., 
treasurer, and A. W. Andersen, Neenah, 
Wis., re-elected to the position of secre- 
tary, the position which he has filled 
satisfactorily for many years. With these 
officers, the executive committee will be 
composed of the retiring president, Ar- 
thur A. Everts, Dallas, Tex., and Lester 
Lawrence, Galesburg, Ill. Walter H. Mel- 
ior will remain as field secretary of the 
organization. 


The Opening Session 


The full facts of the opening session 
Tuesday, from the time President Everts 
called the meeting to order at 10:45 up 
until Treasurer Mellor had read his re- 
ports, both as treasurer and field secre- 
tary, were published in detail in a tele- 
graphic account sent to THr JEWELERS’ 
CircULAR and published in the last issue, 
Sept. 14. 

This gave a summary of the address 
of welcome of Charles T. Robbins, presi- 
dent of the Buffalo Chamber of Com- 
merce; the full text of the address of 
welcome of Charles T. Evans on behalf 
of the Buffalo jewelers; a summary of 
the response by Gustav F. Keller and 
the full text of the response for Canada 
given by James T. Ryrie, of Toronto, on 
behalf of the Canadian jewelers. In ad- 
dition, too, was given the full text of 
President Evert’s address and annual re- 
port, which ended the morning session; 
and that of Secretary Andersen, which 
opened the afternoon session. 

Among the other important- addresses 
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Full Report of the A. N. R. J. A. Convention 


of the convention sessions published in 
full last week was that on “The Business 
Situation as I See It,” by Myron S. Hall, 
chairman of the Board of Directors of 
the Buffalo Trust Co.; the address “Have 
Courage,” by E. F. Hufnagel; the address 
of H. W. Burdick, president of the Whole- 
sale Jewelers’ Association, which was 
read by T. J. Fernley, and that of James 
H. Noyes, secretary of the Jewelers’ Se- 
curity Alliance. 

Mention was made of the report of the 
treasurer, made by W. H. Mellor, and 
his other report as field secretary and 
the report of the Roberts Memorial Fund. 
The reports of Mr. Mellor in full were as 
follows: 

REPORT OF TREASURER MELLOR 
SEPTEMBER 10, 1921 

Treasurer’s report to the Sixteenth Annual 

Convention at Buffalo, N. Y., September 13 to 16, 


1921. 
Association Fund 


Disbursements 
Cash in Merchants’ National 
Bank, Michigan City, Indi- 
ana, August 26, 1920....... $3,170.41 
Omaha, Neb., building and 
CON eee 3,000.00 
$6,170.41 
Receipts 
December 31, 1920, check.....$2,000.00 
March 14, 1921, check........ 2,000.00 
Map 13, 2981, Check. .....+.+ 2,000.00 
Jame 13,. 1921, check.....2.... 1,000.00 
September 6, 1921, check..... 5,021.64 
$12,021.64 
Interest on daily balance.. $62.67 
62.67 
PE ME Chic Wwe sp eisesssenasees $18,254.72 
Disbursements 
Vouchers drawn, Nos. 455 to , 
See SE 6c en wes horas $10,682.64 
To balance on hand Septem- 
DOE DR) BP Rh sxicicseccenee 7,572.08 


$18,254.72 





Upholding Fund 
Total cash receipts to Septem- 
DEE £0, SOR asccagus seve - $5,881.82 
With no vouchers drawn. 
Respectfully submitted, 
Walter H. Mellor, 
Treasurer. 


REPORT OF FIELD SECRETARY, WALTER H. 
MELLOR 


Through the efforts of our President, Arthur A. 
Everts, and his Upholding Fund, this association 
has been able to experiment along the line of 
establishing a Field Secretary, and I believe it 
has been successful in so far as its limited finance 
has permitted. 

I have devoted 28 days to the association and 
field work. Have traveled 5,864 miles at a cost of 
$508.43, of which the national paid $164.88 and 
the States visited $290.55. 

I have interested many jewelers in the associa- 
tion work, also our mutual fire insurance, or- 
ganized local clubs, secured the co-operation of 
many jewelers in telegraphing their Senators and 
Congressmen in Washington regarding the excise 
tax, and called upon every jeweler in all cities 
visited. 

I have attended the following State conven- 
tions: Illinois, Michigan, Indiana, Florida, Ohio 
and Tennessee in the rotation as named. Each of 
these conventions were well attended and the 
large stores in each State well represented. 

I would not do justice to the State of Florida 
and its association if special mention was not 
made in this report of the service and co-operation 
tendered me on my visit there. L. C. Hull, Plant 
City, secretary of the Florida Retail Jewelers’ 
Association, and Alvin Magnan, Tampa, devoted 
several days in assisting me in my work in their 
State. The Florida Association paid the entire 
expense of my visit there. 

The Field Secretary has a real duty to per- 
form. To make it successful, the membership, as 
well as the officers of each State visited must 
assist. If you will but do that, it will not be 
long before this office will show results. 

To assist the national in financing this depart- 
ment, permit me to suggest that half, at least, of 
the dues paid by new members secured by the 
Field Secretary be paid into the Upholding Fund. 
In this way it will be possible for the Field Sec- 
retary to assist in making this department self- 
sustaning. 

I wish again to call your attention to the set- 
ting of convention dates by the various 6tates. 
Why cannot the setting of convention dates be 
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made by the national officers in conj i ; 
the State officers? This will stop coutetian — 
and will eliminate the long jumps for those “td 
signed by the President to visit the various States 
as representatives of this body. I believe a plan 
can be devised to the satisfaction of the tot 
of each State and the delegate, that will ey 
mize the expense and the friction materially re 
Owing to the short time I have been connected 
with this branch of the work, I do not fee] com 
petent to make a satisfactory report such as this 
office justifies, but I know that the report next 
year will be most interesting, as there are great 
possibilities that can be developed by an active 
field secretary. 
Water H. Metuog, 
REPORT OF THE ROBERTS MEMORIAL FUND 
ASSOCIATION 


The Secretary of The Roberts Memorial Fund 
Association submits herewith the report of his 
office: 

August 1, 1920, to August 1, 1921. 

August 1, 1920, total assets. ..$3,559.95 


Receipts 
Receipt 
No. 
64 November 27, 1920, in- 
terest on savings..... 71.25 
65 January 7, 1921, inter- 
est on savings....... 7.78 
66 May 16, 1921, interest 
on Panama and Lib- 
erty ORGS. 66500060 71.25 
67 July 1, 1921, interest on 
DUVET cas cnssens cae 8.96 
$3,719.19 
Disbursements 
October 23, 1920, treasurer’s bond..... 2.50 
August 1, 1921, total assets.........+6 $3,716.69 


Respectfully submitted, 
Walter H. Mellor, 
Secretary. 


Tuesday Evening Session 

Before the evening session was called 
to order those attending the convention 
had the pleasure of witnessing a most 
interesting and instructive motion picture 
screened by J. R. Wood & Sons, New 
York. This picture, which has been 
shown to many jewelry organizations 
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throughout the country, gave the on- 
lookers an inside view of one of the larg- 
est jewelry manufacturing establishments 
in the industry. aa 

Only members were privileged to at- 
tend the executive session which was 
called to order immediately-after the mo- 
tion picture was shown. It was just 8.30 
P. M., when Charles T. Evans, past presi- 
dent of the A. N. R. J. A., rapped for 
order and then called for reports which 
showed the work that the jewelers’ clubs 
throughout the country are accomplish- 
ing. The only report submitted came 
from Ellis Gifford, Fall River, Mass. Mr. 
Gifford merely called attention to the 
fact that during the past year the Fall 
River retailers had conducted a very suc- 
cessful advertising campaign, featuring 
the slogan, “Gifts That Last.” 

As no other delegates were ready to 
report, Mr. Evans passed on to the next 
order of business, that of calling for 
reports from the various committees. 
Owing to the absence of Charles H. 
Hambly, Philadelphia, Pa., through ill- 
ness, no report was made on behalf of 
the Legislation Committee. 

Mr. Evans next called upon E. F. Lilly, 
Milford, Mass., to submit a report on 
behalf of the committee on skilled work- 
men. In giving this report Mr. Lilly 
said: 


REPORT BY E. F. LILLY, CHAIRMAN OF THE 
COMMITTEE ON SKILLED WORKMEN 


It seems needless to dwell at any length befcre 
this body on the scarcity of watchmakers, As 
nearly as can be estimated, the country is in 
need of about 4,000 good workmen. Of course, 
the present business depression may ease up the 
situation to some degree, but the fact remains 
that never in our history has it been more nec- 
essary for us to make concerted effort to interest 
and educate young men to become watchmakers. 

Much has been done in the last year in the 





way of publicity and interesting the jewelers 
themselves, in the hope that they may encourage 
young men to enter the business and master the 
trade. One noticeable change of interest is the 
difference in the attitude of the retail jeweler 
toward the workmen who are learning the trade 
in schools and institutes, a change which must 
necessarily take place if we would educate any 
great number. It has been demonstrated that 
a student under intensive training at a _ well 
equipped institution under thorough technical in- 
structors with a proper amount of actual prat- 
tice on regular work, will make just as good, if 
not a better workman than the old style appren- 





E. F. LILLY, CHAIRMAN OF THE COMMITTEE ON 
SKILLED WORKMEN 


tice, who has to pick up his knowledge as best 
he can under often times a poor workman, or 
one who is too busy to help the young man in 
his early training. The day of the advertisement 
which reads: ‘‘No so-called Horological student 


need apply,” is, and must be over. 
In going through the watch repair department 
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of Tiffany & Co. the other day in company with 
the manager of one of the oldest and best horo- 
logical schools, I noticed that he found two of his 
graduates in that shop, which, of course, is 
readily recognized as one of the good shops of 
the country. 

One good way for the retail jewelers to help is 
for them not to hire a student until he has 
his diploma. One of the greatest difficulties in 
educating boys to the higher standard they should 
attain is to prevent their leaving before they are 
entirely finished, and this is due many times to 
the fact that jewelers wish to hire them before 
they are fully instructed, and only partially 
through their course. 

The one big thing accomplished this year, which 
is a long step toward the goal of higher grade 
workmen, is the formation of the Horological 
Institute of America, the details of which you will 
get in Mr. Spier’s address, which comes later in 
the program. This should become the Royal 
Academy of Watchmaking in America. The en- 
couragement it will give to inspire enthusiasm 
and hard work cannot be over estimated. 

Your committee on skilled workmen feels that 
it has done something to stimulate the trade the 
past year. I have personally visited the Bradley 
Institute, the Bowman School, and the Hamilton 
and Waltham factories, the latter several times, 
and in each of these places I have met with en- 
couragement to keep up the good work. 

We feel that the interest taken in the craft 
by the United States Bureau of Research and 
the assistance given by them in establishing the 
Horological Institute of America is very encour- 
aging. ; 

The report of the committee on watch 
inspection was next submitted by Charles 
E. Sunderlin, Rochester, N. Y. In his 
report the speaker said: 


REPORT OF CHARLES E. SUNDERLIN, CHAIRMAN 
OF THE WATCH INSPECTION COMMITTEE 


Mr. President and Fellow Jewelers: 

Your committee on watch inspection respectfully 
submit the following report: 

The past year has shown marked progress in 
team work between the operating officials of the 
railroads and the official watch inspectors. A most 
interesting safety-first meeting was held Aug. 24- 
25, 1920, in San Francisco, at which there were 
present seven railroad officials and 86 watch in- 
spectors. This meeting was presided over by 
W. F. Hayes, assistant general time inspector, and 
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was called for the express purpose of debating, and 
in every way possible devising ways and means to 
improve the standard of the railroad time service. 

The railroad officials and employes are duly ap- 
preciating the good work the watch inspectors are 
doing toward giving the railroad service correct 
standard time. We feel that the time has arrived 
when the railroad officials should recognize the 
efficiency of the watch inspectors by remunerating 
them a certain amount for every watch they in- 
spect for a railroad employe, and by having the 
inspectors’ names appear on the regular list of 
employes of the railroad, and thus entitling them to 
free transportation, the same as attorneys of the 
railroads. 

We regret that there are not more of the 4,000 
watch inspectors members of the A. N. R. J. A. 
If the inspectors that are members would take a 
more active part in the national association, possi- 
bly the national association would back up the just 
demands of the watch inspectors for due recogni- 
tion by the railroad officials, as above mentioned. 





CHAS. L. SUNDERLIN WHO REPORTED ON 
WATCH INSPECTIONS 


Another safety-first meeting was held in Chicago, 
Oct. 26-27, 1920, at which there were present 10 
railroad officials and 155 watch inspectors. Webb 
C. Ball, general time inspector, presided at this 
meeting. W. L. Jones, Martinburg, W. Va., act- 
ing chairman of the committee on watch inspection 
at the Louisville convention, made a most interest- 
ing address in connection with the committee’s re- 
port to the convention. We wish every jeweler 
present might have copies of the proceedings in 
these two safety-first meetings, as they are highly 
instructive and beneficial. 

The people of the United States now realize that 
we cannot conduct great business enterprises and 
social relations without the railroads. The rail- 
road operating officials realize, if it were not for 
the official bureau of railroad time service and the 
painstaking team work of the watch inspectors, 
there would be a tremendous loss of both life and 
property. We feel that the national association 
should go on record, favoring just recognition of 
the services of the railroad watch inspectors by 
the railroad officials; and that this convention 
make this a special order of business at one of 
their executive sessions. 


An interesting report made by Alfred 
O. Bald, on behalf of the transportation 
committee, indicated that this committee 
had encountered considerable difficulty in 
making an agreement with the railroads 
whereby delegates to the convention 


could obtain reduced transportation rates. 
Mr. Bald stated that his committee had 
met with good success in arranging for 
reduced rates for members attending the 





convention. He said that some time 
previous to the convention, the commit- 
tee got in touch with the various trunk 
line associations. Refusals to grant re- 
duced rates were received at first from 
a number of the associations, but they 
all finally fell into line, with but one ex- 
ception, and agreed to grant a rate of 
one and one-half fare for round trip 
tickets if 350 delegates attended the con- 
clave. The one exception was a far 
western association, which stated that it 
did not believe there would be sufficient 
delegates from its district to pay for 
entering into the fare-and-one-half ar- 
rangement. 

Many of the delegates to the conven- 
tion, said Mr. Bald, took advantage of 
this arrangement, but quite a few certifi- 
cates were still needed to bring the num- 
ber up to the required 350. 

There were a number of special parties 
formed, in various cities. A special party 
headed by H. C. Stern of Chicago, made 
the trip arriving here Sunday. Another 
party arriving here the same day was 
one headed by E. R. Abrahamson, Cleve- 
land. First Vice-President Jean R. Tack, 
headed a party from New Jersey, which 
arrived in Buffalo Monday. A party 
from the Bronx, N. Y., was headed by 
Hugo Falkenstein. 

The report of the trade interests com- 
mittee which was next submitted by Ellis 
Gifford, Fall River, Mass., was well re- 
ceived and after being read was ordered 
filed. 

His report appears in full on page 151: 

While Chairman Evans was awaiting 
the appearance of other committee chair- 
men, Fred N. Day, Winston Salem, N. C., 
took advantage of the lull in the program 
to tell the jewelers of his visit on Mon- 
day to Washington, D. C., where he 
called on several Senators in reference to 
tax matters as they effect the retail jewel- 
ers. Mr. Day said that he had visited 
Senators Smoot and Simmons and 
pointed out the unfairness of the present 
tax the jewelers are paying and the great 
hardship it is working. As the tax ques- 
tion will probably be brought up at a 
later session no discussion on the matter 
was held at this time. 

In absence of E. O. Little, Auburn, 
Ind., the Membership Committee report 
was read by National Secretary Ander- 
son. It is as follows: 


REPORT OF E. 0. LITTLE, CHAIRMAN OF THE 


MEMBERSHIP COMMITTEE 


Gentlemen:—Your committee on membership, 
after some correspondence, between its members, 
submit the following report: 

The first recommendation we wish to make is 
that you select a new committee next year. It 
seems that the same committee has been making 
about the same suggestions, year after year, and 
we feel that new ideas might be brought out if 
new blood was infused into the committee. 

We reiterate our former recommendation that 
a field secretary or secretaries will prove the big- 
gest thing toward the upbuilding of the associa- 
tion, for after all is said and done, the personal 
appeal in soliciting members is the thing that 
brings results. 

Indiana is trying out a new plan this year which 
is working nicely, not only in getting new members, 





but in all association activities, -Th 

divided into nine districts and : oe ny 
pointed for each district, whose duty it is 7 2p. 
after association affairs in his district, This - 
plifies the work of the officers to a big ented pod 
enables them to get into closer touch with > 
membership through the district chairmen, ™ 

For instance, in the tax matter, when it w, 

necessary to get in touch with the members qui rhe 
and thoroughly, the matter was handled a : 
through the district chairmen. They have a ve 
smaller territory to cover than the State officers ro 
are personally acauainted with a great many on 
jewelers in their districts and can handle a : 
matter more quickly, thoroughly and efficiently Pd 
the State officers, who have a whole State to Pros 


In a membership campaign which Indiang 1, 
cently put on, by working through these district 
chairmen, it was found that, in many instances 
direct, personal canvass of each county was elas. 
ble through the activities of the district chelenie 
The Indiana membership campaign was very Poe 
cessful, as you will note by their report this year, 
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this convention, that the 
national association urge the various States to 
pattern after the Indiana plan. Divide your State 
into districts, Congressional districts make a govud 
division and are easy to outline, put a good man, 
a tried and true, reliable association man, at the 
head of each district. The right sort of man will 
gladly do this. Urge him to start a personal can- 
vass for members in each county. Get him to hold 
jewelers’ picnics at some central point. Jewelers’ 
picnics are a wonderful means of getting the fel- 
lows together. Indiana has had several very’ suc- 
cessful picnics this year and each has contributed 
its quota of new members. 

Let your State president and secretary keep con- 
stantly after the district chairmen. Create a riv- 
alry between the district chairmen as to who will 
get the most members, and, as a part of your 
State convention program, have a report from 
each district chairman of his activities during the 
past year. It should prove a very interesting part 
of your State convention program, 

We believe that with field secretaries, supple- 
mented with district chairmen in the various 
States, the membership problem will be easy of 
solution. 


Secretary Anderson also read the re- 
port of the Publicity Committee in the 
absence of Tinley L. Combs, Omaha, 
Nebr. This report follows: 


We recommend to 


REPORT OF THE PUBLICITY COMMITTEE 
One of the great disappointments of my life ‘is 
to ever miss one of our national gatherings, and 
this is my first. However, my selfishness is con- 
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by the knowledge that the convention will 
ffer by my absence, unless it be in the 
f fun making, and that I am sure will be 
taken care of by others. It is a 
to me to notice the — amount hn 

+t is being constantly given to the 
ae . all he tenadioen ond especially 
ite the Jewelers’ National Publicity Asso- 
ciation, and I feel that one of the very strongest 
arms of our national association work is being de- 
veloped and put to wonderful use, and mostly to 
the retailer’s benefit by this Jewelers’ National 
Publicity Association. — 

We, as a retailer’s association, have been re- 
lieved of the onerous features of proper publicity 
and have been held in high honor and esteem be- 
fore the public by a coterie of men from every 
branch of our industry, who meet in council and 
plan publicity that is intended to sustain and 
satisfy the retailer primarily, and it is my 
belief that in no other way could we have re- 
ceived the guardianship and protection against the 
onslaughts of sensational news-makers and sub- 
conscious and egotistical individuals, both male 
and female, during the frenzied years of war and 
readjustment than as this organization has done. 
Every merchant could and should gather inspira- 
tion from all the news stories, headlines and trade 
publicity that has emanated from this splendid 
organization and every merchant, large or small, 
in every branch of our industry, should be eager 
to help sustain and extend this work not only by 
subscriptions to its funds but by giving oral cir- 
culation to its various announcements, 

The slogan ‘“‘Gifts that Last’’ has been held up 
to view and hammered through the minds of the 
American public in a way that should make it 
indelibly fixed: in their thoughts of jewelry, and 
yet I find to my sorrow that the very prediction 
that others as well as myself made has come 
true—viz. that we jewelers must constantly use 
this slogan in our advertising or other lines would 
take it up before we had gotten the people con- 
vinced that jewelry was in reality the ‘‘gift that 
lasts.’ I regret to know that already at least one 
china house in a city where we have sereval 
jewelers is using that slogan, whereas none of 
the jewelers, advertising in the same papers, are 
using it. This is a serious and important matter 
to us and I urge most earnestly that the retail 
jewelers so employ this’slogan that no one can, 
without embarassment and accusation of copying, 
use it in any other line than ours. For your 
information I submit copies of ads from Sioux 
City, Ia.; illustrating what I have just said, and 
I wish in doing so, to give credit to Secretary 
Burket, of the Iowa association, for calling this to 
my attention. I also wish to cite Mr. Frank M. 
Todd, of Reid & Todd, Bridgeport, Conn., as one 
of the members of our organization who is keenly 
alive to the value of this publicity and this won- 
derful slogan, and who has suggested several other 
catchy phrases and slogans, which I attach to 
this report. 

The 1921 impetus for better business is the 
slogan adopted at this year’s annual meeting of the 
Publicity Association—‘Make the Jeweler your 
Gift Counsellor.” This is an inspiring message to 
buyers. Proudly indeed might each of us swing 
to the breezes a banner of this character and 
proud indeed, to display and advertise that won- 
derfully catchy invitation to the public, “(Come to 
us for gifts and gift suggestions.” If you can 
ever get the public properly ‘“‘sold” on this slogan 
we have accomplished a wonderful thing in sales- 
manship and created a permanent and shining 
guide to the retail jewelry stores of America. I 
cannot be too enthusiastic about this new way to 
reach the buying people. Every dollar spent to 
herald this message to the people will return 10- 
fold or more, providing that when once they do 
come. to our cases, we treat them—first- 
civilly, then courteously, and then with dignified 
salesmanship. The value of selling impressions 
is unending and I personally feel that I am today 
reaping large returns from selling impressions that 
were made 30: years ago, as a boy peddling from 
house to house. Were I standing before you I 
perhaps would not tell you that once was a 


soled 
not su 
amount 0 
splendidly 
great joy 


peddler, but just before writing this report I 
was strongly impressed with the truth and ef- 
fect of what I have just said with reference to 
selling impressions and it prompts me to speak 
of it to’ you. I apply this same characterization to 
the purpose of our publicity and believe that we 





have been creating wonderfully charming im- 
pressions in the minds of the people towards 
the jewelry business. I wish I might watch your 
faces as I tell you these things, because I am 
deeply concerned in how they impress you and 
influence you and in my absence I can only hope 
that no one of you present will ever consider it 
unimportant to get yourself and constantly keep 
yourself before the public in a dignified and ag- 
gressive campaign of publicity. When the people 
fully appreciate the spirit and conscientiousness of 
the majority of the retail jewelers of America 
they will be ever anxious to patronize them 
and ever ready to trust them, and, may I say, al- 
ways proud to consider the jeweler ‘Their Gift 
Counselor.” I am very optimistic about the out- 
look for future business and haven’t a drop of 
pessimism poison in my faith, hope or calculations 
for this year’s or other years’ business. If we 
will unselfishly hope together, sing together and 
work together, we will win the laurels of success, 
esteem afid happiness. 

May this’ convention be the most successful 
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and the most enjoyable one ever held by this as- 
sociation, is the sincere wish of one who has 
served you with much joy and personal benefit. 


Following the reading of this report, 
a telegram of greeting was ordered sent 
to Mr. Combs. 

Probably the most interesting and in- 
structive talk of the evening was an ad- 
dress next delivered by Henry Hausmann, 
New Orleans, president of the Louisiana 
Retail Jewelers’ Association. The sub- 
ject of his talk, “The New High Cost 
of Doing Business,” was as follows: 


ADDRESS OF HENRY HAUSMANN 
Mr. President and Delegates: 

I have been selected to speak on a subject 
which I know is of vital interest to every one 
assembled here as well as to all our brother 
jewelers scattered throughout the country. My 
topic is one which has so many angles that to go 
into minute details would be well nigh impos- 
sible so I will get right down to facts and enum- 
erate only the more important points. 

The new high cost of doing business, with the 
decline in prices which most of the goods which 
we handle is suffering, is threatening to force 
some of our members out of business and unless 
we-can figure out some way to reduce our over- 
head jewelry game is not going to be such a cinch 
in the next few years. For a number of years 
our overhead has been larger than in almost any 


other line ‘principally owing to the fact that our 
payroll unlike other businesses keeps up during 
the dull seasons as well as in the busy times. All 
our employes must be unusually skilled, even to 
our: sales. force and as a whole they .command 
not only good salaries but cannot be replaced 
with the same readiness as carpenters, automobile 
mechanics, etc. In most establishments where 
jewelry is sold the business is built up mainly on 
the personality of the men behind the counter and 
it is for this reason that we are compelled to keep 
our organization intact all year around. 

Then again comes the point that jewelers are 
known to give away so many items, the cost of 
which is way out of proportion with the profit 
which he adds to the cost of his goods. His paper 
boxes and velvet and leather jewel gift boxes, 
flannel bags, silverware cases and chests, and in 
many instances free engraving, the refinishing of 
silverware, sometimes two or three times before 
it is sold and the polishing and cleaning of 
jewelry, shortening and lengthening chains and 
sizing rings, replacing stones which fall out and 
repairing mesh bags within a so-called reasonable 
length of time—regulating watches forever and 
countless other things which the members of our 
profession are continually called upon to do with- 
out charge and which many of us do without 
charge because we are afraid to charge for our 
services and our knowledge, fearing that if we 
do we’ll lose a customer. 

Don’t be afraid, if you lose a customer some- 
body else’lt get him and you'll get the ones the 
other fellow loses, These things are bound to 
balance themselves in the long run and in the 
near future if we all stick to our guns and charge 
for things to which we are. justly entitled, we 
will show the public that the jeweler is a man 
who is conducting an honorable business and that 
he is a man’ who is to be respected. 

I once heard an address on ‘“‘Why So Many 
Jewelers Die Poor,” and this talk dwelt principally 
on the large overhead which hangs over our busi- 
ness and which so few of us are really familiar 
with. Do not let us be satisfied to say “well we 
did a hundred thousand dollars’ worth of business 
last year and: our expenses were thirty thousand 
dollars, consequently it cost us 30 per cent. to 
do business—if we- mark our goods 50 per cent. 
profit on the cost we are making 20 per cent. or 
$20,000 a year. The prices of merchandise are 
fluctuating downward and very few of our over- 
head expenses. are decreasing—those that are be- 
ing reduced are not near in proportion to the 
difference in the profit we are going to make in 
the next few years. 

There is another point which many of us do 
not take time to consider and that is those lines 
of goods which so many of us carry on a tre- 
mendous overhead and which, when the-year is 
over and the figures are produced, we find that 
they have been losing propositions. In most 
jewelry establishments there are several of these 
lines but the average jeweler feels that he must 
carry these unprofitable lines in order to keep his 
customers from going to the other fellow who does 
carry them, because he is afraid that his customer 
may then become a regular customer of the other 
store. In my business I am forever on the look- 
out for this class of goods and I either weed them 
out entirely or watch my overhead on them espe- 
cially careful and make my profit sufficiently 
large enough to make it a pleasure to look at 
them in my cases. Life is too short. I don’t 
want to have to walk around my store and in 
looking here and there have to say “I wish I 
didn’t have to carry that line.” 

Another think which adds materially to our 
high cost of doing business is our advertising ex- 
pense—very few jewelers have advertising man- 
agers who go into this matter and investigate the 
relative value of the publication upon which they 
are considering spending their money. Programs 
for theatres and church socials, etc., are for the 
most part schemes to raise money, either for the 
business managers, advertisement solicitors and 
those directly connected with the printing end and 
the advertiser is very seldom considered. 

By a personal investigation in several of our 
large printing establishments, I learned that in 
many instances only.enough copies were ordered 
to supply each advertiser with one and none were 
put in circulation at all. So many of us’ hand out 
ads to any one who happens to be a customer of 
ours and do not consider whether the return. will 
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be material or not, simply because we are afraid 
to offend. 

In New Orleans this evil has been eliminated in 
conjunction with our Association of Commerce, 
of a “Contributions in Advertisement Committee.” 
This committee makes a thorough investigation of 
all requests which are submitted to any of the mem- 
bers and it’s very seldom that any “fake” scheme 
gets put over on us. This also applies to that 
nuisance which all of us are subjected to so often 
by being approached to buy tickets and donate to 
this and that good cause, and which at the end 
of the year has added just that much more to our 
high cost of doing business. Many jewelers figure 
they are going to spend so much a year for ad- 
vertising and charities and then go ahead blindly 
and do it, never for a moment figuring whether 
or not their money is going into the proper 
channels. 

The expense of making deliveries has been one 
which has caused us some concern of late, be- 
cause ordinary errand boys cannot be hired at 
anywhere near the figure at which we used to 
employ them. We are trying to eliminate de- 
liveries wherever possible, firstly on account of 
the saving of expense and secondly whenever a 
customer calls for his package or his repair there 
is always a chance to interest him in something 
else. There is one class of goods which we do 
not deliver under any conditions and that is diam- 
onds or any article containing precious stones. 
All we have to say is ‘We will only deliver this at 
your risk—after it leaves our establishment our 
responsibility ceases” and the customer will very 
quickly decide to call for his package. 

Another cost which has risen very rapidly since 
the money market tightened is that of collections. 
We are getting to the point where payments are 
practically insisted upon in 60 days from pur- 
chase and have been very successful in educating 
our customers up to this end. Of course, there 
is one question which is in all our minds and that 
is how can we consistently reduce our payrolls 
without causing discontentment among our em- 
ployes. -This is apoint which must be carefully 
weighed in the smaller cities especially where good 
help is hard to find. So far we have not felt com- 
pelled to reduce any of our salaries and hope it 
will not. be necessary as when a man is making a 
good living, honestly, he is, as a rule, in better 
spirits and works much more thoroughly and will- 
ingly. 

The concluding remarks of the evening 
session were made by Emil J. Scheer, 
Rochester, N. Y. His talk dealt with 
stock turnover, or business control, as 
Mr. Scheer preferred to call it, and is 


as follows: 


ADDRESS OF EMIL J. SCHEER 

Mr. President and Jewelers of New York State 
and the National Associations: 

When our genial friend, Charles Evans wrote 
to me asking me to say something on the sub- 
ject of ‘Steck Turnover,” the thought came to 
me at once that I was not the right person to 
give a talk on that subject, as I am in search of 
more knowledge on this subject myself. 

I have been studying and struggling with it 
since my first experience in business, which is 
now of the voting age, 21 years. In my answer 
to Mr. Evans, I stated that I had much to learn 
on that subject, and that no doubt there were 
many who had adopted systems that controlled 
their business in a way which could show a better 
turn-over of capital invested than myself. How- 
ever, I agreed to say. something on the sub- 
ject, as I did feel that I have had consider- 
able practical experience in this endeavor and 
have also employed experts to assist me. 

The title “Stock Turn-over,” might be the 
proper title for this subject, but I like the term 
“Business Control.” After all is said and done 
on this subject, it is control of your business that 
will give you the best possible stock turn-over. 
Just how many times, or what per cent of a 
single turn-over in a year’s time, a jeweler’s 
stock of $50,000 to $100,000 should be or pos- 
sibly can be, I am not in a position to say. As 
Mr. Evans mentioned that amount, I am going 
to talk in these figures. 

According to my own experience and observa- 
tion, I might say’ that conditions alter Cases. 
First, the slowest turn-over is experienced by 








new and growing concerns who anticipate a 
greater growth than the possibilities of the com- 
munity will warrant, and therefore over buys. 
Second, an equally slow turn-over is experienced 
by some older and long established concerns who 
have a large amount of old and antiquated stock 
on hand that does not sell, but is inventoried 
at original cost price. They do most of their 
business on new purchases, the result being a large 
stock and slow turn-over. 

The point that we are all anxious to reach is 
the best possible turn-over, and to accomplish 
this end, I have tried to have control cf my 
sales as well as purchases. This can be ac: 
complished in only one way, and that is to 
eliminate the guess work plan of buying and 
selling. I shall try to explain to you how this 
is done in our business. 

After many years of the guess work plan, 
doing a fairly satisfactory volume of business and 
growing year by year with always the same dis- 
couraging results at inventory time cf an ,unsatis- 
factory showing of profit for the year, the mark- 














EMIL J. SCHEER, WHO ADDRESSED THE 
JEWELERS 


up seeming to assure a fair profit, but the inven- 
tory would not show the profit that the mark-up 
would show. There were leaks and errors; how 
many and by whom, no one could tell or even 
guess at. 

I was determined to overcome this condition, 
and consulted experts, with the result that I 
was convinced that while I had a technical knowl- 
edge of the jewelry business, knew where and 
what to buy, I did not have control of my busi- 
ness. I employed an expert to install a stock 
registry system and perpetual inventory; also 
employed an expert accountant to install a proper 
bookkeeping system to govern the stock system; 
employed a competent bookkeeper, trained a stock- 
keeper to be competent and then watched the 
system and studied it until I got somewhere near 
the results I was after. 

After 10 years of system to control my busi- 
ness, I have by degrees, trained my organization 
and myself to so use the system that we are able 
to know what we are buying and selling in every 
department, have a correct perpetual inventory 
and know absolutely our profit or loss monthly. 
We. know our purchases from each manufac- 
turer; also the sales of each manufacturer’s goods, 
know the turn-over in each department, know all 
the slow sellers in stock and at inventory time 
have all the assets in stock without loss or dis- 
appointment. We now have control. 

Some lines have a more rapid turn-over than 
others, as you all know, but those very rapid 
turn-overs that you read about in those little 
monthly booklets, are on low priced articles that 
are such’’a small part of a jeweler’s stock that 
they are not to be considered of much importance 





in the final results of any on * : 

It would be impossible Tee = tO go nett 
detail on this subject, as it cannot be told a 
an address “How to Control Your Business,” Te 
get the right turn-over and control your busie . 
by system, you must employ experts to hake 
you, have them remain with you a Month pu 
more or until you have the system firmly installed 
You must expect to pay well for this service and 
then be determined to stick to the system and 
add to it and improve it until you can contro} 
your business. You will find it the best ‘eas 
ment you ever made. ii 

It is the net profit we make that interests us 
most. It is the sales that are made with g 
suitable mark-up that gives us our net Profit 
Are you sure that you do get the right price a 
all the goods sold in your store? No, you are 
not, unless you have control of your sales, This 
can only be accomplished through a stock registry 
system, whereby every article is registered and 
number given and the number and selling Price 
only, appear on the tag, this number being scratched 
on every article it is possible to put it on, Every 
sale is entered on a duplicate sales slip at the 
time the sale is made. Your sales are checked 
up and closed on your register books each day 
and if any article is scld for a price other than 
the correct. one, it will show when closing the 
sale in the register, where the cost and selling 
price both appear. This controls your sales 
and assures you the correct sales price for all 
the goods ycu sell at all times. You can be 
absent from .your business and the system con- 
trols it. 

As for buying, and the proper turn-over, that 
is a matter of judgment, and watching your 
stock records will show you how much you have 
on hand. It is then up to your judgment how 
much to buy of any line to meet the needs of 
your trade. 

As to the percentage of turn-overs on a stock 
of $50,000 to $100,000, I will say that if all the 
stock or its value at cost, can be sold once in a 
year, I would consider it doing exceptionally 
well. In other words, if $100,000 stcck at an 
average of 75 per cent mark-up sold for $175,000,: 
it would be exceptionally good. The Harvard 
Research Bureau reports an average turn-over 
of a jeweler’s stock to be less than once in a year, 

My advice to any jeweler who wishes to have 
control of his business is to control it by system 
not guess work. You will find it a pleasure to 
do business in this way, and profitable. 


These remarks brought the first day’s 
proceedings to a close and the convention 
was adjourned until the next morning. 

Wednesday Morning Session 

The second day’s proceedings were opened 
with every seat in the convention hall oc- 
cupied by delegates from all parts of the 
country. Joseph Mazer led the singing and 
then at 10:15 a. M. President Everts rapped 
for order. 

For several minutes after order was re- 
stored the jewelers listened to Secretary 
Anderson read a number of telegrams and 
letters. One of these messages came from 
Mr. and Mrs. A. W. Johansen, of Chicago, 
while another bore greetings from George 
E. Faegans, of the California Gold and 
Silversmiths’ Association. A number of 
telegrams from the mayor, chamber of 
commerce and jewelry and other commer- 
cial organizations of Cincinnati, O., invit- 
ing the 1922 convention of the A. N. R. J. A. 
to that city were likewise read by Secre- 
tary Anderson. The most interesting tele- 
gram read was one from Herbert Hoover, 
Secretary of Commerce. This message 
reads as follows: 


MESSAGE FROM HERBERT HOOVER 
“It is in the continued exercise of 
courage, intelligence and initiative that the 
business men of America can best persist im; 
rehabilitation and stabilization of our com- 
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mercial life, so essential to the progress of 
ur country and the happiness of our citi- 
; I am fully confident that true to that 
ow at record of service the members of 
American National Retail Jewelers’ 
Association will do everything in. their 
wer to accomplish these results.” 
The report of the Credential Committee 
was next read by Secretary Anderson. | It 
showed that there are jewelry organizations 
in practically every State in the Union. 
Collectively they have a membership which 
entitles them to 213 votes in the national 
jation. 
“Dies to the recent death of Dr. George 
F. Kunz’s daughter, this well-known 
mineralogist felt unequal to the task of ad- 
dressing the convention. President Everts 
expressed the hope that Dr. Kunz would 
be able to attend a future national conven- 


tion. 


MEMORIAL SERVICES IN HONOR OF THE LATE 
COL. JOHN L. SHEPHERD 


The most impressive feature ever wit- 
nessed at any national convention was the 
memoriam to the late Colonel* John L. 
Shepherd. The part of the program was 
in charge of Joseph Mazer and in his most 
eloquent manner he paid a glowing tribute 
to the colonel. Mr. Mazer recited many 
poems written by the late “Grand Old Man 
of the Jewelry Trade,” and also recited 
some happy incidents he enjoyed with 
Colonel Shepherd. 

Mr. Mazer said that none of them ever 
fully appreciated the presence of this man 
at these conventions until he had gone. 
“The Colonel,” he said, “was put among us 
to teach us love.” In closing Mr. Mazer 
stated he knew everyone present idolized 
this grand old man. 

Gustav Keller, Appleton, Wis., was next 
called upon to pay his respects te the 
memory of Colonel Shepherd. He said 
that he had been associated with the colonel 
in organization work for 15 years and in this 


manner was able to obtain a most intimate 


knowledge of the man. Mr. Keller spoke 
of his tribute to the colonel which he de- 
livered at the convention of the Wisconsin 
Retail Jewelers’ Association and which was 
published in THE JEWELERS’ CIRCULAR at 
the time. Mr. Keller pointed to the colonel 
as the apostle of organization in the jewelry 
trade and the preacher of good will, co- 
operation and common sense. Nothing, 
stated the speaker, would have pleased the 
colonel more than to have carried out the 
work he had started. For this reason Mr. 
Keller advocated the establishing of a fund 
to be known as the “Colonel John L. 
Shepherd Fund.” No action, however, has 
been taken as yet on his suggestion, although 
the idea is rapidly growing in favor. 
Probably during his last convention days 
nobody spent as much time and was in as 
close touch with Colonel Shepherd as 
Walter Mellor, who was next called upon. 
He spoke of his pleasant relations with 
the colonel and laid special emphasis on 
the wonderful work which Colonel Shepherd 
accomplished in organizing the jewelers in 
thé south: es 


A number of happy incidents in the 





honored man’s life were also recalled by 
Edward H. Hufnagel, Mt. Vernon, N. Y. 
He concluded his remarks by stating that 
“the colonel’s life will live long with us 
although we miss him in the body.” 

On behalf of the ladies “Ma” Hagamann 
paid a glowing tribute to the memory of 
the colonel. 

This part of the program was concluded 
by T. Edgar Willson, editor of THE 
JEWELERS’ CircuLar. Mr. Willson called 
attention to the fact that the colonel really 
started on his life’s work at an age when 
most men are ready to retire. Through 
study and hard work he made himself a 
super-man. “The outstanding feature of the 
colonel was that he was ‘four square’ on 
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MARINE TRUST CO. 


every subject, because, he thought, he spoke 
and he acted the truth,” he said. 

After Mr. Mazer recited a most fitting 
poem, he retired from the speakers’ plat- 
form and President Everts introduced 
Frank M. Hickok, who was formerly asso- 
ciated with the jewelry trade but who is 
now a Vice-president of the Marine Trust 
Co., Buffalo. “Why Bankers Are ‘Cruel,’” 
was the subject of Mr. Hickok’s remarks. 
He spoke as follows: 


ADDRESS OF FRANK M. HICKOK 

I have often heard jewelers say that bankers are 
very unsympathétic and “unreasonable” about lend- 
ing money to the retail jewelry trade. As a 
valued depositor, the jeweler.seems to be quite 
welcome ‘in the fing: tenga but when he 
feebly tries to beat lued borrower, then, say 
the jewelers, our bankér friend puts on his frosty 
face and points feelingly to that old familiar 
legend which does not read “Excelsior,” but simply 
states the all-too-certain fact.of ‘This Way Out.” 
In such a case, we are all very apt to feel, I think, 
like the golfer who gets hit in the mouth by a ball. 
We almost lose our taste.for the game. 

But that does not. get us over the fact that many 
bankers are timid about loans to the retail branch 
of our industry. They may be willing to carry 
the mariufacturer or jobber; but they hold back 
on the’retailer. As to his end of the business they 
say “Safety First” so hard and so often that. we 
are amply justified, I think, in making .the inquiry 
which is the subject of this my feeble address. 

So the question is: Why are bankers,.cruel to 
retail jewelers? 


I have had experience on both sides of our 
question, because, before being transplanted into 
the banking business,.I was more or less associated 
with the jewelry trade. In fact, I was probably 
more asscciated than less, for I remember dis- 
tinctly spending a great deal of my time for about 
10 years giving credit ratings to jewelers, trying 
to make them pay their bills, and adjusting the 
financial affairs of those who succeeded in failing. 

But even with this experience, I realize it will be 
difficult to tell why bankers are cruel to retailk 
jewelers without repeating a great deal that you 
have heard before at these conventions on the 
same subject. However, I will risk the repetition, 
because we all feel, I am sure, that there are times 
when the banker could and should be a large 
factor in the success of our business; consequently, 
anything, be it repetition or otherwise, that wilh 
help us understand and meet the banker’s point of 
view deserves our consideration. 


BORROWED MONEY CANNOT TAKE THE PLACE OF 
CAPITAL 


In the first place, if you wish to “‘stand in well” 
with your banker, as a prospective borrower, you 
must start your business, or expand your business, 
with an adequate capital investment of your own. 
Few methods of business finance can be covered by 
fixed rules. There is one fixed rule, however, 
that a banker usually observes in making commer- 
cial loans, and that is, not to lend the money of 
his depositors for use as permanent capital. Bor- 
rowed money and credit cannot take the place of 
nor do the work of your own invested capital. IH 
your capital is not a proper one for the volume of 
business you wish to conduct, you need not expect 
your banker to supply it. He knows in advance 
that without a sufficient capital investment of your 
own, you are certain to get into financial difficulty 
sooner or later. 

I should explain, however, before I get too far 
into the subject, that this repetition will be simply 
a statement of the general banking regulations laid 
down for the advantage of credit everywhere, 
whether applied to the jewelry trade or not. While 
I shall apply the bankers’ arguments directly to 
your trade, for the purposes of this occasion, I 
should say, in strict justice to the jewelry business, 
that the rules laid down operate equally against 
any other trade or industry. In other words, we 
must not single the jeweler out for discrimination 
and say that he is the only one subject to the con- 
ditions outlined. I think the jewelry merchant 
should insist upon being treated like any other 
merchant and not allow himself to be regarded as 
different in any way. ‘\ 

CAN “SEASONAL” BUSINESS BE REMEDIED? 


This is particularly so as applied to the jewelry 
business, because business, as now conducted; is 
not like other commercial enterprises, The sales 
in your trade are almost entirely seasonal and the 
seasons are few and far between. The sales are 
supposed to be “good” during only two’ months of 
the year—June and December—the latter being by 
far the better “good” period. For the other 10 
months, the sales are simply ‘‘casual.” 

During this long: period of waiting, the average 
jeweler, unless he has an adequate capital to draw 
On as a reserve, is either starving to death or liv- 
ing on borrowed money or credit, in the hope that 
the June business: or the Christmas business will 
be “big.” Few jewelers seem able to remedy or 
regulate this spread between the seasons. In fact, 
whether it can be remedied or regulated would be 
a splendid subject for discussion by some of you 
practical men who have perhaps experimented with 
side lines and other ideas for diversifying’ your 
business, ; 

This wide spread between yotr seasons is one 
of the phases of the jewelry- business that bankers 
regard with disfavor. The period of “waiting” is 
such a long one that many things may happen to 
make impossible ‘the repayment of loans at ma- 
turity. The jeweler may become sick, local em- 
ployment conditions may change, price schedules 
may fall off, other adverse events may take place. 
We have ail experienced the bad breaks in the 
game. So the prospective borrower in the: jewelry: 
trade very often will encounter what he calls “‘un- 
reasonable” consideraticn at his bank unless he can 
show an adequate capital investment as a reserve 
against adverse ¢onditions. 


INSUFFICIENT CAPITAL CAUSE FOR FAILURES 
I stress this point of a sufficient capital invest- 
ment because. we find, from the agency statistics, 
that nearly 70 per cent. of commercial failures in 
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The cigarette cases illustrated here were especially 
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of the styles shown will suit all your customers’ prefer- 
ences. For “‘tens’” or “twenties” a W. & H. case 
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These three Wightman & Hough styles are the very 
newest—all durably made in Nickle Silver and 
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engine-turned effects beautifully embellished, 
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caused by two factors only—lack of 
incompetence. These two factors, in 
are practically one. At any rate, they 
are so closely linked as to the jewelry trade that 

reasonably say, I think, that the entire 70 
ed oan of failures is due fundamentally to an 
eS ak of capital, either at the commencement 
of business, or during its expansion. ; 

To charge 70 per cent. of our jewelry failures 
k of capital may seem to some an exaggera- 
but my experience has shown that this per- 
centage is more nearly correct than otherwise. 
Almost uniformly in my investigations of trade 
failures during the past 10 or 12 years, I found 
that the jeweler had attempted to save himself by 
bolstering his insufficient capital with borrowed 
money. If he failed to get it at the bank, he ob- 
tained it from friends and relatives. But invariably 
when he failed he was loaded down with borrowed 
"Te possing, I might add also that this borrowed 
money was not his only affliction. As a rule, he 
likewise suffered from the malady of “easy terms” 
and “liberal credits.” In his effort to make credit 
do the work of capital, not only had he borrowed 
from his banker and his friends, but he had bor- 
rowed from the manufacturers and jobbers. 

Of course, it is entirely possible to do business 
on borrowed money and liberal credit in a rising 
market. This was the situation during the war. 
But it is impossible to stay in business, with an 
insufficient capital and liberal credits from manu- 
facturers and jobbers when prices turn or hard 
times hit us. The minute the market turns, the 
merchandise will take on a lower value and the 
book accounts due you will be worth much less 
than their face, because in hard times the people 
who owe you money will be in exactly the same 
position that you occupy in relation to your own 
creditors, They haven’t the money, either to buy 
or to pay. 

All the foregoing means, of course, that you 
should not start or expand your business beyond 
the proper limit of your own resources. To do so 
invites financial embarrassment, with little hope of 
salvation at the bank in the shape of loans. But 
if you stick within your means, you will overcome 
a serious obstacle toward securing banking accom- 
modations when they are legitimately required. 


all lines are 
capital and 
my opinion, 


to lac 
tion, 


ARGUMENTS AGAINST SEASON SETTLEMENTS 


We come now, however, to another point which 
your banker does not readily understand and 
which, consequently, he looks upon with consider- 
able doubt and disfavor, namely—the liberal and 
long-time terms that are offered in the jewelry 
trade by the manufacturers and jobbers. We all 
know—and we might as well be frank about it— 
that many jewelers would rather buy terms than 
merchandise. This question, of course, comes up 
periodically in meetings such as this and it is 
sometimes like taking your life in your hands to 
get on the wrong side of it. The wrong side at a 
retail jewelers’ convention, of course, is the side 
of shorter terms, because at the different conven- 
tions I have attended the popular drift has been 
toward ways and means for putting off the day 
of payment; in other words, how to obtain even 
longer terms and easier terms for the downtrodden 
jeweler, 

That is a mistake. 
if anything. 

LIBERAL CREDITS DESTROY INDEPENDENCE 


The long season settlements and easy terms 
offered in the jewelry trade in many cases are 
simply a trap into which the retailer falls ere he 
realized his predicament. In the struggle and 
worry to meet the terms when they finally fall due, 
he is often so bound and enslaved by part pay- 
ments, renewals, the pressure of new merchandise, 
and so forth, that he loses his entire independence 
as a merchant. Whether he likes it or not, he 

omes a mere clerk and employe. Frequently 
he does not have even the same independence 
enjoyed by the most ordinary clerk in his own em- 
Ploy, because he is controlled not by one, but by 
many bosses. Each of his larger creditors be- 
comes an employer. If you like to be an employe, 
buy as much “terms” as you can’ get and your 
Wish will be gratified. If you want to.be an 
independent merchant and work for yourself, keep 
your business. within your own capital and stay 
away from the long terms that are offered. 


LONG TERMS ENCOURAGE ACCUMULATION OF STOCK 
Long and easy terms also encourage the accumu- 


We should talk shorter terms 





lation of stock considerably out of proportion to the 
total amount of business that can actually be done. 
There are very few jewelry stocks that are turned 
twice a year; practically none are turned three 
times. If your stock is out of proportion to your 


turnover, you will accumulate job lots and un- | 


salable goods. Your capital then is not only tied 
up, but is actually retired and wiped out by the 
carrying charges and the depreciations. Shorter 
terms would restrict buying to actual needs and 
prevent the loss of capital indicated. 

SHORT TERMS AND CASH DISCOUNTS © 


In addition to the foregoing, it seems clear that 
the granting of long time credits discourages the 
taking of cash discounts. Everyone agrees that 
the cash discount is one of the best. profit producers 
in the trade. Every discount taken adds a large 
percentage of profit to each item of goods to which 
it applies. If the item could be turned several 
times a year, the profit would be correspondingly 
increased and your invested capital would be earn- 
ing several times the amount that it would earn 
under the present general method of loading up 
on goods on long season settlements, 


LONG TERMS PRODUCE UNFAIR COMPETITION 


The present terms, in my opinion, set the trade 
back instead of putting it forward. They actually 
invite men to start in this business with an in- 
sufficient capital, although it is practically certain 
they will ultimately fail, in some fashion or other, 
when they do so. Moreover, by shortening the 
terms, you will free the trade of the many forms 
of unfair competition now apparent. For example, 
the jeweler with insufficient capital and too much 
credit invariably bolsters his position, before he 
fails, by making secret sales, cutting the prices 
and using other demoralizing methods. Eventually 
his bankrupt stock comes into the market to menace 
the legitimate business of every other jeweler. 
Under a system of shorter terms of sale, I believe 
the entire trade will be much stronger, with bigger, 
better and more profitable retail stores all over the 
country. 


IMPORTANCE OF A CORRECT FINANCIAL STATEMENT 


Another reason why jewelry merchants are de- 
clined when they ask for loans at the bank is 
because they are unable to give a_ satisfactory 
financial statement—I mean a statement that will 
make sense and show the true condition. Not to 
do this seems impossible in this day and age, but 
the fact is that there are many jewelers who do 
not yet appreciate the advantage of a proper sys- 
tem of bookkeeping. Consequently they are unable 
to give their bankers anything more than estimated 
figures. Estimated figures always put the credit 
department at the bank on notice that there must 
be something wrong with the bookkeeping—other- 
wise actual figures would be submitted. 

It is important also that your financial statement 
should be strictly up to the minute in other re- 
spects. It must stand the test of accuracy when 
your banker cross-examines you about the figures. 
For example, be sure you have charged off all stock 
depreciations. Jewelers as a rule do not take suf- 
ficient account of depreciation and it is not at all 
uncommon for them to have a great deal of mer- 
chandise on the books either totally or partially 
unsalable—caused, for the most part, by the diffi- 
culty I have already mentioned, namely—the buy- 
ing of “‘terms’” instead of goods, 

Also, be sure to charge down your accounts 
receivable; throw out the bad ones and set up 
those that are doubtful. You don’t have to be a 
certified public accountant to know whether you 
can collect your accounts; so, if you have been 
“stuck” admit it and take it out of your state- 
ment. Your banker will want to know also your 
gross annual business and your gross expense. 
Get that on your statement. And, most important 
of all, you should disclose all of your liabilities. 


Don’t forget that you still owe the money, even, 


though your father or your wife’s father loaned 
it to you; he may have said you can pay it back 
“when you get ready,” but that doesn’t mean you 
can leave it out of your financial statement. Some 


jewelers simply pay no attention to such a debt,. 
but it is an obligation just as much as your bill. 


for ivory beads is a debt. Also, don’t forget 
that you probably owe for insurance and taxes— 
especially taxes. These items shduld be included, 
either directly or contingently. The point is, in- 
clude everything. A complete financial statement, 


even though not as strong as might be desired, 
will get you better results with your banker than 





one that is “about” or “approximately” correct. 

But in addition to furnishing your banker with 
this financial statement, it is also your duty to 
make your condition known to your merchandise 
creditors. This can be done by sending a signed 
copy to the National Jewelers Board of Trade in 
New York and to the Manufacturing Jewelers’ 
Board of Trade in Providence. .These agencies are 
called upon every day by their members for re- 
ports on the jewelers with whom they do business. 
If your financial statement is not on file at these 
central points, it is impossible for the agencies to 
do you justice in reporting to your creditors, They 
are not mind readers or clairvoyants, and without 
your statement before them it is. only natural to 
assume that there is some particular reason you do 
not wish your creditors to know exactly how you 
stand. This is a mistake, for your creditors are 
your best friends—your partners, in fact—and they 
should know at all times how the partnership is 
progressing. 

THE PRESENT BUSINESS SITUATION 


If jewelers .give attention to the matters we 
have been discussing, I am sure the bankers will 
seem very much less ‘‘unsympathetic” and cruel 
than heretofore. It may be hard, however, even 
though you satisfy your banker on the points 
mentioned, to obtain loans this Fall and Winter 
for the jewelry business. We are now passing 
through a period of readjustment which has 
brought about a _ serious business depression, 
Bankers generally are not seeking new borrowing 
accounts. Their attention is centered in carrying 
over the depression the accounts already on their 
books, for in times like these, it. is the duty of 
every bank, in dealing with its regular customers, 
to carry them through rather than force into bank- 
ruptcy enterprises. that otherwise would live and 
ultimately pay out dollar for dollar. This carrying 
of present accounts will burden the financial insti- 
tutions everywhere and until the contraction and 
readjustment aré completed, I do not anticipate 
that the jewelry business will be favored with any 
considerable new bank loans. 

How long it will take to accomplish the readjust- 
ment of business is a question upon which much 
has been said and written. While business con- 
ditions are no doubt improving slowly, no great 
change may be expected until next year. That 
seems now to be the consensus of opinion. The 
professional optimists for a long time have been 
saying the worst is over, but conservative financial 
writers and business observers now refer to the 
present cycle as “the adjustment of 1920-1923.” 
It may be that the worst of the money strain is 
over, but this does not mean that the worst of the 
business depression is over. I think prudence 
would suggest preparedness for a rather hard 
Winter. Some feel that wages will continue to 
fall and unemployment will increase. All agree, at 
least, on the need for strict economy and frugality. 
Of special interest to jewelers are the statements 
now frequently appearing that a widespread de- 
crease in the purchase of luxuries would be well 
worth while. 

Whether. the professional optimists are correct 
in predicting a quick return to normal, or whether 
we should agree with those who prophesy a gradual 
recovery, are subjects worthy of your careful study. 
Until a decision is reached, I would try, were I in 
the jewelry business today, to content myself, I 
think, with purchases to cover only my absolute 
needs. I would not buy because terms are liberal, 
as every expansion of my inventory would tie up 
more and. more of my capital. For a business 
revival more free capital, not less, is needed. 
There are only three main sources of capital—the 
savings of labor, the savings of investors and the 
savings of business. - Realizing this, I would prac- 
tice the very best economies possible right 
throughout my business. The merchant: who estab- 
lishes a sure-fire plan for savings will: be the one 
that will best be prepared to reap the profits in 
the business. revival which is sure to take place. 
Once this revival is underway, nothing can pre- 
vent this country from.experiencing a long period 
of ..tremendous. prosperity, in: which. the jewelry 
trade will have-a thoroughly satisfactory share. 


When, this. speaker. had ‘finished his °re- 
marks, it was just 12-o0’clock noon, and, 
owing to the fact that the jewelers had to 
get lunch, have a group photograph taken 
and be ready to board a train for Niagara 
Falls at 2 Pp. M., it was decided to postpone 
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HE Hand Bag plays such a conspicuous role that every 
fastidious woman uses great care in its selection. 


Reed Craft Bags, because of their individuality are bought 
by women who appreciate the finer things—beautiful things 
that are out of the ordinary. 


Our line of Reed Craft Bags includes many different sizes, styles 
and designs, permitting a wide scope for selection. The hand lacing 
not only adds distinctiveness to these bags, but makes their edges 
indestructible—the designs are hand tooled and works of art. 


Reed Craft Bags are made of a sturdy calfskin leather which will 
outwear any other in existence. Their exquisite duo-tone colors are 
obtained by exclusive processes. 


Novelties of Crushed Calf are well represented in 
such delicate shades as Old Rose, Alice Blue, 
Heliotrope, Champagne, Nile Green and Silver Grey 


Write for Illustrated Booklet with Prices 


A. L. REED CO. 


Incorporated 1897 
Makers of Reed Craft Leather Goods 
Also—A General Line of Leather Novelties 


373 Fifth Ave. New York 
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the remainder of the morning program, 
Wednesday Afternoon 


Practically every person” attending the 
convention appeared at the city hall at 1:30 
o'clock Wednesday afternoon for the official 
photograph which is shown in this issue. 
After the photograph had been taken the 
jewelers and their guests adjourned to the 
Terrace Station where, after a short wait, 
they boarded special trains which carried 
them as far as Niagara Falls, m, ¥, 

Upon their arrival in that place the 





departure, an hour later. Again everyone 
boarded trolley cars which in a short time 
carried them out of Canada and to the 
railroad depot. A special train soon ap- 
peared and in less than an hour the party 
was in Buffalo. The wholesale manufac- 
turing and allied trades of Buffalo were 
responsible for the splendid afternoon’s en- 
tertainment. 

The job of getting the jeweler to the 
special train, the special trolleys and the 
hotel was a big one, but no bigger than the 
job of having these jewelers properly fed 














THE CLIFTON HOTEL, NIAGARA FALLS, ONT., WHERE THE JEWELERS WERE ENTERTAINED WITH A 
BANQUET AND A DANCE 


pleasure seekers were met by the band of 
the William A. Rogers & Co., which played 
for them while they were transterred to 
trolley cars and for over an hour they en- 
joyed a most picturesque and interesting 
ride through the “gorge” and then over to 
the Canadian side of Niagara River. 

Just at 5 o'clock the seven trolley cars 
carrying 486 jewelers arrived at the Clifton 
Hotel, Niagara Falls, Ont., Can., for dinner. 
Instead of stopping at the hotel, however, 
the cars continued along the Canadian side 
of the Falls and gave opportunity for a 
close view of this wonderful work of 
nature. At one part of the trip the cars 
were so close to the Falls that the occu- 
pants were pretty well wet by the spray 
blown over by a light wind. 

The cars then returned to the Clifton 
Hotel. Those who were making their 
maiden trip to the Falls immediately sought 
points from which they viewed this national 
wonder. Dinner was ready to be served at 
6:30 Pp. M. 

During the dinner which was attended by 
550 visitors and which was served in the 
large dining room overlooking the Falls, an 
orchestra entertained with many musical 
selections. Some jewelers also favored them 
with songs. The music’ was excellent and 
the event proved a pleasing one to all who 
were fortunate enough to enjoy it. 

At 9 o'clock activities were transferred 
to the beautiful ballroom of the hotel where 
dancing was indulged in until the time of 


and entertained, but “Big Bill” Ehmann 
who acted as chairman of the entertain- 
ment committee, manager of transportation 
and general traffic adjuster did the work 


dinner accomodations had to be found for 
over 70 extra people. The excellent menu, 
the beautiful view, the dancing and above 
all, the superb sight of the American Falls 
by moonlight proved an attraction that will 
long be remembered by every man and 
woman who attended. 


A very pleasant feature of.the occasion 
was the fact that the band of the Wm. A. 
Rogers’, Ltd., met. the jewelers on the ar- 
rival of the train at Niagara Falls and gave 
them a serenade and later met them at the 
Clifton House on their arrival and gave a 
concert before dinner. 


Wednesday—Kiwanis Luncheon 


President Everts was the principal 
speaker at the luncheon of the Kiwanis 
Club, Wednesday, held at the Statler Hotel, 
at which time the national officers and 
principal State officers, as well as a num- 
ber of guests from the visiting jewelers’ as- 
sociations were among those who had the 
pleasure of attending. 

' After an excellent dinner had been served 
the head of the Kiwanis Club introduced 
President Everts and then asked Alfred O. 
Bald to introduce the various officers of the 
national and New York State Associations 
who stood up and acknowledged the greet- 
ing of the Kiwanians. 

President Everts made a very clever 
speech in which he convulsed his audience 
with a number of anecdotes and Biblical 
references showing why everyone should 
wear jewelry. He emphasized the point 
that the world cannot live without jewelry, 
for it cannot live without engagement rings 
or without wedding rings. If the jewelers 
should stop work today marriages would 
end, he said humorously and then went on 
to point out real reasons why the evidence 
of prosperity as shown in the wearing of 











—— 


VIEW OF THE AMERICAN AND CANADIAN FALLS FROM THE VERANDA OF THE CLIFTON HOTEL 


as only a big man could, without a hitch. 
This, despite the fact that 480 jewelers 
were in the party that left but about 
550 arrived at the hotel, and special 


jewelry as well asthe evidence of refine- 
ment, helps f6' establish the position of a 
man or woman in the community. 

After President Everts had finished the 
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The Arnstine Brothers Co. 
E. 9th & Prospect Ave., 
Cleveland, O. 
Gentlemen: 
Send at once without obligation a sample of your 
nes advertising, suitable for my particular 
trade. 


A GOOD DECEMBER BUSINESS FOR 
EVERY LIVE WIRE JEWELER 








A good business in December is yours if you are willing 
to do a little GOOD advertising—Advertising that will 
create a demand for your jewelry and make your store 


GIFT HEADQUARTERS in your city. 








How about your plans for Christ- 
mas advertising? There are only sixty 
more days until your Christmas sales 
should start. 


Are the people of your town going 
to buy “Gifts that Last” or will they go 
to the confectioner, florist or depart- 
ment store to do their Christmas shop- 


ping? 
“The Arnstine Method” sends 
YOUR Personal Catalog or an attrac- 


tive Christmas Messenger, illustrating 
YOUR merchandise to every home. 


Send out Catalogs and help the peo- 
ple solve their Christmas shopping 


problems, and they will voluntarily 


Write or mail coupon today. 
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Ti partes eeoy ee hn) 


visit your store and buy “Gifts that 
Last.” 


Don’t sit back and let someone else 
in your town beat you to it—your store 
is the logical Gift Store for “Gifts that 
Last.” 


As many Christmas Gifts will be 
bought this year, as in previous years, 
your sales will be large or small, deter- 
mined by the methods you use in going 
after business. 


Don’t wait until after your compet- 
itor has come out with his advertising, 
but make your arrangements now for 
enough attractive Catalogs, Gift Books, 
or Christmas Messengers to send one 
to each home in your town and you 
will influence many people to VISIT 
YOUR STORE and buy “Gifts that 
Last.” 


Samples of our new Christmas ad- 
vertising literature will be sent imme- 
diately upon request. 


a, 
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Thursday Morning Breakfast Conference 


The proceedings Thursday morning 
started with the first breakfast confer- 
ence, which was held in the Lafayette 
Hotel, E. H. Hufnagel, second vice- 
president, presiding. The subject related 
to what the jewelers were going to do 
to force a good Fall business and Mr. 
Hufnagel started in by telling how his 
own firm intended to make a special 
drive on advertising for volume of busi- 
ness and to reach a class of customers 
that the house had not had in the past. 
He described the kind of advertising 
and-the way it would be put out to these 
people in certain sections of Mount Ver- 
non, particularly the special circulars re- 
ferring to silverware, which would bear 
a coupon good for eight weeks. He 
spoke of Christmas greeting cards, which 
could be featured as a development for 
the engraving department, and told of 
how he had encouraged the making of 
table displays where the visitors could 
come in close contact with new stock 
and novelties on their way to and from 
the repairing and other departments. 

H. Hausmann, of New Orleans, spoke 
on the price factor and the lack of knowl- 
edge of jewelers on the changing of prices 
which was necessary if jewelers are to de- 
velop business properly. He said the firm in- 
tended to make a drive on new goods at 
right prices, and this, with Hausmann 
service, he counted on being the factors 
in developing his Fall business. 

Mr. Loeb, of Newark, urged that the 
jewelers’ families be among the first to 
wear new jewelry to bring it before the 
public and to not lose any opportunity 
to show customers the advantage of buy- 
ing up-to-date jewelry, particularly when 
they were wearing jewelry of old style. 
He also spoke of what the Newark 
jewelers were to do in advertising this 
Fall, 

O. L. Seed, advertising manager for 
the Hess & Culbertson Jewelry Co., St. 
Louis, told how his firm intended to 
make a drive on advertising articles that 
were within the means of a greater part 
-of the public and to force the sale of 
small and lower-priced pieces. 

August Loch, who prefaced his re- 
marks by saying that he was doing the 
best. business in 40 years, gave the jewel- 
ers good advice about the treatment of 
employes, showing how he had taken his 

-old employes into the business, with the 
result that he had gotten increased sup- 
‘port from the public as well as increased 
effort from his clerks. He urged the 
_jewelers to help the men who had helped 
them in their business and stated that 
he had proved that in the proper treat- 
ment of employes he did the biggest 
thing in developing his own business. 

George A. Brock, of Los Angeles, 
urged the jeweler to be an optimist “or 





get out of the jewelry business and also 
sounded a word of warning in regard to 
lower-priced goods. 

Charles T. Evans, Buffalo, spoke on 
the value of various lines of gifts and 
novelties which have proven most im- 


portant in helping out business in be- . 


tween seasons and bringing people to 
the store at all times for their presents. 
He gave many points on the possibilities 
of the sales of side lines. 

Mr. Conde, of Washington, said that 
he and other jewelers intended to force 
all their selling methods and not lie 


down in their efforts and were going in 
strong for advertising. 
Ammon Davis, of Toronto, told how 


were read the presiding officer intro- 
duced the first speaker, George A. Brock, 
of Los Angeles, Cal., past president of 
the A. N. R. J. A. 

Before starting his report of the Jewel- 
ers’ Research Bureau work Mr. Brock 
briefly explained the business system 
under which his store is operating and 
also called attention to the manner in 
which a financial statement should be 
prepared by a jeweler when he wishes 
to borrow money from his banker. 
Another important suggestion made by 
the speaker was that jewelers who have 
not already done so should put an in- 
creased valuation on store fixtures. He 
pointed out that during the past few 





THE “HEIRLOOM PLATE” BAND OF WM. A, ROGERS, LTD., WHICH WELCOMED THE VISITORS ON 
THEIR ARRIVAL AT NIAGARA FALLS AND LATER AT THE CLIFTON HOTEL 


the jewelers of that city had gone in 
strong for the novelty lines in addition 
to jewelry and found that these gifts 
could legitimately be carried with the 
jewelry and helped to keep up an all 
year round business. He made a grace- 
ful speech of thanks on behalf of the 
Canadians for the fine treatment received 
and the brotherly welcome extended. 

C. E. Hancock spoke from the manu- 
facturer’s standpoint, calling attention to 
the fact that the manufacturer’s and re- 
tailer’s interest were one and told what 
his firm was doing to help increase the 
jewelry sales. 

The session was brought to a close 
by Aldon Magnon, of Florida, who had 
opened it by saying grace. 


Thursday Morning Session 


Immediately after the breakfast. con- 
ference was completed the jewelers gathered 
in the convention hall, where songs were 
sung before the session was officially 
opened. Owing to the fact that several 
features of Wednesday’s business pro- 
gram were postponed, because of the 
lack of time, Thursday morning’s  ses- 
sion was an active one. For this rea- 
son this session was started on schedule 
time’ by President’ Everts, who rapped for 
--erder-at-10-a.mM,--After. several telegrams 


years the cost of fixtures has increased 
and unless the jewelers insure them at 
the advanced valuation they will not be 
able to collect their real worth from 
insurance companies. 

After making these remarks Mr. Brock 
submitted his report on the Jewelers’ 
Research Bureau, which reads as folldws: 


ADDRESS OF GEORGE A. BROCK 


The Jewelers’ Research Bureau having been 
established at a time coincident with our active 
participation in the World War, its accomplish- 
ments have been in no small measure influenced 
by the abnormal conditions thereby created. 

We feel that the support which our Bureau has 
received has been exceedingly gratifying, but the 
co-operation has not been as widespread as we 
had hoped. ' Its usefulness is largely dependent 
upon the interest of the retail jewelers of the 
country, in whose behalf it was established and 
for whose sole benefit it is maintained, ‘and ‘upon 
their willingness to co-operate with it in the ‘furn- 
ishing of such statistics as may be sought and 'com- 
plying with its requirements in the measure’ that 
may be necessary to secure the results which it is 
seeking to attain. 

Surveys of other industries, and of branches of 
our own, are surely not without significance to 
thinking men and women, and the research work 
which is now taking place in almost every line of 
production and of commercial activity, would seem 
to strongly indicate that there is a need'.and a 
value in such an interchange of thought and ex- 
perience. 

The. abnormal conditions through which the 
commercial life of our country has recently 
passed minimized, fora period. at least, the value 
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Everything 
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Ready for Distribution 
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ns with previous experience, and the 
of our bureau were withheld, but 
ditions have also created new prob- 


of compariso: 
investigators 


con 
- ror possibly a greater need than ever be- 
+ for close and careful analysis. | : 
~ would seem to be the part of wisdom to avail 


selves ch and every opportunity for com- 
- at og — experiences with those of others, 
t order that we may learn each from the other 
oid place our business upon a sane and safe 
foundation for profit-building in the days to follow. 
The retail jewelry trade of the country has ex- 
perienged an unusual measure of prosperity during 
recent! years, but this prosperity has been the 
result pf conditions which are fast disappearing. 

This prosperity, however, was minimized by de- 
ductions such as excess profits, excise taxes 
(which in many cases were not collected in full) 
and by rapidly rising overhead charges; while 
profits: remaining were, during the war period, to 
a large extent absorbed in the increased capital 
demanded by the advanced cost of merchandise. 

Our future prosperity will largely depend upon 
the manner in which we adjust ourselves to new 
conditions. 

This is, in our judgment, the one great fact to 
be realized by the trade today—the keynote which 
must be struck with no uncertain sound and to 
which our every effort must be attuned. . 

If we fail to recognize this fact and are willing 
to blindly pursue our course in self-complacent 
satisfaction with past performance, then _disap- 
pointment, if not disaster, inevitably awaits us, 
for the prosperity of tomorrow will not be based 
upon the same factors as have contributed to the 
prosperity of yesterday. 

The abnormal profits of recent years were 
primarily based upon two conditions, viz; (1) a 
rising market, (2) an abnormal purchasing power 
upon the part of the consumer. Both of these 
conditions are of the past. 

The first condition—that of a rising market— 
gave an enhanced value to all of the goods which 
we had purchased when prices were at a lower 
(and more normal) level and the adjustment of 
prices to a rising market afforded us a larger 
gross profit than we had ever known. 

The second condition—that of an abnormal pur- 
chasing power upon the part of the consumer— 
gave us a volume of sales altogether out of pro- 
portion to our overhead and afforded us an ab- 
normally low percentage of overhead and corre- 
spondingly increased percentage of net profit. 

Today we are confronted with a falling, rather 
than a rising, market, and while the purchasing 
power of the public is still, in the aggregate, high, 
it is greatly diminished and the desire for jewelry 
must be fostered, stimulated and created—by judic- 
ious advertising, attractive display, experienced 
salesmanship, and by every other legitimate 
means at our command. 

Furthermore, we must not overlook the fact 
that, even if we are returning to a normal pur- 
chasing power upon the part of the consumer, or 
to a normal percentage of gross profit upon our 
merchandise, this does not mean that we have 
simply returned to the conditions which formerly 
prevailed and that we may complacently antic- 
ipate an equal measure of prosperity with the days 
of old (the pre-war period) for we are not return- 
ing to the old cost of doing business—far from it. 


Today almost every factor that contributes to 
our overhead is more costly than before. Rents 
have increased, salaries have advanced, adver- 
tising rates have gone skyward, transportation 
charges (fortunately a comparatively small item of 
expense in our business) have increased, service of 
every kind has become more costly. 


If this condition is to continue, and in the 
measure that it does, then a greater volume of 
business, or a larger gross profit, or a more 
rapid turnove: of stock would seem to be essen- 
tial to the pros-erity of the future. 

If these are facts, the inevitableness of which we 
are ready to concede, then we believe that it must 
be realized that the success which awaits us is 
largely dependent upon our observance of these 
conditions and the manner in which we meet them. 

The survey which has recently been conducted 
by an advertising agency in behalf of a group of 
Manufacturers of silverware—in spite of some 
tather questionable figures included in its report-— 
ig}ian* excellent illustration of the point which we 

=to. emphasize. = 





Probably there is not a single “fact”? which that 
survey disclosed which was not known to some 
portion of the trade, yet the results of that sur- 
vey which have been brought together and tab- 
ulated, together with the conclusions which were 
reached and the recommendations which followed, 
constitute the most hopeful sign of a better under- 
standing between the various branches of the sil- 
verware trade and of the working out of a mutual- 
ly satisfactory basis of profitable manufacture and 
distribution that the industry has ever known. 

The handling of silverware: has been unprofitable 
for the retailer, with the result that the wide- 
awake merchant was threatening to discontinue 
its distribution and to confine his efforts to market- 
ing of merchandise which afforded him a reason- 
able recompense; while the retailer who did not 
analyze the sources of his profits or his losses, 
wondered what was wrong with his business, and 
both of them felt that there was a woeful lack of 
co-operation between the various branches of the 
trade which did not promise well for the future. 

At the same time the manufacturer undoubtedly 
felt that the retailer was to blame and that he 
failed to appreciate the advantages to be derived 
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from the handling of silverware and that with the 
adoption of more correct methods of merchandising 
the distribution of silverware should bring 
adequate returns. 

Whatever the justification for these varying 
viewpoints, the only profitable solution lay in the 
uncovering of these conditions—in a frank inter- 
change of experience—to be followed by a sincere 
endeavor to arrive at a basis of mutual under- 
standing, reconciling differences and finding a 
foundation for business-building and business 
profit, with mutual confidence and satisfaction. 

In this connection, it might not be amiss to add 
that these results can never be obtained unless 
there is going to be the fullest recognition of the 
fact that the prosperity of the manufacturer is de- 
pendent upon that of the retailer and that their in- 
terests cannot be divorced. 

The survey to which we. have referred would 
seem to indicate that the profits of the manufac- 
turer had been by no means unreasonable, but 
those of the retailer had been less. We find, how- 
ever, no reference, in the results that have been 
disclosed, to the withdrawal of the larger portion 
of the cash discount by arbitrary and concerted 
action upon the part of a group of manufacturers 
of silverware—an action which deliberately ate into 
the already entirely inadequate profits of the dis- 
tributor and created a feeling of resentment 
which nothing other than a reversal of that ac- 
tion upon the part of the same group of manufac- 
turers is likely to dispel.,.. : “3 

Personally, we believe that an acknowledgement 
of the-fundamental error: which that action in- 





volved, viz., the ignoring of the interests of the 
retailer himself, without a corresponding benefit 
to the manufacturer which could not have been 
secured by other means—by the restoration of the 
5 per cent. cash discount—would do more to re- 
establish confidence than any other action upon the 
part of the manufacturers of silverware could ever 
hope to accomplish. 


We refer to this survey merely as illustrative of 
the value which may be derived from investigation 


Sand research, if rightly directed and empléyed,. 


and invite your attention to the work which) has 
already been accomplished through the Harvard 
Bureau of Business Research, operating in” our 
behalf, as well as through our own direct ef- 
forts. 

One of the first evidences of the activities of our 
bureau was unfolded to the trade in the publica- 
tion, upon the part of the Harvard Bureau, of 
Bulletin No. 15, which contained a definition of 
accounting terms, with a classification of ac- 
counts, which the trade was invited to accept as 
a standard to be adopted—in order that the ac- 
cumulation of statistics upon the part of the 
bureau might be based upon a uniformity of ac- 
counting terms, essential to their comparative 
values. 

This bulletin also included record sheets—daily, 
monthly, and yearly—for those who desired an 
exceedingly simple accounting system adapted to 
their needs. Copies of these sheets can be se- 
cured by those who desire them, at actual cost, 
upon application to the Harvard Bureau of Busi- 
ness Research. 

In the meantime, the Jewelers’ Research Bureau 


‘ was engaged upon the preparation of a double 


entry accounting system to meet the require- 
ments of the retail jewelry trade—adaptable to the 
needs of those whose business was of small, as well 
as large, volume—other than those who might find 
it desirable to adopt the record sheets already 
made available by a Harvard bureau. 

The release of such a manual was for a time 
withheld by our bureau, awaiting the classifica- 
tion of accounts which the Harvard bureau might 
recommend—in order that we might work to» 
gether in perfect harmony; but, as soon as Bulletin 
No. 15 was published, our bureau immediately pro- 
ceeded to reconcile its own classifications and 
recommendations with those advocated by the 
Harvard Bureau. 

The preparation of this manual was a far more 
difficult task than might upon the surface readily 
appear, for not only was it most necessary and 
desirable that its classifications and recommenda- 
tions would not conflict with those of the Harvard 
bureau—to whom we were and are looking for the 
accumulation of data—but we were confronted 
with the problem of endeavoring to provide a 
double entry accounting system sufficiently 
adequate to disclose the information which every 
progressive jeweler is seeking and owes it to 
himself to obtain, and, at the same time, a system 
sufficiently simple in its operation to be maintained 
at a minimum of labor and expense. 

This problem has proven to be, by far, the most 
difficult one which has confronted us and there are, 
undoubtedly, those who have felt as they glanced 
through the pages of this manual that we have not 
succeeded in the measure for which they had 
hoped. 

We trust, however, and believe, that as time 
passes the value of this manual will be increas- 
ingly recognized—by those whose accounting facil- 
ities are exceedingly limited as well as by others, 
and that, in any event, uniformity of accounting 
methods, for which our bureau is striving and 
the value of which to the trade will prove im- 
measurable, will ultimately prevail. 

The manual, copies of which were furnished, 
without charge, to every subscriber to our Sustain- 
ing Membership Fund for Research Work and are 
obtainable at the very nominal price of $5 by 
others, includes an outline of a “Standard Set of 
Operating Accounts for Retail Jewelers,” and is 
then divided into five parts—for the convenience 
of those to whom portions of the manual would 
not be of equal interest and value. t 

Part 1 contains a complete simplified set of 
double entry records, designed particularly to 
meet the demands of those jewelers whose. busi- 


«amess doesnot seem 40 call for any greater elab- 


oration. 
Part 2 contains an~amplified” system of double 
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automatically compiled, to our 
-ords a greater diversity of tadene 
entry records, | 8! 
han is contained in Part 1. 
-? t 3 is confined to a complete system for the 
ar ) 
registration of stock. 
Part 4 and Part 5 


figures, 


yarative : 
I with 


contain a group of sup- 
yJementary forms which may have more’ partic- 
te nterest for those jewelers whose volume 
poy justifies or requires a closer analyza- 
tion—Part 5 being devoted to special forms in 
connection with creditors’ and customers’ ac- 


counts. 


° . 
This segregation of the manual was intended to 


simplify its use and we feel that we cannot too 
strongly emphasize the fact that it is not neces- 
sary or expected that those jewelers who require 
an exceedingly simple accounting system should 
absorb or concern themselves with other portions 
of the manual than its introductory pages and the 
set of double entry records contained in Part 1— 
unless they desire. ; - 
The forms contained in Part 1 are of uniform 


size, 514x8% inches, and can be inserted in a 
single binder, between tabbed divisional sheets, if 
so desired. 


In order to encourage their use, and as a feature 
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of service upon the part of our bureau, a supply of 
these forms is maintained and orders are filled at 
actual cost—in such small quantities as may meet 
individual requirements. 

While orders are reaching us constantly from 
jewelers who appreciate not only the value of the 
forms themselves, but also the very large saving 
which this service affords, there are still thou- 
sands of jewelrs who fail to appreciate the saving 
to be effected, and we would cordially direct their 
attention to this opportunity. 

To those who have received copies of this man- 
ual, may we suggest that you look carefully 
through its pages, if you have not already done 
so, and see if it does not offer you advantages 
which you have failed to realize; while to those 
whd have not, as yet, secured copies of the man- 
ual, may we be permitted to say that the price 
of $5 placed upon this manual is only a fraction 
of its actual cost and that the nominal figure at 
which it is made available, as well as the oppor- 
tunity for securing the forms reproduced in its 
Pages, at actual cost, is only made possible by 
reason of the financial support which our bureau 
has received at the hands of all branches of the 
trade. 

The Jewelers’ Research Bureau has no intention, 
nor desire, to discredit other systems and, if any 
Jeweler has an accounting system which meets his 
needs, it is not our purpose to recommend the sub- 
stitution of any other system. We feel, however, 
that we must emphasize this fact—that the value 
of the work of our bureau, and the possibilities 








which it offers for profitable investigation for the 
retail jewelry trade, depends very largely upon the 
adoption of the classifications of accounts which 
our Bureau is endeavoring to standardize, and the 
co-operation of the trade to this end is earnestly 
invited and, without it, our efforts for its advance- 
ment are greatly impeded. 

If the jewelers of this country would rally 
whole-heartedly to the support of our Bureau— 
co-operate with it in the adoption of uniform 
methods and in furnishing such data as may be 
requested, in our behalf, by the Harvard Bureau 
of Business Research, to whom the accumulation 
of statistics has been confined, it would result in an 














RETIRING 


PRESIDENT 
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enlightenment for the entire industry which would 
place it upon a sounder and more profitable basis 
and would serve to counteract and to dispel many 
of the hardships under which it has labored in the 
past. 

This leads us to refer to the investigations which 
have been, and are being, conducted in our be- 
half by the Harvard Bureau of Business Research. 

Since the date of our last annual convention, 
not only has the manual, to which reference has 
been made, been offered to the trade but, in ad- 
dition thereto the Harvard bureau has published 
the results of its investigations of operating ex- 
penses in retail jewelry stores in 1919, in what is 
known as Bulletin No. 23. Copies of this bulletin, 
as of Bulletin No. 15, have been furnished with- 
out charge to all subscribers to our Sustaining 
Membership Fund for Research Work; while 
copies have been made available for others at the 
price of $1 per bulletin. 

The facts and figures accumulated by the 
Harvard bureau have proven exceedingly interest- 
ing and valuable, and they may be accepted with 
confidence, for they have been gathered with intel- 
ligent care and discrimination. Our only cause 
for regret is to be found in the fact that more 
jewelers did not respond to its appeal, and that 
its conclusions were inevitably based upon a very 
limited area of investigation. This condition is 
entirely of our own making, as jewelers, and the 
only blame is the blame which attaches to our- 
selves. 

The work of the Harvard bureau is painstaking 
and accurate and follows similar investigations for 
other lines of industry, which has peculiarly fit- 
ted it for the task. We would like to take this 
opportunity of most urgently soliciting your 
heartiest co-operation with the Harvard bureau in 
all of its investigations for the benefit of our craft. 

It is our privilege to give you at this time the 
very latest results of the investigations made by 
the Harvard bureau as applying to the year 1920, 
and a comparison of these percentages, with those 
applying to the year 1919, offers us the first com- 


knowledge within the history of the retail jewelry 
trade. 

These figures, which have reached us by wire 
from the headquarters of the Harvard Bureau of 
Business Research are as follows, viz: 

Common expense figures for year 1920 based on 
statements from 182 jewelers show wages of sales 
force 0.8 per cent., as against 8.5 per cent., for 
1919; rent 3.9 per cent. as against 4 per cent. for 
1919; total expense 32.7 per cent. as against 32.3 
per cent. for 1919; gross profits 39.1 per cent. as 
against 40.1 per cent. for 1919 and net profit 6.4 
per cent. for 1920 as against 7 per cent. for 1919, 

The common figure for stock-turn was .9 for 
1920 as against 1.1 times a year for 1919; while 
the average inventory at the end of the year 
showed a 5 per cent. increase over the beginning 
of the year, as against an average increase of 
34.5 per cent. for the preceding year. 

Twenty-seven per cent. of the annual sales were 
found to have been made in the month of Decem- 
ber. These figures were not secured for the 
— year and no comparison is therefore avail- 
able. 


The larger stores showed a lower gross profit, 
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a lower total expense and a higher stock-turn than 
the smaller stores. 

The Harvard bureau advise us that the quality 
of the statements submitted for the year 1920 
was superior to that of the preceding year, but 
the bureau very earnestly urges the wider adoption 
of uniform accounting methods and particularly a 
separation of the figures for the repair department. 

The comparative figures which we are privileged 
to submit at this time are merely indicative of the 
contents of the latest bulletin which the Harvard 
Bureau of Business Research is just publishing in 
our behalf, copies of which will be available dur- 
ing the present month. 

We are also requested by the Harvard bureau 
to bring to your especial attention the value of 
department accounts to bring out the cause for 
slow stock-turn and this recommendation is in 
line with the thought which we have already en- 
deavored to emphasize, viz.:—that a more rapid 
turnover of stock would seem to be one of the 
greatest essentials to the prosperity of the future 
in the retail jewelry trade. 

Many of you have doubtless recently received a 
blank form from the Harvard bureau asking for 
information leading to the segregation of the 
various departments maintained and we trust that 
this request for data upon the part of the Harvard 
bureau will receive a very ready response at the 
hands of the trade, for the information which such 
an investigation will disclose would be exceed- 
ingly enlightening and profitable for all of us. 

In conclusion, may we be permitted again to 
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-.¢ our appreciation of the interest and co-opera- 
an loyal support which the Jewelers’ Re- 
tion 


rch Bureau has enjoyed and to cordially urge 
= continuance and the increase of this interest, 
pod co-operation and this support in the coming 


year. 
ADDRESS OF H. E. NOCK 

A large chart ilustrating the factors 
which enter into the silverware industry 
aided H. E. Nock, of the Towle Mfg. Co., 
Newburyport, Mass., the next speaker, 
in his talk on “Better Silver Sales.” Mr. 
Nock’s talk was unusually interesting and 
touched on practically every phase en- 
tering into the sale of silverware. 

Silverware, he stated, is a peculiar 
merchandise, and we must all realize the 
fact or the jeweler will make many mis- 
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takes. Those manufacturers who follow 
out the plan of producing the right 
goods at the right time and at the right 
price are the successful manufacturers. 

The importance of designs in silver 
were emphasized by the speaker, who 
also stated that modern designers must 
have inspiration if they are to succeed. 
There is only one canon of art, remarked 
Mr. Nock, and that is beauty. 

The speaker then turned to the large 
chart which hung at the back of the 
speakers’ table. He took up the various 
elements that enter into the sale of sil- 
ver. His first remarks were directed 
toward the manufacturing end of the 
business. The workmanship which is 
involved in making silver was touched 
upon by the speaker, who stated that it 
requires years to master the silversmith- 
ing trade. 

Mr. Nock next took up the question 
of when to place goods on the market. 
He stated that manufacturers sometimes 
make the mistake of placing the right 
goods on the market at the wrong time. 
“This rarely spells profit, but if the 
manufacturer puts the right kind of 








goods on the market at the right time it 
usually means success,” he said. 

In taking up the matters which make 
up for the price of the goods, the 
speaker first touched on the labor that 
goes into the product. His remarks in 
this direction were brief and summed up 
in practically this sentence: “Treat your 
men as men.” This principle, the speaker 
stated, he has been practicing for 15 
years and has learned that it brings co- 
operation. 

There are various burdens, also re- 
marked Mr. Nock, which enter into the 
manufacture of silver and which neces- 
sarily must be put onto the price of the 
goods. The numerous departments and 
executives and other costs were classed 
among these burdens. The administra- 
tion of the business and the maintaining 
of a sales force, the speaker asserted, 
are also expenses which must be added 
to the price. Mr. Nock also touched on 
discounts and profits and then went on 
to the retailers’ side of the question. 

He pointed out just what it means to 
a manufacturer when a retailer refuses 
to buy a certain design of goods, because 
the retailer believes that it will not find 
a ready market. Often, he stated, when 
manufacturers learn this they usually dis- 
continue making this pattern. So for 
this reason criticisms and suggestions 
from retailers are always welcome. In 
speaking of the proper presentation of 
silverware Mr. Nock remarked that one 
of the best ways to do this was through 
the window display. The proper display, 
he continued, is the kind that brings the 
goods before the public in a manner that 
creates a desire to possess. 

In discussing the right time to make 
silver sales the speaker impressed upon 
his listeners the importance of taking 
advantage of the various gift seasons 
and all local events. The speaker next 
took up the right price at which the 
goods are to be sold in order to make a 
legitimate profit. He pointed out the 
many items which must be taken into 
consideration before placing a price on 
goods. Mr. Nock advised the jewelers 
that if their mark-up was less than 50 
per cent., or more than 70 per cent., the 
figures should be gone over. A mark-up 
of 60 per cent., he stated, is a happy 
medium, 

In conclusion the speaker stated that 
the biggest thing in selling silver, or any 
other kind of merchandise, is opportunity 
and should be taken advantage of by 
everyone. 

Although the program was _ several 
hours behind time, it was found necessary 
to adjourn the morning session at 12 
o’clock noon after several announce- 
ments had been made. From the con- 
vention hall many of the jewelers went 
direct to the Iroquois Hotel, where “a 
get-together dinner similar to the one 
held last Tuesday was staged. During 
the luncheon singing and instrumental 
selections were enjoyed by the several hun- 
dred diners, 


The Rotary Luncheon 

Thursday afternoon, while many of 
the jewelers of the convention were at- 
tending the “Get Together” luncheon, 
President Everts, accompanied by the 
local and visiting Rotarians among the 
jewelers, proceeded to the Hotel Statler 
and joined in the regular luncheon of the 
Rotary Club at Buffalo. 

The jewelers were cordially welcomed 
by the Rotarians, and President Everts 
was called on for a brief three-minute 
speech, in the course of which, in his 
own inimitable way, he gave the guests 
a little sermon of the necessity of wear- 
ing jewelry at all times. 

After listening to a stirring address on 
the building of business character and 
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hearing a musical program similar to 
what had been offered at the Kiwanis 
the day before, the jewelers came back 
to the hotel. 


Thursday Afternoon Session 


In an effort to catch up on the pro- 
gram of Thursday afternoon the session 
was opened at 1:45 p. m. by President 
Everts. 

The address of Emil W. Kohn, presi- 
dent of the Retail Jewelers’ Association 
of Greater New York and Vicinity, who 
was unable to be present for the session, 
was read by Frederick P. D. Jennings, of 
Albany, president of the New York State 
Retail Jewelers’ Association. The subject 
of this address was “The Stabilization of 
Our Industry” and appears in full on page 
153. 

The next speaker was George C. Diehl, 
of Buffalo, president of the American 
Automobile Association. His subject 
was “Good Roads and Business Expan- 
sion.” His talk was brightened up by a 
number of anecdotes and witty remarks. 
In his speech Mr. Diehl stressed the im- 
portance of causes as well as results. 

“We should not think too much about 
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producing results,” he said; “we must 
also watch the causes. Let us every day 
do the thing that produces fine business 
in a fine country. One thing that brings 
big results is the building of highways. 
The better highways a country has the 
greater is its development. The high- 
way problem is divided into three parts, 
national, State and local. It is part of 
your duty to support the local highway 
program, part of your duty to support 
the State highway program and part of 
your duty to support the national pro- 
gram.” 

In the absence of Thomas Roden, of 
Toronto, second vice-president of the 
Canadian National Jewelers’ Association, 
his address was read by O. M. Ross. of 
Toronto, secretary of the association. This 
address appears on page 149. 

Following his remarks Mr. Ross ex- 
pressed the thanks and appreciation of 
the Canadian jewelers for the invitation 


extended to them to attend this con- 
vention. 
T. Edgar Willson, editor of THE 


JeweELers’ CIRCULAR, was the next speaker 
introduced by President Everts. As the 
program was still far behind, Mr. Will- 
son made his remarks brief and only 
touched upon the subject assigned to 
him, namely, “Doubling Our Member- 
ship.” Mr, Wilson explained that as the na- 
tional body was dependent on the State asso- 
ciations the whole effort must be put on the 
State bodies to make them function properly 
and do the work necessary. We must not only 
make our appeal for membership on the 
basis of public spirit but must also offer a 
service that the retailers will appreciate. 
But before we can “‘sell” the association idea 
to others we must sell it to ourselves and 
have our present members enthusiastic over 
the work accomplished. 

The introducing of H. C. Larter, of 
New York, and acting chairman of the 
Jewelers’ Revenue Tax Committee, as 
the next speaker was the signal for loud 
applause on the part of those assembled 
at Convention Hall. Without any de- 
lays Mr. Larter started his address, 
“Stigma Taxes,” and in a forceful way 
told the jewelers just what is being done 
to rid the trade of this burden. He spoke 
as follows: 


ADDRESS OF HARRY C. LARTER 


; The subject has been assigned to me because of 
its importance, this occasion and this representa- 
tive gathering is worthy of a more formal ad- 
dress than I am prepared to make. 

Since leaving a camp in the Maine woods last 
Monday week ago where I had been trying to store 
up a good supply of fighting force and during all 
of the time have been in constant touch with the 
headquarters of our committee and helping by 
wire, telephone and mail direct the tax fight. 

I have covered a lot of ground, arriving in New 
York last Friday, I left Saturday afternoon for 
Johnstown, Pa., returned to New York on Mon- 
day morning, left for Washington Tuesday and 
arrived here this morning direct from the firing 
line of the tax battle now being waged in Con- 
gress. This jumping around has prevented my pre- 
Paring the kind of address you deserve to hear; 
therefore, kindly overlook any shortcoming. Be- 
fore taking up the tax battle I am delighted with 
the opportunity that this occasion affords to ex- 
Press my appreciation as well as that of my col- 





legues for the splendid way each State, city and 
jewelry trade organization has co-operated in this 
tax fight. 

It has been wonderful what loyal support the 
Jewelers’ War Revenue Tax Committee has re- 
ceived from the entire jewelry trade in the United 
States. We have been directing your fight and you 
have helped when and where you could. This is a 
fine example of co-operation on the part of the 
State and National Retail Jewelers Association. 
And if for no other reason every retail jeweler in 
the country ought to affiliate himself with his 
state organization for two reasons: First, on the 
broad principle of what he can do to help im- 
prove his own industry, and second, the good he 
can get out of such an affiliation himself. 

Why, do you know, the jewelry trade is the envy 
of every other industry which are now paying 
special war excise taxes because you and we are 
so thoroughly organized? Many a conference 


at which representatives of these industries have 
present, the 


been question has been asked, 





HARRY C, LARTER, CHAIRMAN JEWELERS’ WAR 
REVENUE TAX COM MITTEE 


“What are the jewelers doing?”’ and when we ex- 
plained they have in many cases followed our plan 
in the tax fight. I am proud of you. I am proud 
of the standing of the jewelry trade as a whole 
and I thank you most sincerely for all you have 
done, but the fight is not yet won and there is 
more for you to do, about which I will tell you 
shortly. 

3ack in 1917 when the first war revenue tax bill 
was under consideration, even at that time our 
great leader, M. D. Rothschild, had the vision of 
this very day—a day when peace was at hand, the 
war over with a very large debt to pay and in- 
curred by the war and with no justice in the con- 
tinuation of taxes levied on a few special in- 
dustries. Therefore, he made a serious study of 
the problem and the more he looked into the Sales 
Tax Plan, the more he was convinced that that 
was the solution. He enthused all the rest of us 
and we, therefore, have talked sales tax day in and 
day out and we are still of the opinion that it is the 
only equitable plan of taxation for this country 
to adopt. 

In May of this year Mr. Rothschild appeared 
before the Senate Finance Committee urging the 
repeal of the War Excise Taxes and the adoption 
of a turnover sales tax. In July we appeared be- 
fore the Ways and Means Committee of the House 
of Representatives and demanded hecause of peace 
times and in the name of justice the repeal of all 
of the war excise taxes which, of course, included 
that on jewelry. 

Some have questioned our fighting for the 
elimination of these stigma taxes for that is what 
they are, stigma taxes. Fifteen or 20 industries 
have been selected from the herd of business in- 
dustries and have been called “black sheep” of 





the flock and have been herded in a separate pen 
and branded with a stigma tax. Some have felt 
that we ought to put our fight up exclusively in 
the interest of the jeweler. But let me tell you 
the jewelers would not have a chance at all to get 
these taxes repealed in pleading selfishly for them- 
selves, for this subject is far bigger and. greater 
than any one industry or any one group of men. 
It must be fought out on the broad principle of 
equality for all. 

Much to our surprise, regret and disappoint- 
ment, the House tax bill is simply a re-hash of 
the present law—something chopped off here and 
something added there and in effect is practically 
the same as the present law, and therefore, as far 
as I can learn, satisfies or pleases nobody. Dur- 
ing the last presidential election, each party 
promised promptly to enact tax revision and each 
are blaming the other fellow for their failure to 
do so up to this time. Do you know the reason 
we have simply a re-hash of the present law under 
consideration? I will tell you. Uuquestionably 
the government must raise the money and the 
same so-called experts or expert who helped frame 
the present law is now doing that very same thing 
in his own peculiar way in this new law, and the 
Ways and Means Committee and the Senate Fi- 
nance Committee are heeding and listening to this 
expert, while business and business men are kick- 
ing their heels outside of the legislative halls of 
Congress. 

I can say, without fear of contradiction, , that 
some members of the cabinet are for sales tax. 
Some United States Senators are for a sales tax, 
some Congressmen are for a sales tax—but—but— 
— but ——-— they fear that the farmers and the 
laboring men would not stand for it, and this is a 
fact, we are not going to have in the new tax bill 
a general turnover sales tax. This sales tax plan 
is being held up the sleeve of Congress and will 
see the light of day if some of the war horses of 
Congress have their way at the next session be- 
fore the congressional elections. Bonus legislation 
is to be introduced. That’s the plan, gentlemen, 
bonus legislation and a sales tax to pay for it. 

Far be it from me to belittle the wonderful 
fighting qualities of our soldier boys; but they 
did not go to war to earn a bonus or get a pen- 
sion. They went to help lick our enemy with no 
thought of a pecuniary reward. Oh, the ignominy 
of selling one’s fighting blood for a dollar! 

This is the situation and I cannot paint it too 
strongly. Bonus legislation in the offing with a 
sales tax to raise the additional money necessary. 
Tho House bill still leaving in practically all the 
war excise or stigma taxes. The Senate Finance 
Committee heeding the advice of the self so-called 
tax expert who helped frame the present unsatisfac- 
tory law. 

Something had to be done and that very quickly 
and so on last Friday a conference of the stigma- 
tised industries and other manufacturers was held 
in New York and notwithstanding our request 
the Senate Finance Committee had voted not to 
hold any more public hearings, it was determined 
that business should and must be heard. Plans 
were made to send out a nation-wide call. Come 
to Washington and help us fight these stigma taxes. 
The result was that yesterday it was my pleasure, 
as one of your representatives, to sit in con- 
ference with probably as representative a body of 
manufacturers as have ever been gathered together 
for one purpose. Lee Reichman, vice-chairman of 
the Jewelers’ Vigilance Committee and treasurer 
of the Jewelers’ War Revenue Tax Committee, 
with Wilson A. Streeter, who, as some of you 
know, is now associated with your energetic 
vice-president, Mr. Hufnagel. Both Reichman 
and Streeter ought to receive unstinted praise for 
their unselfish, able and constant assistance in this 
tax battle. 

I am reminded that while in this great city of 
Buffalo it was once the abiding place of a great 
president, who said on an important occasion, 
‘We are confronted with a condition and not 
with a theory,” and these business men in ses- 
sion yesterday realized that we are confronted 
with a condition and not a theory, for we must get 
these stigma taxes repealed now or we will be 
stigmatized for many years to come. And so 
these manufacturers and representatives of busi- 
ness, after a further discussion, determined unan- 
imously to get behind the Smoot plan of tax- 
ation. A steering committee was appointed, three 
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5 selected and we appeared before a sub- 
mittee consisting of six Republican Senators, 
prea of the Republican membership of the 
Senet Finance Committee. 
This was probably the most unique delegation 
that ever appeared before a committee of Congress. 
A group of men representing over 100,000 mem- 
bers, employing over five million people asking 
Congress to place a tax on them. Let me state 
that a very large number of these men are not 
now paying special war excise or stigma taxes, 
but they are big enough, broad enough, square 
enough and just enough to realize that they do 
not want the other fellow to help pay their just 
share of taxes; and I have here the press report of 
this conference and the doings of yesterday that 
was released last night and it tells about the 
Smoot plan of taxation and z therefore ask your 
very careful attention while I read it. 
At this part of his address Mr. Larter read a 
of the press report which the day before 
C., after 


speaker: 


) 
sad bose sent out from Washington, D. 
the conference was held. : 7 

The speaker then continued his address saying: 

Please note the geographical representation of 
this group of men representing manufacturer’s as- 
sociations from the following states : New York, 
New Jersey, Massachusetts, Connecticut, Pennsyl- 
vania, Ohio, Iowa, Indiana, Michigan, Wisconsin, 
Tennessee, Kansas, West Virginia, Oregon and 
California. The United States Senators, before 
whom we appeared, were astounded at so repre- 
sentative gathering of business men asking to be 
taxed. Senator Smoot made a forcible address 
explaining why at this time he had been com- 
pelled to temporarily side-track his turnover sales 
‘ax plan and adopt a manufacturers’ tax. He 
stated he was very much gratified at the way the 
press of the country from the Atlantic to the 
Pacific had so thoroughly endorsed his manufac- 
turers’ tax and was further encouraged by our 
mission yesterday and promised us unanimous 
support. He further stated “the fight is not yet 
lost. I am utterly opposed and have been from 
the beginning to these nuisance taxes on industry,” 
and he requested each group to see, wire or write 
their United States Senator in opposition to a 
continuation of these nuisance taxes and the en- 
dorsement of manufacturers’ tax. 

Now then, no tax plan is ideal. Nearly every 
plan of taxation some one can find fault with. 
No plan can meet the approval of everybody 
and there are some listening to me here to- 
day who will no doubt start to pick flaws in a 
manufacturers’ tax and raise points of difficulties in 
administration, because of the jewelers’ trade ex- 
perience in 1917 when manufacturers vaid 3 per 
cent. war tax. But this is the situation, gentle- 
men, a manufacturers’ tax and no stigma taxes or 
a continuation of the present excise or stigma 
taxes and a bonus bill with a sales tax in addition. 

Why, a large manufacturer stated at our con- 
ference yesterday that a 3 per cent. manufacturers’ 
tax would mean that his concern will pay $500,000 
more in taxes and yet he was unqualifiedly for the 
Smoot plan of taxation because it taxed all men 
equally. Another stated in 1920 he did two and 
one-half miilion dollars’ worth of business and 
paid the government $60,000 in taxes. In 1921 he 
will do almost as much business, but because of 
falling off in profits, not anywhere near as much 
taxes, and yet he is willing to pay from $70,000 
to $100,000 in taxes on a manufacturers’ tax be- 
cause he believed it was the best tax plan that 
could be devised under present conditions. 

Now as to the plan to try and put this over. 
Time is short but we have a fighting chance. To- 
night in New York there will be a meeting of 
the leading theatrical managers of the country, 
moving picture producers and representatives of 
various industries at which our Mr. Reichman will 
attend to plan to have within a day or two, 
delivered before the curtain of every theatre in 
the United States a speech delivered by a leading 
actor asking the audience to write or wire their 
United States Senator in favor of the Smoot plan. 
Every moving picture house will have slogans like 
the Literary Digest Review along the same lines. 
Many city group meetings will be held, asking for 
the endorsement of the Smoot plan of taxation. 

Now, how can you help? First, don’t find fault 
or criticize a manufacturers’ tax. We are on our 
last line of trenches. We must win this or we are 
a stigmatized industry for years to come. I 
want every jeweler from the State of Pennsylvania 





to stand up. Please remain standing, North 
Dakota, Utah, Wisconsin, Vermont, Connecticut, 
Kansas, Indiana, New York, West Virginia, North 
Carolina, Mississippi, New Mexico, Rhode Island, 
Missouri and Massachusetts. You have a United 
States Senator from your State on the Senate Fi- 
nance Committee and will each one of you send 
him a telegram to-day asking them to repeal the 
war excise taxes and vote for the Smoot plan of 
taxation and when you return home will you se- 
cure one or more retailers or manufacturers, not 
in our industry, to do likewise. 

The rest of you presidents and secretaries and 
delegates are asked to do likewise. This admits 
of no delay. Write some one back home who you 
think knows personally your senator, asking them 
to endorse the Smoot plan and to get your news- 
paper to do likewise. Congress is concerned about 
votes and they will heed only requests from the 
fellows back home. Will you co-operate? Will 
you fight? Let every tax fighter, every man who 
wants the excessive or stigma taxes repealed stand 














RICHARD J. PETERSEN, OF THE ENTERTAIN- 
MENT COM MITTEE 


up and will you help put this Smoot plan across? 
Are you a fighter for your rights or just dele- 
gates? 

After the speaker had finished his re- 
marks he impressed his listeners with 
the importance of getting behind the 
proposed manufacturers’ tax mentioned 
above. He succeeded in having every 
jeweler present pledge his support and 
also to notify his representatives either on 
the Senate Finance Committee -or in the 
Senate. The New York State jewelers 
were so impressed with the work that 
the tax committee had accomplished that 
a check for $500 was given to Mr. Larter 
to assist the committee in its efforts. 
This presentation was made on behalf of 
the New York State jewelers by James 
B. Given, treasurer. 


ADDRESS OF GEORGE W. SPIER 


The address of George W. Spier, Cus- 
todian of Watches, National Museum, 
Washington, D. C., who was next ap- 
propriately introduced by E. H. Huf- 
nagel, was an interesting dissertation on 
the organizing and the purposes and aims 
of “The Horological Institute of Ameri- 


ca.” The speaker is a man 70 years old, 


but despite his advanced years is one of 
the prime movers in promoting the in- 
stitute. 

Mr. Spier told how he happened to 
become affiliated with the movement and 
also how the National Research Council 
has “linked up” with the proposition. 
The Council, he explained, is strong for 
the movement and is lending all support 
possible. 

Mr. Spier reviewed the first meeting 
held by those interested in the institute 
and also read a number of letters bearing 
upon the importance of having the A. N. 
R. J. A. support the movement. 

The speaker stressed the importance 
of the present condition which exists in 
the watchmaking industry and then told 
how Switzerland is meeting this question. 
Over there, he stated, the government is 
behind the educating of watchmakers; 
so for this reason they are going ahead. 
The United States, he pointed out, is 
going backwards because very few men 
can be induced to take up watchmaking. 

The constructive principles and _ pur- 
poses of the institute were outlined by 
Mr. Spier, who also advised the jewelers 
to get busy in backing this movement 
and help in the organizing for more and 
better horology studies. He asserted 
that at least 500 members paying annual 
dues of $5 are necessary to make it pos- 
sible to carry out this work. The insti- 
tute intends to make watchmaking a pro- 
fession by a method of certification. The 
high grade man, explained the speaker, 
will be a _ certified horologist, while 
others inferior in knowledge and ability 
will be certified accordingly. 

After Mr. Spier expressed the hope 
that every member should induce at 
least one boy to go to the institute to 
study watchmaking, he concluded by 
stating that before he retires he wants 
to see a new era in the industry. At the 
conclusion of his speech a number of 
applications were passed out and as the 
result many members were secured for 
the institute. 

An announcement relative to the trip 
to Crystal Beach, Canada, which the en- 
tertainment committee had arranged was 
next made by “Bill” Ehmann and then 
the session adjourned at 3:30 Pp. m. 


Thursday Evening—Boat Ride and Shore 
Dinner 


While memories of the enjoyable trip 
taken on Wednesday to Niagara Falls were 
still fresh in the minds of those who par- 
ticipated, the jewelers and their guests 
were given another treat Thursday evening 
in the form of a boat ride and shore din- 
ner. Equally as enjoyable as the trip to the 
Falls was this journey to Crystal Beach— 
one of Canada’s lake resorts—which was 
made from Buffalo on the large and pala- 
tial steamer Canadiana. 

With practically every delegate on hand 
the steamer started from the foot of Com- 
mercial St. at 5:30 p. m. The trip through 
a small stretch of Niagara River and across 
Lake Erie was a most picturesque: and en- 
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joyable one. Just an hour aiter the boat 
had left the “Bison City” it docked at the 
large concrete pier on the Canadian shore 
and the jewelers alighted go.ng direct to 
the large dining room where more than 
500 covers were spread. No delay was ex- 
perienced and after the diners had seated 
themselves an excellent menu was served. 
During the dinner the assemblage joined 
in the singing led by Joseph Mazer, whose 
favorite “opera” selection seemed to be 
“Liza Jane.” 

= dinner was the only scheduled 
event of the evening the jewelers had an 
opportunity of making an inspection tour of 
this resort. Many ot them enjoyed danc- 
ing, while others found enjoyment taking 
advantage of the various rides and other 
attractions. 

By an odd coincidence Thursday evening 
marked the closing of this resort for the 
Summer. In view of this fact some beauti- 
ful and wonderful fireworks were set off by 
the Island residents. These fireworks, 
however, were not set off until after the 
boat returning to Buffalo moved off from 
the pier. The sight was a beautiful one, 
as the big steamer drifted lazily out into 
the lake and as the fireworks were set off 
by those on the shore. To add to the 
beauty of the occasion a big searchlight 
from the steamer was turned on to the 
shore, and the effect that it produced was 
one that will long be remembered. The 
return trip was equally as pleasant as the 
journey to the beach and shortly after mid- 
night the boat docked at its starting point 
in Buffalo. 


Friday Morning Breakfast Conerence 


Another breakfast conference similar to 
the one enjoyed Thursday morning was 
held Friday morning in the large dining 
room of the Lafayette Hotel. In the ab- 
sence of Fred W. Drosten, St. Louis, Mo., 
who was to preside at this conference, 
national President Arthur A. Everts took 
charge. 

While those in attendance were eating, 
a number of reports were read from vari- 
ous State associations. The first one pre- 
sented was given by C. F. Cross, on be- 
half of Alabama. His report is printed on 
page 157f of this issue. 

Next came the report of Illinois and 
after being read by Lester Lawrence of 
Galesburg it was loudly applauded. This 
report appears in full on page 157d of this 
issue. 

Marcus Baerwald presented an interest- 
ing report on behalf of the State of Texas. 
This report showed the excellent work the 
jewelers in that State were doing in the 
way of organization. 

Following this came the reading of the 
teport for the State of Florida. This re- 
port was submitted by L. C. Hull, of Plant 
City, and is published in this issue on page 
157d. 

Another interesting report showing what 
work the Massachusetts State Association 
has done, and is doing, was presented by 
Albert R. Kerr. 

Speaking on behalf of Maine, Samuel 
Freeman reported that association work in 





his State is progressing and that business 
conditions seem improved. He pointed out 
that the association is getting good results 
from their affiliation with the State Retail 
Merchants Association. 

A report submitted on behalf of the State 
of Washington was next read by Horace 
Condy. This report will be found on page 
157d of this issue. 

Through a report presented by Lester 
Lawrence of Illinois it developed that dur- 
ing the past few days, in other words since 
the convention had been in session, an as- 
sociation of State secretaries had been 
organized. Ra!ph Roessler, Marion, Ind., is 
chairman. The association will work with 
Field Secretary Mellor. 





ALBERT R. KERR, PRESIDENT MASSACHUSETTS 
ASSOCIATION 


Other State reports were received by 
secretary Anderson, but owing to the lack 
of time they were not read. They are pub- 
lished in this issue on pages 157b, 157d 
and 157/. 

President Everts next took up the dis- 
cussion of “How I cash in on my show 
windows.” All those present, if they so 
desired, were given an opportunity to tell 
of some of the methods which they use in 
making sales through their show windows. 

President Everts started the topic on its 
way by stating that if the best results are 
to be gotten the jewelers must keep their 
show windows clean and must also freshen 
up the silverware, or any other merchan- 
dise which is shown in windows. 

Another jeweler present stated that he 
has a chronometer in his window and above 
this he has erected a small shelf upon 
which he shows “specials.” It is surpris- 
ing this man stated how people will fall in- 
to the habit of looking for these “specials” 
and thereby bring publicity to his store. 

Through the installing of a wireless out- 
fit in his store August Loch, of Pittsburgh, 
stated, he has been able to give the resi- 
dents of this city the correct time as it is 
received each day from Arlington. Mr. 


Loch explained that he has a ball installed 
in his show window and at 1 o’clock every 
day as the time is received, the ball drops. 
As crowds gather in front of his store 
daily to set their watches Mr. Loch stated 
he has taken advantage of this opportunity 
to make special window displays. He also 
told of other means which he has for at- 
tracting attention but advised every jeweler 
that could do so, to install a wireless. 


E. J. Scheer, of Rochester, told of an un- 
usual plan which he has for getting paid 
for engraving done at his store. He stated 
that he has two cards, one showing script 
letters and the other the more modern 
styles on engraving. If a person buys an 
article and wishes to have it engraved he 
shows them the card with the script letters 
on and points out that this is the old style 
of monogram and if the customer wishes it 
placed on the article he will do so, usually 
without charge. He emphasizes the fact, 
however, that it is the old style and then 
produces the card with the more modern 
styles of engraving, for which he tells his 
customer there will be a charge. As they 
want to be up to date, the customer usually 
selects the newer designs of engraving and 
is always willing to pay for it. 

This ended the discussion and the jewel- 
ers immediately adjourned to the conven- 
tion hall. 


Friday Morning Session 


The closing session of the convention was 
started on its way by President Everts im- 
mediately after the breakfast conference 
had been concluded. After singing several 
sones the jewelers found seats in the con- 
vention hall and then settled down to the 
concluding business of the conclave. 

Without any preliminaries President 
Everts introduced as the first speaker 
Arthur G. Mansur, Burlington, Vt., who 
told how he made “That big Sale.” He 
said : 


ADDRESS OF A. G. MANSUR 


While my subject is, ‘How I Made the Big 
Sale,” my talk will be along the lines of what I 
consider good salesmanship, and that is selling the 
customer in such a way that he will be satisfied 
with his purchase and the payment for it will not 
prove to be a burden to him. 

Selling a customer, and persuading him to buy 
against his will, something which he cannot afford, 
in order to make a big sale, has been proved to be 
antiquated, and is poor salesmanship. In all the 
large centers there are jewelry stores still working 
along these lines, and treating most of the custom- 
ers who come into their store as transients, ‘whom 
they never expect to see again, and try to take the 
highest possible amount of money out of them that 
they can get. This way of doing business, to my 
mind, is dishonest, and should be discouraged by 
all fair-minded business men. While there may be 
stores making money by dcing business in this 
way, I am sure you will agree with me that where 
you will find one stcre of this kind, you will find 
many that are doing a more successful business 
by doing it along hcenest, legitimate lines. 

The International Silver Co., in one of its pub- 
lications, defines the modern salesman as a teacher, 
a leader, an interpreter, a dramatist. He teaches 
the buyer what the product will do for him. He 
leads in establishing the public taste. He helps 
the buyer understand the relationship between the 
product and the human satisfaction which the buyer 
seeks. The salesman has introduced analysis and 
vision into buying. Last year I spoke to you in 
regard to having a vision in our repair business. 
Vision, as you know, is looking ahead. The sales- 
man who uses his judgment and vision, and looks 
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Jewelry Cases 
Trays 24 Fine Paper Boxes 


66-68-70-72 Exchange St. 
BUFFALO, N. Y. 
































Art Leather 


545 Madison St. 
Buffalo, N. Y. 



























SEEING is BELIEVING 
—But— 


USING is KNOWING 








When you see 


Hoover’s Standard 18 


Non-tarnishable 


WHITE GOLD 


You believe it is Best, but when you use it 
you know it is Best 








“The Gold that lights the Diamond and stands the 
test of time” 


Price $20.00 per ounce 
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ahead a little, is the salesman who makes the big 

"he of the big sales that I am going to tell you 

is the sale of a plated stick-pin for 85 cents, 

_, is how it was made: 

" on of rather uncouth appearance, and who 

ed sensitive because of an impediment in his 
pacer ame into my store and asked to see some 
_, It is my custom to show the best ar- 
— line asked for first, and then work 
— if necessary, until I strike the level that 
a will be interested in, so I showed my 
ion stick-pins. He didn’t want them—he wanted 
a plated one, and after spending about 15 minutes 
with him I sold him one for 85 cents. I entered 
the sale, gave the customer his change, thanked 
him, and asked him if there was something else 
that I could show him. He grinned and said that 
he didn’t want a stick-pin at all, but that he wanted 
to see how I would use him. 

“Now,” he said, “I have two daughters that I 
think a Ict cf, and IT would like to buy them some 
nice watches.” This he did, and a short time 
afterward bought watches for his sons, He has 
continued to trade with me, besides sending me 
many other customers, 

I think while you may have been puzzled at 
first, as to why I considered the sale of a plated 
stick-pin for 85 cents to be a big sale, you now 
know that I had a good reason for thinking so. It 
wasn’t the selling of the stick-pin. It was selling 
myself to the customer so as to get his future 
business that was the big sale. 

Another sale that I consider a big sale was sell- 
ing a diamond for $1,800 to a woman who came 
into my stcre to price a three-stone Tiffany ring. 
During the conversation she showed me a pair of 
diamond earrings that she bought in one of the 
large cities, and considered them very fine. TI told 
her that I believed I had a stone that was a good 
match for her diamcends, and showed it to her. 
She was very much interested and said if I had 
the diamond after January 1 that she might buy it, 
but would not care to consider it before then. for 
she would have to draw the money out of the 
savings bank, and did not want to Icse the interest 
on that amount. I told her she could take the 
diamond then and pay for it on January 10. She 
said that she would think it over. A few days 
later she sent a friend in who said that Mrs. Blank 
had decided to take the diamond then and pay for 
it January 10, if that was perfectly satisfactory to 
me. I told the friend that it would be perfectly 
satisfactory to me, but that I would like to have 
Mrs. Blank come in and see me, for there was 
something I wanted to tell her about the stone 
hefore she fully decided to take it. I did not see 
her until the 10th of January, and then she came 
into my store to pay for the diamcnd. I asked 
her if her friend didn’t deliver my message to her 
in October. She said, yes, but that she had been 
away, and it was about the first chance she had 
had to come in, and wanted to know what T wanted 
to tell her. I told her that at the time I showed 
her the stone nothing was said about it being per- 
fect, and I wanted her to know that there was a 
minute speck in the diamond that could be seen 
only with a strong magnifying glass. I also tcld 
her that the diamond was good value for the price 
I was asking for it. ‘“‘Well,’’ she said, “if that is 
all, I guess that won’t trouble me any.” Then she 
said that she had left her glasses at heme and 
handed me her check-book and asked me to fill 
out a check for the right amount and that she 

thought she could see well enough without glasses 
to sign it. While I considered it a good sale as 
far as the money I got out of it was concerned, 
I considered selling myself to her in the way I did, 
would amount to a great deal more, and my judg- 
ment proved true, for she has continued to trade 
with me, as well as the family she lives with, and 
I know that her influence has been the means of 
getting me a considerable amount of business. I 
figure, as a matter of policy as well as honesty, 
that it would have been better for me, and it would 
have proved as big a sale, to have forfeited it 
rather than to have sold the diamond without tell- 
ing about the speck in it. For some time, when 
Mrs. Blank was having the ring cleaned or re- 
paired by some other jeweler, he might have called 
her attention to the speck, and Mrs. Blank would 
have wondered why I had not told her that the 
diamond was imperfect, and I probably would have 
lost her confidence and future business, as well as 
that of her friends. 

In the discussion at one of the breakfast talks, 





at the convention in Louisville last year, a subject 
similar to the one I have been talking to you about, 
was discussed, and all the argument seemed to be 
in favor of selling the customers as much as pos- 
sible, without regard to whether he could afford it 
or was going to be satisfied with the purchase. I 
believe this policy altogether wrong and such sales 
might prove to be boomerangs. 

A big sale is made, when the sale satisfies the 
customer, and does not prove a burden to him. 
Is not the most important sale made when the 
customer first enters your store? Is not that the 
“big sale,” whether it is 85 cents or thousands of 
dollars? Then let us make the big sale in such a 
way that it will buy the confidence ef your cus- 
tomer, and let the amount of profit to be derived 
from it be a secondary consideration. This method, 
I believe, will make secure a growing future busi- 
ness. 


Greetings and expressions of goodwill 
and co-operation were brought to the con- 





EUGENE TANKE, CHAIRMAN FINANCE COM- 
MITTEE OF BUFFALO CONVENTION COMMITTEE 


vention from the Sterling Silverware 
Manufacturing Association by Frederick S. 
Taggart, Secretary, and who was the next 
speaker presented. Before taking up his 
subject Mr. Taggart told the gathering that 
owing to illness C. W. Harmon, President 
of Sterling Silverware Manufacturers’ As- 
sociation, who was scheduled to talk, could 
not be present. After these remarks the 
speaker took up his subject and his account 
of his speech will be found on pages 155 
and 157 of this issue. Mr. Harmon’s address 
as prepared for delivery here appears on 
page 157f. | 

At the conclusion of Mr. Taggart’s re 
marks President Everts expressed the hope 
that the retailers and the silverware manu- 
facturers would get together and work out 
to the satisfaction of all, whatever differ- 
ences exist. He remarked that the trouble 
with most retailers is that they have too 
much silverware on hand and expressed the 
belief that if less of this product was car- 
ried more would be sold and a quicker turn- 
over realized. 


ADDRESS OF FRANK STOCKDALE 


Speaking from the customer’s viewpoint 
Frank Stockdale of Chicago told the jewel- 
ers some interesting things he observed 
about the jewelry business in his travels 





through 46 different States. The title of 
his address was “Keeping up Sales Volume” 
but the speaker did not confine his remarks 
entirely to this subject. 

In opening he pointed out that the need 
of organization is becoming greater as the 
time goes on. Industry, he said must be 
protected and there is no better way to do 
this than through organization. The points 
on which we are protected, Mr. Stockdale 
remarked, are never appreciated until we 
are pinched. 

Continuing, he said, many merchants fail 
because they fall down in showing goods. 
It is often the way goods are handled that 
adds to their beauty. In making a proper 
show of merchandise, the speaker pointed 
out, a merchant can impress the customers 
more than any salesman could do by word 
of mouth. 

Mr. Stockdale placed the buying public 
in three classes, the upper, the medium and 
the lower. When business is booming, he 
said, the lower “crust” will advance into 
the middle class, and when business is suf- 
fering a slump the upper class will fall 
down to the middle “crust.” When times 
are bad in the drug business he remarked 
they often take on a side line to offset some 
of the loss. He estimated that the jeweler 
may profit by this and likewise install a side 
line which will fit into his store and in this 
manner offset some of the depression in 
business. 

The speaker told how he enjoyed visit- 
ing some jewelry stores because they radia- 
ted such a “homey” feeling. People, he re- 
marked, buy jewelry on the base of confi- 
dence, so for this reason it is important 
for every jeweler to instill that feeling 
into his customers. The cutting of prices 
in jewelry is often the reason why people 
lose their confidence in some jewelers. 

The falling off in the volume of sales and 
its importance was emphasized by the 
speaker who used figures to illustrate his 
point. The speaker stated that in his opin- 
ion one of the best ways to get people into 
a store was by offering “specials” selling 
not over $1. Such sales, however, are hard 
to handle in a jewelry store, the speaker 
remarked, who also stated that another im- 
portant thing necessary in a jewelry store is 
good salesmanship and a personal touch. 
Mr. Stockdale told how he thought the sale 
of sterling silverware could be built up. 
Another important feature contributing to 
the success of a jewelry store is that of 
having a big assortment of goods on hand, 
said Mr. Stockdale. In closing he said that 
the jeweler can not get a turnover unless 
he gets the volume and the volume can not 
be obtained unless the merchant has a big 
assortment. 

Following this address, President Everts 
introduced as the next speaker, Samuel 
Swartchild whose address appears in full 
on page 157. 

Edward H. Hufnagel next reporting for 
the committee appointed to confer with a 
committee from the Sterling Silverware 
Manufacturers’ Association, stated that 
progress is being made and that a meeting 
of these bodies would be held in New York 
next week. 
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EVERYBODY KNOWS 
THAT THE STONE HOUSE OF 


4 


S. NATHAN & CO. 


71-73 
Nassau St. 


NEW YORK 


58 RUE LAFFITTE 
PARIS 


CARRIES IN STOCK AT ALL TIMES 


EVERYTHING IN THE STONE LINE 


SEND US YOUR NEXT ORDER AND BE CONVINCED 
SAVE TIME, TROUBLE AND MONEY 




















Seth Thomas Tambour No. 8 


Wm. Hobbs Clock Co. 


Incorporated 


10-12 Maiden Lane, New York 


Wholesale Distributors 

Seth Thomas Clock Co. 
New Haven Clock Co. Sessions Clock Co. 
Waterbury Clock Co. Wm. L. Gilbert Clock Co. 
Herschede Hall Clock Co. Western Clock Co. 


ART WARES _ 


In 


Silver Decorated Bronze 
Gold Encrusted Bronze 
Florentine Iron 
Line on display in New York 
until October Ist, Hotel Imper. 


ial, Broadway and 32d St— 
Mr. A. E. Day. 


Smith Metal Arts Co. 


887 Niagara St. 
. Buffalo, N. Y. 
































NOW IS THE TIME TO TALK ABOUT CLASS PINS 
AND RINGS. Our success is not due from the profits 
we make, but THE SERVICE WE RENDER. After our 
second year in business we have fostered A CONFI- 
DENCE THAT IS HARD to SHAKE. If you want to 
build up your Class Pin Business SEND THE WORK TO 
S. KAPLAN and he will do the rest. 


S. KAPLAN 


Manufacturer to the trade exclusively of 
Class Pins and Rings 


108 Fulton St. New York 





QUALITY SERVICE 
REASONABLE PRICES 


CHAS. F. 


DAMM 


MANUFACTURING JEWELER 


Serving the Trade Since 1889 Making and Repairing 
Everything in Jewelry 


Send us a trial package 
703-711 MAIN ST. BUFFALO, N. Y. 
































We wish to thank 
you all who attend- 
ed the Convention 
for the kind expres- 
sions about our unusual 
Velvet Window Trims. 


Robins, Bladen & Robins 


RING MAKERS 
BUFFALO, N. Y. 





SAMUEL HOFFMAN 


Certified Public Accountant (N. H.) 


Specialist in 


JEWELRY and KINDRED INDUSTRIES 


38 Park Row, New York Cortland 1394 








LEATHER WATCH STRAPS OF EVERY DESCRIPTION! 
For the Jewelry Trade. We also sew straps on watches to fit any size lugs. 
Write for Prices, or send us Samples of what you are using, and we will quote Our 

Best Prices. ‘ 
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Rosenthal & Stark 


12 EAST 12th STREET 


Specialists in the Manufacture and 
Repairing of Leather Watch Straps 
NEW YORK CITY 














The Buyers’ Directory 


Price, $1.00 The Jewelers’ Circular Pub, Co., New York 
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A brief report was made by August Loch, 
Pittsburgh, on the Roberts Memorial Fund, 
of which he is president. This was merely 
a summary of how the fund was collected. 

The report of the auditing committee was 
submitted by B. J. Hagamann, Chicago, and 
after being read was ordered filed. It fol- 
lows: 

REPORT OF AUDITING COMMITTEE 


Committee of the 


Report of the Auditing bd 
- Jewelers Association 


American Natic nal_ Retail 


in convention assembled: 
The Auditing Committee have examined the 
books of the secretary and treasurer, and find 


ee itted. 
em correct 4s submitted. 
. (General Fund) 
Aug. 26, 1920, cash Palances. ..60s00% $3,170.41 
Omaha Building & Loan Stock...... 3,000.00 
Total ASSES 0 sec crccsescesece $6,170.41 
Receipts ..cssccecccceerscccccccscese 12,021.64 
Interest on daily balance............ 62.67 
$18,254.72 
Disbursements ......-+-+++++e- 10,682.64 
etek BANGER 4 oss oer 10 Sie ower ele $7,572.00 
Henry F. STecuer, 
E. J. ScHEER, 
Bb. J. HAGEMANN, 
Geo. F. Breacu. 


A further report on the Roberts Memo- 
rial Fund, showing the financial condition 
of this fund was presented by Henry F. 


Stecher, treasurer, Milwaukee, Wis. This 
report reads: 

The Roberts National Memorial Fund Asso- 
ciation, Incorporated; A. L. Thoma, Secretary, 


Piqua, Ohio. 
August Loch, President, Pittsburgh, Pa. 
Henry F. Stecher, Treasurer, Milwaukee, Wis. 
MILWAUKEE, Wis., Aug. 1, 1921. 
Treasurer’s Annual Report to the Roberts Na- 
tional Memorial Fund Association, to the American 


National Retail Jewelers Association in annual 
convention assembled at Buffalo, N. Y., Sept. 16, 
1921. 

Gentlemen: 


The treasurer’s report is brief, as there were 
only interests receipts received in the past year, 
which I submit herewith. 








Nov. 1, 1920, interest on Panama Bonds $50.60 
Dec. 15, 1920, interest on 2d Liberty 

J Se ee me ptteeee 21.25 
Dec. 31, 1920, interest on savings ac- . 
ea eee nce, coiaca wheter 7.78 
May 1, 1921, interest cn Panama Bonds 50.00 
May 15, 1921, interest on 2d Liberty 
INN e502, anaes ia nip 9,0 a Cie ROE 21629 

June 30, 1921, interest on savings ac- 
IE ul hi thse Ad 14s SN NN a A hw aS NI a. wR 8.96 
COCEE LOCOS 66 sskin 4-04 0ee anew sicce $159.24 
Aug. 1, 1920, cash balance on hand.... 509.95 
Disbursements $669.19 
Oct. 23, 1920, Hackett, Hoff & Thier- ; 
mana (treasury bond)... tss0.ccws 2.50 
Aug. 1, 1921, cash balance on hand 
(Second Ward Bank).......3.. ‘ $666.69 
Investments for the Fund— 
Second Liberty Bond No. 1,343,343 $1,000,00 
Two Republic Panama bonds and pre- 

PMED, av oe hikiesue ieee nese leletess 2,050.00 
Aig, 1, 1921, total agsetss <...0s000 $3,716.69 
Respectfully submitted, 

Henry F. Stecuer, Treasurer. 


Auditing Committee: E. J. Scheer, B. J. Haga- 


mann, Geo. F. Leach. 


One of the most important and compre- 
hensive reports submitted was that handed 
in by the resolutions committee. This re- 
port was read by Gustave Keller, Appleton, 
Wis. and was adopted as presented by 
the committee. It is as follows: 


THE JEWELERS’ 


Resolutions 
We, the representatives of the American Na- 
tional Retail Jewelers Association in convention 


assembled in the City of Buffalo, N. Y., Sept. 13 
to 16, 1921, hereby give expressicn to the fol- 
lowing sentiments, statements and declarations: 
Reccnstruction, realjustment; a return to normaley 
is the great problem of the hour. To speed 
this is the patriotic and humane duty of every 
citizen. Contentment, happiness, security, business 
prosperity depend upon it. 

7 * * 

We pledge to President Harding and his ad- 
ministration full and loyal support in all efforts 
to bring about a speedy return cf normal con- 
ditions. 

* * * 


We call upon all jewelers of the land to set 
aside all pessimism and dispel all gloom with 
the sunshine of optimism. We ask them to 


busy themselves with the restoration of hope and 





GUSTAVE 


KELLER, 
COM MITTEE 


CHAIRMAN RESOLUTIONS 


bring 
back 


confidence. One cunce of optimism will 

prosperity and right business conditions 

quicker than a dozen pounds of pessimism. 
* * * 


The nations cf the world are groaning under 
the burden of debt and taxation mainly due to 
war. The quickest way to reduce debt and 
taxation is to stop spending. Ninety per cent. 
of the Federal Revenue we are told goes to pay 
for past wars and to maintain war establish- 
ments. We hail with delight and congratulate 
the President for calling the coming conference 
on world disarmament, and express the hone 
that the nations may recognize the inhumanity 
and futility cf war, and pray that under the 
leadership of our benign nation the peoples of 
the world may be led to lasting peace and inter- 
national good will. P 


* * * 
We hereby instruct the national officers to 
communicate to the President our heartiest  ap- 
proval of his call, and to express to him best 


wishes for the complete success of the confer- 
ence. While we earnestly protest against any 
discriminatory tax being laid against jewelry and 
kindred goods dealt in by the jeweler, we ear- 
nestly protest against the continuance cf the 5 
per cent. excise tax, and demand its abroga- 
tion. We resent having the goods of the jeweler 
disparagingly referred to as “luxuries,’’ and then 
having a special or higher tax laid therecn than 


upon other merchandise. We contend that the 
jewelers’ wares are as essential to the needs, 
happiness and ccntentment of life as any other 


form of merchandise. Life does not imply ex- 


istence alone. 

As a ccmponent part of the commercial life 
of the United States we ask ‘‘fair play,” and re- 
spectfully request of congress that full and _ pro- 
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found consideration be given to the representa- 
tives of the jewelers of the United States as 
made by the Jewelers War Revenue Tax Commit- 
tee, headed by Mr. Meyer D. Rotschild, as chair- 
man, 
* * * 

We further protest against the payment of a 

bonus to producers of gold as provided for in the 


so-called McFadden Bill, as dangerous and un- 
American. 
We liereby instruct our national officers to 


communicate this statement to the proper national 
officers and committees, 
* * 

To supply our country with a sufficient number 
of competent and expert watchmakers is one of 
the great tasks and problems confronting not 
only the jeweler, but the people of America and 
the United States as a nation. We applaud the 
advent of the “Horological Institute of America,” 
recently founded in Washington; recognize in its 
founding the beginning of a new era for horo- 
logical advancement in our nation; pledge to it 
the full support of cur association, and hereby 
call upon all the jewelers of the country to give 
to it their most complete co-operation, morally 
and financially. 

* * * 

The sterling silver problem is_ still 
vexatious, unsatisfactory, and hence unsettled; 
spelling great Icss to manufacturers as well as 
retailers. We urge our national officers to con- 
tinue presenting this matter to the sterling sil- 
ver manufacturers until heed has been given to our 
representatives and a mutually satisfactory solu- 
tion has been arrived at. 

_ * * 


with us 


The present depredation of mail and express 
is startling, evidencing a crime wave of unusual 
extent. To assist those in authority and in 
charge of the transportation of mail and express 
matter, we call upcn all jewelers to refrain, for 
the time being at least, from placing upon parcels 
sent out by them any label, designation or mark 
showing that package or parcel emanates from a 
jewelry store. ‘The jeweler is a favored victim 
of the hold-up and burglar criminal. To insure 
additional and more efficient police protection and 
to bring about better police co-operation between 
communities within a State, and even between 
States, we respectfully recommend to the various 
State authorities the earnest consideration of the 
establishment of a State Constabulary or police 
force, and, of such changes pertaining to the 
office of sheriff as will insure greater police 
efficiency and protection. 

* 


We hereby direct our national officers to com- 
municate these recommendations to the Governors 
of the various States of the Union, and to the 
National Bankers Association. As a= specific 
means of pretection, we recommend to all jewel- 
ers to associate themselves and co-operate with 
the Jewelers Security Alliance. We further urge 
them to give every possible thought to the pro- 
tection of their goods, both by day and night. 


+ * +. 
Organization has proven its worth to the re- 
tail jewelers. All sought has not yet been ac- 
complished, largely because there has not been 


complete enough co-operation among the craft. 

All cost leaks have not yet been stopped. 

Free engraving is still being done. 

Watches are still being loaned 
charge, 

Unreasonable time guarantees are still given. 

All this costs the jeweler money. If of value, 
this should be paid for. If no value, why do it? 

Valuing goods sold by other jewelers is still 
practiced some. This is unethical and destruc- 
tive of public confidence in the jeweler, and 
should cease. 

Fetty frictions and jealousies still exist among 
some of the craft, unbecoming to men engaged 
in a business as lofty as that of the jeweler. 

Goods with a fixed price, but insufficient profit 
considering ccst of doing brsiness, are still being 
sold. Most unwise. 

The retailing jebber is still being patronized by 
many. Is it in the interest of the retail jewelry 
business and fair to the jobber who is fair to the 
retailer, to continue 4 


out without 


doing so? 
These and many other ills can only be mitigated 
and eradicated by and through organization. 
* * * 


We therefore recommend again most strongly 
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PERLRIS 


The Newest Idea in Bracelet Watches 
Practical—Attractive 


Perlris watches are adjustable to the wrist. The adjustable feature is 
essential. Bracelets made of high grade indestructible pearls strung on foxtail 
chain assuring durability. 

Perlris watches supplied in 14- or 18-Kt. white gold also Sterling Silver 


Hipp. Didisheim Co., Inc. 
SAN FRANCISCO 26 W. 36th St., New York CHICAGO 


H. Z. Kimes 116 S. Michigan Ave. 
704 Market St. Chaux-de-Fonds, Switzerland 
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up and strengthening of State or- 


a ee d local or district clubs. Greater 
Tae be made to bring into the organiza- 
eiio: 


tion movement every jeweler of our country. 
We heartily approve | of the actions of the 
‘onal officers in putting into service a Field 
prec considering this the very best means 
ening the extension work formerly done 
.- lamented Col. Shepherd, and express the 
be that our officers may find it possible to con- 


tinue this service. ae 


As a further. means of making our work more 
effective, we recommend that the mid-winter con- 
ferences, discontinued on account of the war, be 
oe spot with pride to the National Mutual 
Fire Insurance Co., as one of the fine results of 
organization. Not only is it making member- 
ship in our association a thing of money value, 


but it is proving itself as well a bulkwark for 


ization. 
the whole organ Ee 


We urge every jeweler to help himself by 
taking out all fire insurance possible in our own 
fire insurance company. By so doing he will fur- 
ther be adding strength to our organization. 

Appreciating the value to the trade of proper 
publicity, we endorse again, and urge the con- 
tinuance of the publicity movement, calling the 
attention of the public to jewelry as “Gifts that 
Last,” and acquainting it with the real value, 
sentiment and service of the jeweler’s art. 


We again approve most heartily the work of 
the Research Bureau, the Jewelers Vigilance Com- 
mittee and the American Fair Trade League. 
We fully appreciate service rendered, and sin- 
cerely thank the gentlemen who are giving such 
valued aid to these movements, and_ respect- 
fully ask the continuance of their efforts, and 
pledge to them the fullest co-operation of our 
association. 

* * * 

The A. N. R. J. Association feel the time has 
come when the railroad watch inspectors should 
receive due recognition from the railroad officials 
for the valuable service they render the rail- 
road companies by giving their employes correct 
standard time. That the railroad watch inspectors 
should be paid a fee for every watch they inspect 
for a railroad employe, and that the watch in- 
spector’s name should be put on the regular payroll 
of the railroad company; that the railroad watch 
inspectors are entitled to free transportation far 
more than the railroad attorneys, physicians and 
surgeons, oculists and contractors. 

* * * 

No single factor is of more vital value to the 
jeweler and organization work than the trade press. 
It is the one great source of information for the 
jeweler, and the strong right arm of our or- 
ganizations. 

We salute the press; gladly accord it due 
praise, and thank it for its efforts. It has been 
the jeweler’s friend, and all we ask the jewelers 
is to give to “‘Our Press” their full and loyal sup- 
port. The Trade Press should be _ supported 
faithfully and read carefully. 

* * * 

We mourn as a national loss, and a great per- 
sonal one to the jewelers of America, the death 
of our honored friend and benefactor, Col. John 
L. Shepherd, which occurred at Pasadena, Calif., 
on Fed. 21, 1921. 

We rejoice, however, that he lived. We thank 
Divine Providence that He gave to our Colonel 
the fullest of years and for service, which be- 
cause of these, the Colonel was able to give us. 
He has set up monuments of affection in the 
hearts of the jewelers of America that will be an 
inspiration for all time, urging all to “Carry on” 
in the work which was so close to his heart. To 
his beloved life’s companion for over 50 years, we 
express not only deepest sympathy in her loss, but 
Pledge to her that same friendship for the bal- 
ance of her life that we held for her beloved 
spouse. 

The national officers are hereby directed to com- 
municate to Mrs. Shepherd the sentiments of this 
‘convention. 

That the memory of Col. Shepherd may be 
perpetuated in some tangible form or manner, the 
national officers are hereby directed to consider 
and decide upon the nature or form of the me- 





morial and are further hereby authorized to pro- 
ceed in the matter as their best judgment may 
dictate. 

+ * * 

We beg to express sincere thanks to Mr. Charles 
A. Robinson, president, Chamber of Commerce, 
and to Mr. Charles T. Evans, representing the 
jewelry trade of Buffalo, for their cordial word 
of welcome to the Buffalo Retail Jewelers Associa- 
tion; the New York Retail Jewelers Association 
and the Wholesalers and Manufacturers of Jewelry 
and kindred lines of Buffalo for the wonderful 
entertainment and hospitality afforded, and to the 
Lafayette Hotel for the many kindnesses and 
courtesies, as well as to all others who in any 
way contributed to the success of this conven- 
tion. 

Last, but by no means least, do we express to 
President Everts and each and every officer of 
the association, heartfelt and sincere thanks and 
commendation for the unselfish and splendid work 

















HARRY N. CLARK, VICE PRESIDENT OF THE 
NEW YORK STATE ASSOCIATION 


done during the past year. We assure them of 
the profound gratitude of every member of our 
association, 
GUSTAV KELLER, 
FRED N. DAY, 
ALVIN MAGNON, 
HENRY HAUSMANN, 
EUGENE TANKE, 

Just before the resolutions were finally 
passed President Everts relinquished the 
chair in favor of Charles T. Evans, Buffalo. 
He called upon Secretary Anderson to re- 
port on the awarding of the Roberts and 
Combs banners. His report showed that 
the Roberts banner was won by Texas 
which State showed a gain of 29 members 
during the year. For the largest percentage 
of gain in membership Florida was awarded 
the Combs banner. 

Secretary Anderson next read a number 
of telegrams, one stating that J. P. Archi- 
bald, of Blairsville, Pa., an ex-president of 
the A. N. R. J. A. was sick at his home. 
A letter also informed the gathering that 
Mrs. Shepherd, widow of the late Colonel 
John L. Shepherd, is regaining health at the 
home of Charles Manahan, Pasadena, Cal. 

Several written invitations bidding for 
the 1922 convention were received by the 
secretary but they were not read. George 
A. Brock, made a bid for the convention in 


1922 on behalf of Los Angeles, Cal. It 
finally was left to the discretion of the ex- 
ecutive committee to make the choice. 

A long and heated discussion next arose 
over the question of whether the dues of 
the national association should be in- 
creased from $2 to $5. A vote was finally 
taken with the result that the dues to the 
national association will, after Jan. 1, 1922, 
be $5 per year. John P. Hess and L. C. 
Hull acted as tellers in counting the votes 
on this question. 

Next came the important business of 
electing officers for the ensuing year. The 
first nomination presented was that of Jean 
R. Tack, Newark, N. J., for president. 
After the nomination had been seconded by 
Conrad J. Brotherly, Newark, Mr. Tack 
arose and told the members that inasmuch 
as he could not devote the proper time to 
the office he was compelled to decline. He 
then nominated Edward H. Hufnagel, 
Mount Vernon, N. Y., for the office of 
president. This was immediately seconded, 
and one ballot cast by the secretary elected 
Mr. Hufnagel as president. He graciously 
accepted the office and then the election of 
the remainder of the officers was taken up. 
The following were chosen to serve with 
Mr. Hufnagel: first vice-president, Arthur 
G. Mansur, Burlington, Vt.; second vice- 
president, Joseph Mazer, Omaha, Nebr.; 
secretary, A. W. Anderson, Neenah, Wis.; 
and treasurer, Conrad J. Brotherly, Newark, 
N. J. The executive committee is composed 
of the officers and in addition the following 
were elected: Lester F. Lawrence Gales- 
burg, Ill. to succeed himself and Arthur A. 
Everts, Dallas, Tex., to succeed Mr. Man- 
sur. 

A feature not on the program was the 
presentation of a handsome sterling silver 
loving cup to retiring president Everts by 
the members of the association. The pres- 
entation was made by Joseph Mazer in his 
graceful and eloquent manner. Mr. Everts 
accepted the gift and told the givers that 
he would always keep it before him as a 
constant reminder of the pleasant days he 
spent in office. 

The final business of the convention was 
the transferring of the Roberts Memorial 
Fund to Mr. Brotherly the new treasurer, 
and the placing of Mr. Brotherly on the 
executive committee of the Fund association 
to fill the vacancy caused by Colonel Shep- 
herd’s death. After a vote was given to 
the jewelers, of Buffalo, for the splendid 
entertainment furnished and an expression 
of appreciation was made by the ladies at- 
tending the convention, to the ladies of Buf- 
falo, the 16th annual convention came to a 
close at 2:15 p. M. 

The members of the Buffalo Conven- 
tion Committee who had charge of the 
affair were: 

Charles T. Evans, general chairman. 

Arthur J. Block, treasurer. 

Finance:—Eugene Tanke, chairman; 
Louis B. Striker, Albert Zilliox, August 


H. Hoyler, Edward A. Eisele, Emil 
Block, Nathan Steigerwald. 
Entertainment: — Wm. F. Ehmann, 


chairman; Gustav A. Frisch, vice-chair- 
man, John J. Diebold, Louis Schutt, Ed- 
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popular Napter-Bliss novelty—the pocket flask! 


Napier-Bliss novelties find a quick Nile gold stripings. They may be had 
sale because no matter what turn Fashion in eight different sizes in forty or fifty 
takes, they’re right on hand to meet each designs, 


new whim. : ‘ : 
These pocket flasks are in every way In excellence of workmanship, superior 


smart, up-to-date and practical. © They quality of materials and beauty of finish 
have patented, non-leakable tops with and design, Napier-Bliss novelties have 
threaded, hinged caps and are beautifully established their leadership beyond 
designed with attractive red gold and question. 

THE NAPIER-ELISS COMPANY, 366 Fifth Avenue, New York 


Main Office and Works: MERIDEN, CONN. Established 1878 28 Rue d’Hauteville, Paris 
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Full Report of the A. N.R. J. A. 


gar N. Block, Ralph E. Smith, J. Nelson 
van der Voort, Richard J. Petersen, Ar- 
thur B. Warner. . 

Publicity:—Alfred O. Bald, chairman; 
Edward Leininger, vice-chairman; Harry 
C. McCormack, Jerome Scherer, W. G 
Woodward, Boyd Evans, Geo. R. Trav- 
ers, Rudolph Warner, F. P. Van Inwagen, 
Charles F. Damm, Leopold Block. 

Hotel:—Fred J. Dorn, chairman; Frank 
Ehrenfried, vice-chairman ; Robert M. Ober- 
nauer, Emil Dettling, Herman Reinhardt, 
Adolph Block, Samuel Cohen, Meyer Bock, 
Fred C. Smith. 

Reception:—John J. Diebold, chairman ; 
Frank Striker, vice-chairman; Berthold 
Block, Ed. Heintz, Max Robbins, Benj. 





MRS, CHAS. T. EVANS, CHAIRMAN OF LADIES’ 
COM MITTEE 


Freedman, J. G. Dahlsted, Henry Nise, H. 
P. Schultze, Simon Cohen, Moses Cohen, 
R. M. Bartsch, W. H. Craft, W. A 
Buehl, Wm. E. Graeber, A. B. Gamler, 
Hugo Kuster, F. D. Kelsey, Sol. L. Levy, 
Louis Meyers, Frank P. Nuse, Henry 
Prussman, Chas. G. Oelheim, John Schaefer, 
Joseph Schmidt, George Haffa, S. B. Svens- 
son, T. L. Terry. 


Buffalo Women Help to Make Convention 
a Big Success 

One of the things that marked the con- 
vention of the A. N. R. J. A. here was the 
earnest and enthusiastic co-operation which 
was given by the wives, not only of the local 
retail jewelers, but of the manufacturers 
and wholesalers as well. 

A large committee of ladies, under the 
chairmanship of Mrs. Charles T. Evans, 
wife of the local convention chairman, saw 
that the many visiting ladies had an enjoy- 
able time every minute of their stay in 
Buffalo. 

One of the principal events in the enter- 
tainment by the ladies’ committee was the 
tour of the city which was held on Tues- 
day afternoon for the visiting ladies. Stops 
were made at the fine St. Joseph’s Cathedral 
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in Delaware Ave., which the ladies in- 
spected, the Albright Art gallery, where 
they were met by a committee and the His- 
torical building, nearby, which they also 
inspected. 

The tour ended with a dinner at the Buf- 
falo Yacht Club where a seven course din- 
ner was served. 

On Monday evening, a reception was held 
at the Hotel Lafayette for arriving visitors. 
There were a number of other affairs for 
the visitors, also. Among them were a 
luncheon at the Buffalo Consistory on 
Thursday and a picnic supper in Delaware 
park Friday, which were given by Mrs. 
Charles T. Evans. Mr. and Mrs. Alfred O. 
Bald also held some receptions for the visi- 
tors. Mr. and Mrs. William F. Ehmann 
were also active in the entertainment. 

Members of the ladies’ committee were 
constantly on hand at the hotel to assist the 
visitors in any way they desired, showing 
them where to shop, etc. There was some 
kind of an affair for their entertainment go- 
ing on almost constantly. 


Echoes of the Convention 


The song book was in evidence from the time 
of the dance and reception given the visiting 
delegates, Monday night up until the close <f 
the sessions. The selection of songs was good 
and made from various sources. Many of them 
had verses that were paraphrases that part’cu- 
larly applied to the jewelry trade, a great number 


of these being the work of ex-President Rindt 
of the Indiana Association, already used and 
published in the JEWELERS’ CrircuLar, while 


others were prepared by Alfred Bald, who got 


up the volume used. Among the most popular 
of the paraphrases was that of “Humming” 
which reads: 

Keep on plugging, although our trade is bum, 
Keep on plugging, although the day is done; 
Bright days are coming, sunshine and cheer; 
Just keep on plugging, gloom will disappear 


Just keep on plugging, the world will smile at you, 
Some day your dreams will come true. 

Just plug, my son, as you travel along. 

And I'll keep a’plugging with you. 


The paraphrase of “Old Black Joe,” 
always sung with vim, ran as follows: 


which was 


Gone are the days 
When crystals were ten cents; 
Gone are the days 
When mainsprings fifty pence. 
Gone from the bench, 
Yes, gone for evermore— 
Our watch repairs are still inclined 
To soar, soar, soar. 


They’re coming, they’re coming 
Our work has just begun 

To make a million bracelet watches 
Run, run, run. 


Gone are the days 
When we did engraving 
Gone are the days 
When we worked without a fee 
Gone from the earth, 
Yes, gone for evermore; 
We’ve been the goat so long that we 
Are sore, sore, sore. 


free; 


We’re coming, we’re coming, 
We’re coming to our own; 

We’ve just begun to get the meat 
Instead of the bone. 


Gone are the days 
Of an endless guarantee 
When we replaced 
Everything worn out, Scott free. 
Gone, gone for good, 
The custom’s out of line; 
Our wares were not intended 
To outlast all time. 
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We’re coming, we’re coming, 
We’re coming now to know 

This custom should have been discarded 
Years, years ago. 

The 
sessions, at the 
ticularly at the 
Canadian shore, 


the opening of all 
conferences and par- 
outings on the 


songs were sung at 
breakfast 


reception and 
+. * * 
The trip to Crystal Beach, Canada, was heartily 
enjoyed by the jewelers and their wives to the 
number of 500, many of whom had never before 
been on one of the great lake steamers that 
carry 3,500 passengers. Crystal Beach, Ont., had 
been kept open until Thursday especially to ac- 
commodate the visiting jewelers and the various 
amusements also remained open until the last 
jeweler had gone. With the departure of the 
boat for Buffalo, containing the jewelers’ party, 
at 11 Pp. M., the beach closed for the season, and 
this fact was announced by an electric sign and 
fire works at the end of the pier. The Clifton 

















MRS. WM. F. EHMANN, VICE CHAIRMAN OF THE 
LADIES’ COMMITTEE 


House at Niagara Falls, where the jewelers were 
entertained Wednesday had also been kept open 
a few days longer to accommodate the conven- 
tion guests and the dinner of these jewelers 
was the last served at the hotel. 


* * * 


Sam “White Gold” Bolles was much in evi- 
dence and his winning smile beamed on every 
one that asked him about Bolles gold. 

* + * 


The exhibit of synthetic gems at the Heller 
booth was an attraction that entertained nearly 
all the visitors. 

* * ” 

One of the most distinguished visitors at the 
convention was Mrs, Elizabeth’ Dickinson, head 
of the great jewelry house of T. & FE. Dickinson, 
the oldest in Buffalo. Mrs. Dickinson was 
heartily greeted by a host of friends, both in the 
wholesale and retail business. Although over 
80 years old, she is still actively at the head of 
this great jewelry house, which she has con- 
ducted for much more than half a_ century. 
Mrs. Dickinson has an excellent eye for novelties 
and was among those dealers who purchased from 
the exhibitors at the convention. 

% . 7 

The ladies were entertained Tuesday by an 
enjoyable trip around the city in automobiles 
lent or driven by the wives of the Buffalo jewelers, 
They were first taken to the Catholic Cathedral, 
next to the Arkwright gallery and then to the 
Historical Society. After a drive around the 
beautiful boulevards of Buffalo, the party number- 
ing 125 proceeded to the Yacht Club where an 





(Continued cn page 157f.) 
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Special 6 Set Assortment No. 6666 
For $66.66 


Cased in Wooden Framed Leatherette Covered, Fancy Brocaded 


Silk Lined Cases. Solid Stock De Paris Ivory for Engraving 
No. 53—Round, Large Mirror, Hair Brush and No. 98—10-Piece Manicure Set...........ecc0. $5.25 
C Be Ria eee rg te eer Chee ae 8.75 : : : 
: —— ; . No. 90—5-Piece Boudoir Set, Large Size Round 
No. 55—Oval Bonnet Mirror, Hair Brush and Mirror, Brush, Comb, Puff and Hai 
ee iia a) ta nee 10.50 ee a a 
PRO conn cwmeteow sinew eons 13.25 


No. 93—14-Piece Combination, Richelieu Fancy 


Pattern .... 


You can order either for immediate shipment or have goods shipped later 














WRITE OR WIRE FOR AN ASSORTMENT 

















712 Penn Ave. 





THE HOUSE OF ORIGINAL IDEAS 





Pioneers in Ivory to the Jeweler 


S. DAVIS COMPANY 





Pittsburgh, Pa. 























September 21, 1921. 





THE JEWELERS’ 


CIRCULAR 


Full Report of the A. N.R. J. A. Convention 











: 


The Broadening Influence of Association Work 





f Thomas Roden, Second Vice-President of the Canadian National 
eg oo Association Which Was Read by O. M. Ross, Secretary 
of the Association 
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i and Gentlemen :— 
os Loney asked to address you on “The 
i influences of Association Work.” It 
broadening 1m ; 
is with some diffidence that q appreach this task 
as applied to a retail association, and I trust that 
you will be generous in your sympathy towards me 

“¢ [ tresspass upon ground that, to some extent, 
is foreign to me in relation to your national and 

mis. 

“" oreviite I have been engaged in the ‘manu- 

facture of jewelry and silverware, but, while en- 
gaged in this line of production, I have been 
intimately associated with wholesale and retail 
problems. I do not see how it is possible for one 
to be successful in the manufacturing business and 
have a disregard for the ultimate disposition of 
his goods, which is through retail channels; and, 
therefore, my study, to a large extent, has been 
the problem of the retailer. It is rather strange 
that some manufacturers are so indifferent to the 
final disposition of their products. This has been 

Jargely brought about by the fact that there was 
little opportunity for representatives of bodies 
such as yours to meet on common ground with 
either wholesalers or manufacturers and discuss 
how best a broadening relationship could be 
brought about that would give to you the full re- 
ward of your efforts in business. It is even dif- 
ficult, at times, to get the fullest sympathy and 
co-operation among retailers and unless one tries 
to develop a larger vision it is still more dif- 
ficult to get the co-operation of manufacturers and 
wholesalers, but in the country I represent, we 
have proved the success of co-ordinating these dif- 
ferent activities. 

I will not presume to suggest to you how you, 
in your country, should work out the problems 
of our trade, but I think you will agree with me 
that they can be solved only through some form 
of co-operation. If there is any position which the 
jeweler should occupy in his relations with the 
public, it is one of supreme confidence. In olden 
times the jeweler was the common trustee and 
‘banker for the community, and his activities were 
of a much more confidential character than they 
are today. Yet the trust which was then reposed 
in him is quite as necessary today. His wares 
are, or should be, of a lasting nature. They are 
largely of a gift character. The only test which 
the public can put them to is the test of time. 
You can readily imagine, then, how destructive 
of confidence in the trade it must be when, through 
‘lack of co-operation within the trade, goods pur- 
chased in good faith fail to answer that test—fail 
to come up to the standard of quality they are 
supposed to possess. 

It is 4 common saying that “we should never 
look a gift horse in the mouth,” but while our 
products are in many cases gifts, they are in 
‘much more intimate relationship to the recipient 
than horses. Furthermore, the giver, whatever 
he might be expected to know about horses, is 
not expected to be an expert appraiser of “Gifts 
‘That Last.” If the gift falls short of quality, 
therefore, the reflection is not upon the giver, 
‘but upon the trade which has presuined to ap- 
point itself as his “Gift Counsellor.” 

How this danger can be diminished and _ per- 
haps eliminated, will be touched upon later in my 
remarks. For I intend to take this opportunity 
of suggesting to you some lines along which co- 
operation with other branches of your trade, as 
well as within your own branch, can be of benefit 
‘to you. 

The four most important points, as I see them, 
are storekeeping, standardization of values, pub- 
‘licity, and what I will refer to as quality insur- 
ance. It is difficult to distinguish between the 
importance of these; but on some of them I feel 
much better qualified to speak than on others, due 
largely to the experience that we have had in 
*Canada. 

STOREKEEPING 

It is very important that an exchange of ideas 

‘should be brought about that will improve our 


relationship to each other and the character of the 
business. It is surprising sometimes when we 
came in contact with these from the smaller 
centers, how neglectful they are of some of these 
essentials, and it is also surprising with what 
eagerness they will listen to advice when it is 
given by responsible members of their craft or 
business with the confidence that it has been 
given for altruistic purposes. In this line I 
imagine that your association is already doing far 
more than I could suggest. It is a matter of pre- 
eminent interest and can be dealt with by re- 
tailers, among themselves, or in co-operation with 
each manufacturer in the merchandising of his 
particular line of goods. 


STANDARDIZING VALUES 


The next important feature is the standardizing 
of values. By that I do not mean an absolute 
agreement on prices; but there are many services 
which are rendered to the community which, in 
some cases, have been developed by custom, in 
others by eagerness to serve without regard to the 
value of the services rendered, and by over-con- 
sideration of sentiment in respect to business. 
When I emphasize these points, I do not wish to 
belittle any thought that you might apply to these 
particular items, but I do want to impress upon 
you the importance of making a fair charge for 
any service rendered in the conduct of your busi- 
ness; and the reason I am presuming to direct 
your attention to this is the fact that, in my own 
contact with retailers in Canada, I have found 
many dealers who have been too sensitive as to 
the dignity and value of their calling, and trade 
customs, or abuses have crept in to such an extent 
as to become a great handicap upon their busi- 
ness. To help them to overcome this weakness, 
we have seen fit to insittute price lists for the 
repairing of jewelry and silverware, and more 
particularly ‘for repairing watches and clocks. We 
had a two-fold reason for undertaking this work. 
One was to get proper compensation for the 
workmen engaged in the business, and the other 
was to secure a proper return for the services 
rendered to the community. I am not sure how 
far your association has gone in this matter; and 
I can quite understand that, with the immense 
territory you have to cover and the diverse in- 
terests you have to reconcile, it is no light prob- 
lem to ask for your consideration. But speaking 
from the experience of our association, I believe 
we have done work of great benefit, not only to 
the small dealer—who is ignorant of so many of 
the business problems, more particularly as to 
overhead expense—but also to the larger dealer, 
who so often makes a special and unprofitable 
effort to render a particular service. We have 
done this by removing the disparity between his 
price and that of the smaller jeweler. At the 
same time we have brought about a better standard 
of service which the community had a right to 
receive with such responsible functions as _ the 
jeweler discharges. Co-operation made this pos- 
sible, and, surprising though it may seem, the 
co-operation of the manufacturing and wholesale 
branches played no small part. 


PUBLICITY 


I will now touch lightly upon the publicity 
question, which I know you have to a large ex- 
tent developed and which we have attempted in a 
more modified form, but with a great measure of 
success. We have discovered in our short expe- 
rience that there is only one way in which this 
can be done to rightly emphasize the importance 
of the business, and that is on a co-operative basis. 
It has been our experience that the local news- 
papers are the best channels by which the local 
jewelry trade can get returns from its advertising. 
It is possible you will have an address upon this 
subject, and I might be trespassing upon the 
recommendations of others in presenting these 
views, but I am pleased to be able to testify to 
the benefits that we have received from you in 


instituting this service for our trade which I be- 
lieve will be of immense benefit. 
QUALITY INSURANCE 

It is often argued that it is best that the 
branches of manufacturing and wholesale and re- 
tail selling should keep themselves separate in 
their different avenues of business. But if we take 
a broader outlook on our relationship to one 
another, we can easily see great benefits in the 
exchange of views and in co-operation in dealing 
with problems, and, as a result, how we can 
more quickly and more effectively render service to 
the whole trade. I do not think we have in many 
years been so affiliated as now, with endeavors to 
legislate for everything, and our trade, in com- 
mon with others, has been selected as a victim 
for very ill-digested legislation. If our interests 
are combined, it is very much more practicable 
to study these problems and to effectively com- 
bat them, than when each is working without re- 
gard to the problem of the other. We have in 
Canada found an immense benefit in that partic- 
ular. One important work we did was in the cre- 
ation of standards of quality by the enforcement 
of the Gold and Silver Marking Act, which, to 
some extent, places us in the same position as 
Great Britain. Anything we can do to protect 
buyer, dealer and manufacturer, should receive 
our most serious consideration, and we believe in 
Canada that we have an act that has accomplished 
all these with the least possible disturbance to 
production and the least annoyance to manufac- 
turers, wholesalers and retailers. This could not 
have been accomplished unless the manufacturers 
had had the co-operation of the wholesalers and 
the retailers. This is one, I would say, of the great 
benefits of the broadening of trade relationships. 
It is the boast of many of our large houses that 
a child can go to their stores and buy an article, 
because it will be marked accurately, and its qual- 
ity indicated in such a way that full responsibility 
can be placed upon the seller. It is wonderful 
the confidence the British people have in the 
manufactured products of their own country, and 
it is surprising the immense value this confidence 
has been to the people engaged in the manufactur- 
ing, wholesaling and retailing of these products. 
We look jealously to the time when our people, 
speaking now of Canadians, will be just as careful 
to scrutinize the marks of Canadian manufac- 
turers and be as patriotic in purchasing the goods 
made by our own workmen. And were I an 
American, I should be just as zealous to insti- 
tute for my own country that splendid position 
that the jewelers of Great Britain have enjoyed 
for so many centuries and which we in Canada 
are now developing. 

It is unnecessary for me to go into any lengthy 
survey of what this will mean to you in your 
business: It is quite true that there will be a 
certain amount of inconvenience, but this will 
only be temporary, and in a very short time 
your whole business will be adjusted to a con- 
dition that will be one of satisfaction and con- 
fidence. This can only be carried out effectively 
by the co-operation of your associations in manu- 
facturing, wholesaling and retailing, and I be- 
lieve that it will bring about results which will 
place the manufacturing and retailing of Amer- 
ican jewelry, silverware, watches and optical goods 
in the very highest position of any business in this 
country and on a parity with any of the products 
of the world. Could you ask for any more suc- 
cessful “broadening influence” as a result of ‘‘as- 
sociation work?” 

Sometimes in trade, as well as in national life, 
we are apt to judge harshly of our fellow-men. I 
remember reading some time ago an article which 
stated that America was in the melting pot, buf 
had not melted. I want to say, gentlemen, that 
the man who made the statement was ignorant, 
I think, of the process of melting, and he judged 
only from a superficial survey of conditions. If he 
had, when looking into the melting pot, pulled 
away the slag and the flux and had seen the pure 
metal glowing below, he would have had a differ- 
ent thought of what the American people were. It 
has been my pleasure to be intimately ac- 
quainted with many of your leading business men 
for this last 30 years and to study many of your 
problems, and I have seen the splendid metal that 
is in your people and appreciate that while you 
have in the flux and the slag refractory elements, 


(Continued on page 151) 
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Telephone 8596 Beekman 


Ben de Frece Bernstein, Pres. 





DAVING & BERNSTEIN, Inc. 


Office and Factory, 106 Fulton Street, New York City 


Importers and Manufacturers of 
WATCHES 


All Platinum Diamond Watch 









i Ko 
PLATINUM Wee cee | PLATINUM 
Small and Dainty Vie Engraved or Plain 





PL. 01539 _ 
Fine 17 Jeweled Movement 


Diamonds_ All Platinum Case 


$135 t Cee 


PL. 1721 PL. 01509 
Exceptionally Fine, Small 17 Jeweled Fine 17 Jeweled Movement. All Platinum 
Oval Movement. All Platinum Case. Case. 


$100 


Also in 18-K. White Gold 


NEW! 








NEW! 


Platinum and High Grade 


Gold Cases Geneva Tempor 
for Movements for 
the Jobber the Manufacturer 





Introducing our line of thin High Grade Gents’ 
Geneva Tempor Watches—Also a full line of 
Popular-Priced Gold Gents’ Pocket and Wrist 
Watches—Platinum Gents’ Watches. 


We beg to announce that the name of this firm will 
shortly be changed to 





. n * — 
ml De Frece Bernstein 1059 BL 
The Cameo The Cameo 
Pendant Watch Pendant Watch 
18 Kt. White Gold EAST In Black, Red or 
Genuine Onyx Cameo C. W. Vliet Green Onyx 
Beautifully Hand PACIFIC COAST MIDDLE WEST (Back View) 


. Fine 16 Jls. 
— © acl ° Gordon H. Otto Paul B. Furman 


(Front View) San Francisco, Cal. 5 S. Wabash Ave., Chicago, Ill. 





Memo Selections Sent to Responsible Jewelers 
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Report of the Committee on Trade Interests 





Read by Ellis Gifford 














We have had no meetings of this committee, as 

membership is scattered all over the country. 

= he members have been active correspondents, 

ge chairman and with the national officers. 

se Rin Anderson can vouch for our correspond- 

oe by referring to our requests for stationery 
and copies of correspondence in his files, 

So that we may have a chance to talk over the 
future work of a trades interest committee I wish 
that all members of the present committee who are 
present at this convention would meet with me 
directly after this meeting, at which time we can 


select a different time if that does not suit. 


LARGER MARK-UP ON ADVERTISED GOODS 


One subject on which we have had almost con- 
stant correspondence is that of securing an ade- 
quate mark-up on nationally advertised goods. On 
this subject we can have no agreement between 
ourselves or between ourselves and the manufac- 
turers, at present. But we can keep the subject 
alive and use constant educational work to enable 
us tc make a living profit. To show the need 
of such educational work one instance in my 
own experience is enlightening. I was dining, 
a few months ago, with one of the executives 
of a large manufacturer of silverware. He 
opened the conversation by stating that at last 
the retailers ought to ‘be satisfied with the profit 
in silver flatware—60 per cent—as the Harvard 
Bureau says the average cost is only about 34 
per cent.. giving us a net profit of 26 per cent. 
on every sale. He is one of the big men of the 
trade and yet, within a few months, he did not 
realize that the 60 per cent. mark-up was based 
on cost and the 34 per cent. overhead did not 
include war tax and was based on selling price. 
Correctly figured we all know that there is an 
actual loss of 2'4 per cent. based on these figures. 
It would seem that this subject had been discussed 
until threadbare. But the manufacturers cannot 
seem to realize yet that we have a large overhead 
expense. 

Let us all beware of the low mark-up allowed 
by manufacturers of a line of merchandise which 
he says turns rapidly, until our own experience 
proves its rapid turn. We are in a business of 
slow turnover, which we all hope to improve. But 
we will not improve the turnover in this business 
by getting out of it into some other fast moving 
line and letting someone else sell the jewelry. Let 
us not forget that low mark-up and rapid turnover 
do not always go together. Some of us believe 
that the slow moving jewelry field has a stability 
and profit not enjoyed by some of the more erratic 
fast moving lines. Work for turnover, by all 
means. But do not let turnover run away with 
your profit by too small a mark-up. 


MANUFACTURERS SELLING EMPLOYES AND AT RETAIL 


The naticnal officers have taken a big step in 
sending to the manufacturers and jobbers the cards 
Stating their position on selling at retail and to 
their employes. But we, each one of us here, must 
not lose an opportunity of using our influence with 
any manufacturer or jobber who we hear is selling 
at retail or to his employes for resale or for 
friends. Show him that our own stores are his 
best and only outlet by making your own store 
successful, And show him that a spirit of co- 


operation on his part with you will help build his 
business, 


LINES SOLD TO DEPARTMENT STORES AT JOBBERS’ 
PRICES, BUT NOT TO RETAILERS DIRECT 


Each one of us should make every effort to make 
our own stores such a powerful factor in the 
Manufacturers’ outlet in our community that he 
will be glad to give us the maximum discount 
which in some cases today they allow department 
stores at our expense. Personally I believe that 
z larger departments stores need all the extra 
'scount they can get to enable them to meet our 
ee on lines regularly carried by jewelers. 
4 — if we can make our own stores attractive 
0 the manufacturers as their best outlet we can 
Set this larger discount, eliminate this one phase 


of competition and get goods to the consumer at 
a smaller overhead burden. 


ALLOCATING OF EXPENSE ITEMS TO DEPARTMENTS, 
ESPECIALLY SILVERWARE 


The recent report of the Silverware Manufac- 
turers’ Association through their advertising agency 
has disclcsed much interesting and valuable in- 
formation. Each of us should read and study 
every word of it. 

I believe that there is one phase of this report 
on which we can throw a little sidelight. In this 
report large users are rated as class A, medium 
as class B, small as class C. Class A users have 
a much lower overhead in the silverware depart- 
ments than class B. Class C also has smaller 
overhead. I might first explain that I believe class 
C overhead is smaller because the small store does 
not give the service, engraving, wrapping, etc., 
that the larger stores do give. The class A stores, 
or many of them, do not allocate expenses such 
as engraving, flannel bags, polishing departments, 
etc., to any one department or departments, either 
directly or indirectly, So that if the silverware 
department bears a. larger percentage than other 
departments of the general burden it does not show 
on their books. Their expenses are lumped all 
together and a general cost taken for the whole 
store, without regard to excessive expense in a 
given department. One department may be losing 
if another more than makes up. Are they not 
using silverware as a leader for a high margined 
diamond or jewelry department to the great dis- 
advantage of the manufacturer of silver whcse 
large output through class B stores is curtailed by 
the prohibitive prices fixed on it by class A stores. 


LODGE EMBLEMS SOLD DIRECT 


If the emblem business in our home towns is 
worth getting we ought to have it. Everyone of 
us is, perhaps, patiently waiting for business to 
come, when a little active pushing of emblem busi- 
ness by going out after it would prove worth 
while. Manufacturers find it worth while to in- 
vade our towns to sell only emblems to our cus- 
tomers. Some of us are prone to find fault with 
them. I believe the way to do is to go out and 
take the business away from them. We have 
every advantage of location and knowledge of cus- 
tomers and can get the business and stop this evil 
by aggressive methods, to match those of the 
manufacturer. And when we sell these emblems 
remember there are some manufacturers today 
who sell only through retail jewelers. 


ADEQUATE INSURANCE 


No merchant needs to take more care in insur- 
ance coverage than the retail jeweler. Insurance 
companies are even refusing to take retail jewelers 
policies in some cases on burglary, holdup, mail 
and messenger risks, on account of the excessive 
risks involved. If level-headed business men see 
our business as so risky we should all get ade- 
quate protection as soon as possible. Just now 
when chances of safe, burglary, holdup and mail 
loss are so great is when we should all carry maxi- 
mum coverage. There is. our own Jewelers’ 
Mutual Fire Insurance Co, to give us excellent 
low-priced fire protection. And there are also 
first class American companies with agencies in 
your home town who will write you coverage on 
safe, burglary, holdup in store, messenger holdup, 
registered mail, parcel-post, general liability, and 
use and occupancy insurance. All these forms of 
insurance should be carried by the average jeweler. 
See your local insurance agent, if you have not 
got them all. The feeling of security enjoyed by 
ourselves and by our creditors is worth paying for. 
Help make the jewelry business stable. 

ENDORSEMENTS 

We must add our endorsements to those of other 
members of the trade to numerous activities which, 
each in their own field, are accomplishing great 
benefits for our whole trade—among them the 
Harvard Bureau of Business Research and our 
own Jewelers’ Research Bureau; the National 
Jewelers’ Publicity Association; the New England 
Institute and the Hcrological Institute of America. 


Each of us should help the National Jewelers’ 
War Revenue Tax Committee in every way pos- 
sible. We would also add our endorsement to the 
resolution proposed by the Committee on Industrial 
Art Education of the Chamber of Commerce of 
the State of New York, which is to come before 
this convention. 

In closing, I want to bring to you who come 
from other parts of the country a word of cheer. 
My home is in the largest cotton manufacturing 
city of the country, Fall River, We were one of 
the first to feel the late depression in business. 
The commodities that went down first doubtless 
recover early. At least cotton is recovering with 
a vengeance. It almost looks like a boom around 
the brokers offices and mills at home. Our indi- 
vidual August business was the biggest for that 
month that we have ever had in 85 years of the 
retail jewelry business. 





The Broadening Influence of Associ- 


ation Work 
(Continued from page 149) 








you have also elements of the purest and most 
genuine quality. 

It is gratifying to me to be able to present 
these rather disjointed remarks from a _ trad« 
standpoint, but is more gratifying to feel that 1] 
can come to you bringing a message of good 
will from your cousins across the line. I am sure 
that if you will study the thoughts that I have 
tried to present to you and the benefits to be 
derived from a broadening of trade relationships, 
many of the problems which seem to be so dif- 
ficult and so obscure, can be brought into the 
light and solved in such a way that will bring 
success and benefit to the whole country. 

The members of our association in Canada, I 
am proud to say, put service to the association 
always before personal gain, and at our conven- 
tions we allow no business of a personal nature 
to be discussed which will interfere in any way 
with the larger duty of service to one another. I 
ask you to study these points of view for your 
future work. 





Souvenirs of the Convention 

Attractive souvenirs were given out by 
many of the exhibitors. They ranged from 
key purses to Waldemar chains. 

Visitors at the booth of L. Heller & Son 
received tickets good for one Deltah Pearl 
highball, a thirst quencher which was dis- 
pensed at the hotel grill. 

The International Silver Co. gave out 
samples of “Ambassador” spoons, and the 
Holmes & Edwards “Hostess” pattern. 

Attractive stickpins with “Blue Bird” 
pearls made an attractive souvenir at the 
booth of the Bulova Henshel Co. 

Samples of the tooled leather work turned 
out by the Cordova Shops of Buffalo, were 
given as souvenirs at this concern’s booth. 
There were shopping lists for the ladies, 
and memo books for men, 

‘Customers of S. O, Bigney & Co. received 
beautiful waldemar chains and knives, when 
they visited the booth of this company. 

Kreis & Hubbard of Chicago, who had a 
line of umbrellas and handles on exhibit, 
were giving out name plates for umbrellas. 

“Put and take” pencils were given out 
at the booth of Goldman, Kolber & Witt- 
gren. 

Handy-sized notebooks were passed out 
to visitors at the booth of Harper J. Rans- 
burg Co. 

Weidlich Bros. Manufacturing Co., gave 
out leather-covered notebooks and card cases 
to visitors at their display in Room 667 of 
the Hotel Lafayette. 
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Outfit No. 130, for three seats 






Will size platinum 
rings and brace- 
lets, and make 
them seamless. 


All Dealers Sell the 
Wonderful Hoke Outfits 








The Wonderful H@ke-Jewel 


W773 
Uj 








Directions and Directory of oxygen depots go with each outfit. 


Soldering and Melting 
Outfits 




















Items included in Outfit No. 128 


The wonderful Hoke-Jewel is quickest and best for all 
soldering and repair work; will size rings, repair chains, 
bracelets, brooches, lockets, pins, mesh bags, etc. It 
will melt 5 ounces of gold or 10 dwts. of platinum. 

It is ten times quicker for annealing; for heating up 
pickle, for tempering steel tools and dies. 

No blower or bellows needed—no noise, smoke, fuss 
or bother, no gasoline. 

One motion of the thumb and finger, and the flame is 
on; another, and it is off—and the expense stops. 

Sharp flame, or soft brush flame, always under con- 
trol, instantly changeable. 


Patented July 19, 1921 


Use ordinary city gas, with safe, cheap, convenient 
oxygen ; the oxygen tanks are loaned by the oxygen com- 
panies everywhere, who charge $2 or $2.25 for 100 feet 
of oxygen. The pressure in the tank does the “blowing.” 

100 feet of oxygen will last one week, one month, three 
months—depending upon the amount of work you give 
the Hoke Outfit. 

The Hoke-Jewel outfits use less gas and less oxygen 
than imitations and infringements; firms formerly using 
blowers tell us that oxygen to run Hoke Outfits costs 
less than electrical current for blower. And with the 
Hoke-Jewel you have no noise, no smells, no smoke. 

The Hoke-Jewel outfit shown above takes up only 8x8 
inches floor space—or the tank can be laid on its side 
under the work bench, and thus take up no floor space 
at all. 

A few minutes’ practice with scrap metal, and you can 
solder gold, silver, German silver, bronze, platinum.— 
and do it more quickly and much better than with old 
methods. 

Return your outfit in 30 days and get your money 
back, if for any reason you are willing to part with it— 
30 days trial in your own shop. 

Patented July 19, 1921; March, 1917; other patents 
pending. 


Beware of infringements 


JEWELERS TECHNICAL ADVICE C° 
SAM W. OKE, Mcr. 5 CORTLANDT ST NEW YORK CITY 






































Will remove soon to our new building, 22 Albany Street, 3 blocks south of Cortlandt Street ferry. 
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The Stabilization of Our Industry 





Address of Emil Kohn, President of the Retail Jewelers’ Association of 
Greater New York, Which Was Read by F. P. D. Jennings, 
' President of the New York State Association 
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i Gentlemen and Ladies :— 
ghee no doubt, remember the story of 
the enterprising manager of Mark Twain, who 
advertised that on a certain evening, that pop- 
lar speaker would deliver a lecture on ‘‘Milk. 
The novelty of the subject crowded the hall. 
Mark Twain appeared at the appointed time and 
for about two hours entertained his audience in 
his inimitable droll, humorous way, but never a 
word did he say about milk. During the evening 
however, Mark Twain took occasional sips from a 
glass of milk, which stood on the speakers stand, 
So in one sense at least, the astute manager’s 
announcement was true; Mark Twain lectured on 
milk, My subject, “The Stabilization of Our In- 
dustry” lacks the merit of novelty, but has the 
virtue of permitting extreme latitude. I shall 
endeavor, however, to make remarks more relevant 
to my subject than Mark Twain’s address on milk. 
Since the foundation of our republic we have 
been’ guided by Washington’s wise admonition to 
avoid political entanglements with foreign na- 
tions. European diplomacy for centuries has 
been concerned with schemes for colonial expan- 
sion and the exploitation of subject races. These 
policies appealed neither to our moral sentiment 
nor affected our material interests. ; 

For 140 years, undisturbed by affairs across the 
seas, we have devoted our talents and our ener- 
gies to the development of our natural resources, 
to agriculture, mining, manufacturing, ‘to all 
forms of useful industry and to the arts and 
sciences. During that period we have repelled 
invasion from without and preserved the Union 
from civil strife within its borders. 

We have demonstrated that a government of 
the people, by the people and for the people can 
endure and prosper. 

We were an industrious, a happy and con- 
tented people, when suddenly in August, 1914, like 
a thunderbolt from a clear sky, Europe was 
plunged into a conflict, the greatest catastrophe 
in the world’s history. We held aloof from that 
struggle as long as we could honorably do so. 
When in April, 1917, we finally declared war upon 
the “Central Powers” we took this decisive step 
reluctantly. Many believe that we were forced 
into the struggle to protect our own nation from 
assault. No doubt that consideration influenced 
our decision, but the deep underlying motive was 
a determination on our part to destroy a despotic, 
cruel and wicked power, to make the world safe 
for democracy. We had realized that the common 
interests of humanity must be conserved if civil- 
ization was to endure. 


Our entrance into the war, was epoch making. 
It was a recognition and a practical application 
of the principle of the brotherhood of man. The 
United States had become a member of the fam- 
ily of nations and assumed a moral leadership in 
the world, for which it was qualified. 

Since the termination of the war, however, 
many patriotic Americans believe we should re- 
sume our old attitude, of “going it alone.”” These 
good people fear that association with foreign 
governments will weaken and possibly jeopardize, 
our national independence. I do not share this 
view. In a recent address, delivered at Williams- 
town, Mass., by the Hon. Norman B. Davis, a 
former Assistant Secretary of State, occurs this 
noteworthy utterance. ‘“‘Much as we might like 
to avoid concern in the political tangles across 
the seas, I am convinced that in practice it will 
prove impossible to separate them from our present 
financial depression.” In commenting on_ this 
address, the New York Times stated editorially: 
“We are not only the strongest of the nations and 
the least exhausted by war, but are the best qual- 
ified by reason-of our detachment to act with lib- 
erality and justice. Yet the blind fear of ‘en- 
tangling alliances’-—to speak of only the more 
teputable motive—has kept us in an isolation 
very far from splendid. We are now’ finding 
that there are situations in which international 
co-operation is disentangling—that without such 





co-operation the affairs of the wor!d will be 
hopelessly snarled.” 

During the war, we found it necessary to 
finance the purchases made in America by our 
allies. We paid the bills, advancing credit to 
European governments in excess of ten billions 
of dollars. No part of this debt has been paid. 
In addition to that debt, our outstanding ac- 
counts with European bankers and merchants 
amounts to six or seven billion dollars, so that 
at the present time the total debt, public and 
private of Europe to the United States, is in 





EMIL W. KOHN, PRESIDENT OF THE RETAIL 
JEWEDERS’ ASSOCIATION OF GREATER 
NEW YORK 


the neighborhood of sixteen or seventeen billions 
of dollars. 

Some of our statesmen, propose to cancel this 
debt. We cannot afford te do so. As wise 
creditors, we should of course take into ac- 
count all the circumstances and propose terms 
mutually satisfactory. The first fact to take into 
consideration, is that Europe is unable to pay us 
in money. If we insisted on cash, we would 
force Europe into bankruptcy. How then can 
Europe pay? It can pay in goods, in merchandise, 
and my good friends, that is the only way it can 
pay. 

In this connection, I desire to submit a quota- 
tion from a recent statement made by one of 
our leading merchants, the president of Marshall 
Field & Co. 

“The Fordney Tariff Bill is the important fac- 
tor toward this end and it is vital that Con- 
gress be made to understand that a law that pro- 
hibits our buying products of foreign manufac- 
ture will make it impossible for Europe to pur- 
chase our surplus farm products, raw materials, 
etc. Europe can only pay in its products, it has 
not the gold. This tariff bill now before the Fi- 
nance Committee of the United States Senate con- 
tains provisions destructive to American business, 
and will impose upon the consumer the burden of 
higher prices. Chief among its objectionable feat- 
ures is the so-called ‘American Valuation Plan.’ 
Upon commodities upon which ad valorem duties 
are assessed, duties are to be computed, not upon 
the foreign market value as in all previous acts, 
but upon the ‘wholesale selling price’ at which 
similar domestic merchandise is sold in the prin- 





cipal markets of the United States, or in cases 
where no similar goods are made in this country, 
upon the wholesale selling price of the imported 
article or other like imported articles.” 

As an example of the reactionary attitude of 
Congress towards foreign manufactures I refer 
you to a letter recently issued by a ‘“‘Committee 
of American Watch Importers,” protesting 
against the provisions in the new Fordney Tariff 
Bill governing the importation of Swiss watches. 
If you have not received the letter entitled “A 
Stitch Now” I urge you to send for a copy. In 
fairness to the American watch manufacturers, I 
suggest that you read the letter signed ‘Albert 
Dueber” in the THE JEWELERS’ CrrcuLar of August 
31. 

The enactment of a high tariff bill by Con- 
gress may benefit a few American industries but 
those benefits will be secured at the expense of 
the general public. Apart from that considera- 
tion, a high tariff bill will be interpreted as a 
declaration of economic warfare on the rest of 
the world, at a time when international co-opera- 
tion is essential to the restoration of the world’s 
equilibrium. 

In contradistinction to this shortsighted policy, 
there are gratifying evidences of a broader and 
wiser attitude in our foreign relations. 

President Harding has called a world confer- 
ence on disarmament. The editor of the London 
Times characterized the events as “the most im- 
portant initiative ever taken by any government 
in the history of mankind.” Does anybody be- 
lieve that any permanent reform towards disarm- 
ament can be accomplished or that future wars 
can be averted by following our old traditional 
policy of isolation, of “going it alone.” We may 
as well try to check an avalanche by holding up 
our little finger. 

There is one way and only one way in which 
the security and equilibrium of the world can be 
restored and that is by the sincere and earnest co- 
operation of all nations. 

In an article on “The Economic Outlook” by 
Prof. E. W. Kemmerer of the department of 
Economics and Finance of Princeton University, 
the following comment appears: While nearly 
everyone admits that a large amount of deflation 
is still necessary before we can expect much or- 
derly and permanent economic progress, deflation 
in practice is always an exceedingly unpopular 
Process. We all like to see the prices of the 
things we buy go down, but most of us are sure 
that the prices of the goods and services we our- 
selves have to sell are not excessive and should 
be maintained. 

I suspect that Prof. Kemmerer read a copy of 
the bulletin issued by the A. N. R. J. A. dated 
December, 1920. That bulletin, breathed a won- 
derful spirit of optimism and disclosed a remark- 
able unanimity of opinion regarding the main- 
tenance of high prices in our industry. I should 
have been happy if I could have joined in that 
chorus, but unfortunately I have a very poor 
singing voice and the most disagreeable disposi- 
tion imaginable. 

In conclusion permit me to quote from a recent 
article by Hon. Herbert Hoover, Secretary of 
Commerce: 

“We have much which to congratulate our- 
selves. Our difficulties are infinitely less tham 
those of Europe; we have weathered the danger 
point of a great crisis; our financial system has 
proven its strength and for the first time we have 
passed safely through a commodity crisis with- 
out monetary panic. Our people have abundant 
food and abundant clothing. We are at least 
warmly housed, even though crowded. We possess, 
in the high intelligence, high courage, and high 
ideals of our people, ample reserves of economic, 
social, and political strength.” 





The convention was remarkable in many ways, 
not the least of which was the great attendance 
and earnest attention given at the business ses- 
sions, from the opening to the closing. From 
the invocation Tuesday, which opened the pro- 
ceedings, to the closing Friday afternoon, the 
convention hall was filled to capacity with 
standees at the door, everyone giving the utmost 
attention to the addresses and speeches; and the 
same interest was manifest at the breakfast con- 
ferences, Thursday and Friday, which preceded 
the regular sessions. 





















































































cal hic’ nate teem yore 7 he 


sir penasea ge Seman 


ee re 


ene aes 


Seng RR ae TR 





















154 THE JEWELERS’ CIRCULAR September 21, 199) 

















Not a Fad—a 


OLORBRELLAS are here to stay. They are 
i not a fad of the moment that will soon pass 

away. Fashion has accepted them as being 
proper for rain or shine the whole year through. 


As a jeweler who desires to keep in step with fashion, 
you should be showing a display of our newest crea- 
tions, both in colorbrellas and black umbrellas. They 
are the ideal Christmas gift. 


1170 Broadway, Suite 406 


NECESSITY 








COLORBRELLAS can be had in numerous fabrics, 
patterns and colors, with the most distinctively de- 
signed handles we have ever shown, made of pyraline 
sterling silver, and also leather trimmed creations, 
adorned with tips and ferrules to match. 


Our Fall and Holiday line is now on display at our 
New York and Baltimore Show Rooms, as well as by 
our salesmen. Inquiries for particulars will receiv 
immediate attention. 


Siegel, Rothschild & Co. 


Executive Offices, Factory and Salesrooms: 
New York Salesrooms: ~ Philadelphia Sal oms: 
Baltimore, Md. sadetpiun Caletes 


1011 Chestnut St. 
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Conditions in the Silverware Industry 








Address of Frederick S. Taggart, Secretary of the Sterling Silverware 
Manufacturers’ Association 

















In beginning his address Mr. Taggart 
gave some interesting figures covering a 
period of 10 years. He said that figures 
of a group of manufacturers showed yearly 
sales from 1910 to 1920 fluctuating between 
$8,000,000 and $13,000,000. Sales in ounces 
of silver showed a falling off of 50 per cent. 
in 10 years and during this period the popu- 
lation increased 16.3 per cent., and the total 
wealth of the country increased about 75 
per cent. He also gave other interesting 
statistics and then discussed social condi- 
tions over several decades, quoting figures 
indicating the expenditure in 1920 of money 
for luxuries or articles for the gratification 
of personal vanity, pride, comfort or adorn- 
ment. This big amount he contrasted with 
the figures showing the decrease in sales of 
sterling. 

In speaking of the survey made of the 
sterling silverware industry, he said: 

“The report showed, what is painfully 
evident to everyone, that sterling silver is 
not sufficiently in demand to develop a 
normal expansion in the industry. 

“Sterling silver sales decreased in 1920 
over 1919 with 65 per cent. of the dealers, 
and increased with 32.6 per cent. The de- 
crease for the year was greatest in the 
smaller stores, representing 72 per cent. of 
the answers in that class, while the increase 
was greatest in the large stores, repre- 
sented by 51.7 per cent. Comparing 1920 
with 1913, the figures were substantially the 
same. 


“Sterling sales in number of pieces was 
commented on by many dealers, who stated 
that while in many cases they had an in- 
crease in number of dollar’, they were sell- 
ing a smaller number of items. In some 
cases they were about even in dollars, but 
were not turning over pieces rapidly enough. 
Some reported large increase in flatware in 
dollars, but that there had been a big fall- 
ing off in number of pieces. 

“Sterling silver represents only about 9 
per cent. of the total sales of the entire 
store of the larger dealers, the class in 
which it makes the best showing. In the 
medium-sized stores the percentage is re- 
duced to 5 per cent., and in the small stores 
dropped to 3 per cent.” 

Mr. Taggart said that gift business rep- 
resents 70 per cent. of the sterling silver 
sales, in the opinion of 80 per cent. of the 
dealers. One dealer points out that the 
business would be healthier if a customer 
bought the article for himself rather than 
buying an article to fit a prescribed price 
limit, as the run of wedding gifts are bought 
with a definite price limit. Continuing, Mr. 
Taggart said: 

“Dealers stock up for June and October. 
Our big business in silver is before Christ- 
mas and for the three big wedding months 
—April, June and October. Christmas 
shows the biggest sale of all. In fact, a 


jewelry store can be profitable if it makes 
expenses the other eleven months. It can 
make all its profits for the year the month 
before Christmas. The division of sales 
among the months of the year shows 26.7 
per cent. in December, 17.5 per cent. in 
June. February is the poorest month, with 
3.6 per cent. This indicates that the re- 
tailer and the manufacturer of sterling de- 
pend for their bread and butter upon a 
spirit of generosity and seasonal social cus- 
toms, founded upon or aided by an old but 
rapidly diminishing sentiment that silver is 
the proper gift; a fading sentiment, for 
other industries are taking the gift busi- 
ness away from sterling silver. Glass, 
china, pottery and other articles fulfill, in 
their utilitarian value, the place of sterling 
silver, but do not have the intrinsic or art 
value which silver is customarily assumed 
to possess for gift purposes. 

“An industry that depends upon an oc- 
casional gift at seasonal periods is courting 
economic trouble. Considering that the 
‘gift’ sales occur largely during June, Oc- 
tober, and the holidays, it means, if it means 
anything, that there is no stable, continuous, 
or personal demand for sterling silver. The 
buyer does not himself want it, and in the 
last analysis only possessory purchasers can 
give an industry a permanent hold on the 
public.” 


The speaker next discussed the element 
of sentimental appeal, pointing out that 
among the factors of restricted demand for 
the customer’s own use, seems to be the 
“family silver” idea. It is this that causes 
the housewife to take pride in silver handed 
down from her grandmother or great grand- 
mother; the idea that when she buys silver, 
it is not for herself alone, but for her 
daughter and granddaughter. 

One dealer said that “an effort should be 
made to add to silver for gifts, the idea of 
having silver in their own homes. Care 
should be taken in many ways not to in- 
jure the present demand for silver for gifts, 
that is the backbone of the business. 

“The big things for manufacturers to do 
is to overcome the idea of so many people 
that silver is only for’ gifts and get them 
to buy for themselves. They buy othdr 
things in the homes because they want them 
for themselves. The fact that sterling sit- 
ver is so largely on the gift basis is one of 
the fundamentals of the business. As long 
as this basis holds, price is bound to figure 
largely in the customer’s mind. The dif- 
ference between the purchase of a piece of 
diamond jewelry and a piece of silver is 
that for the former case a customer picks 
out something he likes and considers the 
price afterward.” 

Filling in sets, the speaker said, is linked 
with sentiment and is another reason as- 
signed for the purchase of silver. 

The decrease in sentiment, he said, was 


ascribed by some to prices. The rise in 
price found a public less attached to ster- 
ling by sentimental ties than perhaps was 
the case a generation or more ago. One 
of the gravest factors in the sterling future 
is the growing tendency on the part of 
young people to lack reverence for the tra- 
ditional ways of long ago. They lack in- 
terest in heirlooms. They have no senti- 
ment or regard for silver or for art gen- 
erally, and sterling is not so prevalent as in 
grandfather’s day. Another reason assigned 
to the decrease in demand for sterling is 
the increase in taxes of various kinds which 
bear heavily on the middle class. The dif- 
ficulty of getting servants who can and 
will care for silver has been assigned as 
another reason why many, who normally 
would be good customers, are not buying. 
One dealer pointed out that they had not 
been educated to appreciate it. 
Continuing, the speaker said: 


“Tt is unfortunate that in recent years the 
givers have, for many reasons, found that they 
could not procure an article in sterling silver mak- 
ing the desired show and have turned to some 
other article which conveyed, by its appearance, a 
greater evidence of their spirit of generosity. 
This situation must now be met by education, for 
sterling silver cannot compete in size, at present 
prices, with other articles. It is only when sterl- 
ing silver is given by those who appreciate it 
that we can hope to overcome this competition. 
Which justifies the conclusion arrived at in the 
report that upon the shoulders of the manufac- 
turers and dealers in sterling silver rests the 
responsibility for the public’s education. 


MULTIPLICITY OF PATTERNS 


“There are too many patterns in sterling silver ° 


flatware. A recent examination of this subject 
showed that among 12 manufacturers there were 
125 active patterns, 150 patterns classed as ‘dis- 
continued,’ and 200 patterns classed as ‘obsolete.’ 
The bare reading of these figures suggests the 
tremendous burden in designing expense, tools, 
patterns, dies, photographs, etc., which manu- 
facturers are carrying in order to make up dis- 
continued patterns from time to time, as well 
as to develop new patterns, * * * 

“Consider that of all sales reported, 87 per 
cent. is flatware, 9 per cent. hollow-ware and 4 
per cent. toilet-ware and novelties. In the smaller 
stores the percentage of flatware runs as high 
as 90 per cent.; in the larger stores, flatware is 
41 per cent., and hollow-ware 49 per cent. of total 
sales. Hollow-ware in large stores represents 
the big purchases. It means that 87 per cent. 
of the business is covering this tremendous bur- 
den of new designs. 

“Fer number of patterns carried, 46.7 per 
cent. of the dealers carry from two to five pat- 
terns inclusive. The larger stores carry from 
10 to 15. In the middle sized stores, three is 
the average number. 

“The survey shows that 65 per cent of the 
dealers carry an inadequate stock, chiefly because 
of the large investment required and the slow 
turn-over. The eliminaticn of the old patterns 
upon the introduction of the new. means that 
the dies and tools necessary to make up special 
pieces upon order must be carried, occupying a 
Jarge amount of space. Upon the discontinuance 
of a pattern, the investment in tools, dies, etc., 
becomes practically useless and must be written 
off. 
“The public also suffers from this multitude 
of patterns, for it is no uncommon thing for a 
purchaser to be able to fill in sets or supply odd 
pieces. If the slogan ‘Gifts that last? means any- 
thing to the sterling silver manufacturer, and he 
is going to base his business on it, he must re- 
tain the good will of the purchaser by making it 
possible to fill in these patterns for an indefinite 
panea:. 5 FF 

“The sales department is also to blame. Too 
often the salesman gives the impetus to the pro- 
duction of the added pattern. He wants something 
now to help him sell or to lock better in compe- 
tition, and the combination of the sales depart- 
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SALESMEN’S DISPLAY EQUIPMENT 


FOR JEWELRY, SILVERWARE, WATCHES, OPTICAL GOODS 








No. 2140—Bracelet Watch Case No. 2150—Ring Case 


We make every kind of case or tray that your sales- 
men may require. 





No. 2137—Sample Case 
It is to your interest and satisfaction to use 


AGENTS pp RUECKERT displays, they are noted for their dura- 
“FABER UTICA” TRUNKS bility and high class workmanship. 
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Rueckert Manufacturing Company 
SAN FRANCISCO OFFICE PROVIDENCE, R. I. — Pon allg eg 


717 Market Street 
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Pinkerton’s National Detective Agency 


FOUNDED BY ALLAN PINKERTON 1850. 


WM. A. PINKERTON, CHICAGO. 2 pyinc; 
ALLAN PINKERTON, NEW YORK. § Principals. GEORGE D. BANGS, General Manager, New York 


35 OFFICES 


ALL UNDER ONE MANAGEMENT 


ATLANTA DALLAS KANSAS CITY OMAHA SAN FRANCISCO 
BALTIMORE DENVER LOS ANGELES PHILADELPHIA SEATTLE 
BOSTON DETROIT MILWAUKEE PITTSBURGH SPOKANE 
BUFFALO HARRISBURG MINNEAPOLIS PORTLAND, ORE, SYRACUSE 
CHICAGO HARTFORD MONTREAL PROVIDENCE ST. LOUIS 
CINCINNATI HOUSTON NEW ORLEANS’ RICHMOND ST. PAUL 
CLEVELAND INDIANAPOLIS NEW YORK SALT LAKE CITY TORONTO 


THIS AGENCY HAS CORRESPONDENTS IN ALL PARTS OF THE WORLD 
IT DOES NOT OPERATE FOR REWARDS, NOR ENGAGE IN DIVORCE CASES 


Representing :— 
Jewelers’ Security Alliance of the United States. 
Jewelers’ Protective Union. 
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and the art department are often tco much 
» executive management. What influences 
’ rate to overcome this condition it is hard 
eo but it may be that the retailer, through 
- reeuaiens to the manufacturer, may be able 
gn a powerful interest. 

* lt is only by the combined efforts of both re- 
‘ ¢ailer and wholesaler that this condition can be 
emedied and brought to a reasonable and sound 


economic solution. 


ment 
for th 


TURNOVER 

“The survey develops that the turnover is nct 
sufficient to carry the investment in the case of 
many retailers; slow turnover results in a long 
price. A more rapid turnover would mean not 
only lower prices all along the line, but a wider 
distribution of the preduct, in itself one of the 
best means for increased business. 

“If the present turnover, which averages 1.6 
per cent. for flatware and 1.3 per cent. for hollow- 
ware, is to continue in the future, neither manu- 
facturer nor retailer will be making a_ sufficient 
profit to justify remaining in business. The per- 
centage of profit cannot be lessened until the 
turnover is increased. 

HIGH PRICES 

“The one big reason for the decline by most 
dealers was the high prices prevailing. Eighty 
per cent. of the dealers answered in the words 
‘high prices.’ Also the public had the impres- 
sion that prices were fluctuating rapidly and 
that therefore it was a bad time to buy, and held 
back on purchases. 

“The better informed dealers do not blame 
the manufacturers for high prices, and _ there 
seeemed to be a belief that sterling prices are 
more nearly what they should be than when they 
were lower. There seemed to be a strcng feeling 
among dealers that silver used to sell too low, 
and that the public had gained a wrong idea ot 
what silver was worth. 

THE OUNCE EVIL—CHEAP SILVER 

“For many years both retailers and manufac- 
turers, particularly the former, have mistakenly 
permitted silver to be placed in the category -f 
nails, cement and sugar—scld by the pound. This 
trade has not a sufficient pride in its product, 
nor does it dignify it as it should. Until there 
can be carried to the public, not only the fact, 
but the feeling that they are not buying silver 
by the ounce, but are buying an art product, 
there will be no change from the present con- 
ou: “ * * 

Mr. Taggart said that one of the serious 
conditions confronting the industry is the 
fact that retail salesmen are not educated 
and informed concerning silver. 

The survey, he said, indicated that the de- 
crease in demand is also attributed to a 
rise in bullion and labor and a lack of 
necessary publicity. 

He urged co-operation on the part of his 
association and the A. N. R. J. A. to sell 
more sterling silver and said that those who 
have a common interest undoubtedly join 
with him in the hope that the president of 
the A. N. R. J. A. would appoint a com- 
mittee to confer with the committee of 
sterling silverware manufacturers. 

In conclusion, he said: 

“If this plan is not the cne and any other can 
be suggested which will accomplish the purpose, 
I know that the manufacturers will loyally and 
wholeheartedly join in carrying through to com- 


Pletion any plan for the upbuilding of the in- 
dustry. 

“We have all been too long separated and dis- 
united from our ccmmon purpose. Let us _ re- 
solve that in some manner and in some way we 
will join hands for the future, determine to win 
back that which has been lest during the past 
years. Whatever the plan is, and however it 
is to be accomplished, let us determine on it, 
Place all our courage, confidence, determination 
and money in it, and then ‘Let’s a 


Mr. Taggart was warmly applauded at 
the conclusion of his address and was asked 
Many questions, 
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It affords me great pleasure to appear before 
this convention of retail jewelers in this wonder- 
ful city of Buffalo, and in looking into your faces 
I can not refrain from referring to those whose 
presence we miss, for years, one of our prom- 
inent figures at conventions; my dear friend, Mr. 
Higgenbotham, a master builder; and authority 
on the technical side of our business. Your past- 
president, Steel F. Roberts. That wonderful 
character; it truly seemed that the whole pro- 
gramme of this organization changed under his 
master hand, while guiding this grand and bene- 
ficial ship of efficiency, as that is what your 
officers are ever endeavoring to make possible for 
each of you to attain. 

Then that grand old man: “The Jewelers 
Friend,” Col. John L. Shepherd, words fail to 
express our love and admiration for him, he at 
all times had but one motto, ‘Service not Self,” 
and his every act bore evidence of such, and many 
others—time will not permit me to mention. 

We miss them all; and now, I, one who has 
been connected with this business for over 50 
years, consider it a great honor to be permitted 
to say a few words, from which I hope, the mem- 
bership of this organization may derive some 
benefit and profit. 

The subject of my paper is ‘The Repair De- 
partment and its Advantages to the Retail Jeweler.” 

You know the repair department is a founda- 
tion of all retail jewelry stores in building up the 
success of same depends entirely on “good and 
reliable work you are doing for the public, with 
fair and reasonable charges to them.” 

No patron objects nor is unwilling to pay for 
good work. You have at the present time many 
advantages your predecessors did not have. To- 
day you: have wonderfully illustrated catalogs 
showing any part or parts of every watch made 
in the United States and in Switzerland. These 
books are alphabetically arranged giving the 
name, grade, company’s number, description, size, 
price, etc..—from the very smallest watch up to 
the automobile and desk clock. This alone will 
help you to do correct and reliable work, and the 
time saved with this advantage cannot be esti- 
mated. These catalogs are also of great benefit to 
you in giving you all desired information regard- 
ing your watch case work for stems, crowns, 
sleeves, case springs, bows, etc., also on all clock 
parts of any description. 


REPAIRS 


Another important item fully described are 
jewelry repairs in gold, silver, filled, plate, gold 
and platinum setting galleries, loose jobbing 
stones, all these you will find fully illustrated and 
described. This is a wonderful help to you at all 
times in your repair department, and is the key 
and foundation to success of all good retail jewel- 
ry stores. 

I have studied the repair work for over 50 years 
and know from my wide experience that the re- 
tail jeweler has never been paid what he should 
have been in comparison with other mechanics. 
For instance, the electrician, the automobile re- 
pairman, the plumber, the carpenter, and men of 
all other trades. They all get paid for the work 
they do, while the watchmaker, jeweler, and en- 
graver has never been paid, and no one is to blame 
but himself. 

Do you realize it takes at least three years hard 
work to learn our line of repairs? Are you aware 
of the fact that out of 100 people who come in a 
jewelry store, 80 per cent. of them bring in repairs 
of one kind or another, while only about 20 per 
cent. come to you to look around and buy some- 
thing? Keep this in mind, and by doing your re- 
pair work well, you will soon begin to realize how 
much more merchandise you will sell. There is 
also on the market at the present time a book 
giving you the retail repair prices to show your 
patrons the exact cost to them of any, and all re- 
pairs they may bring to your store. The prices 








quoted therein are reasonable to them and permit 
a fair profit to yourself, enabling you to do the 
best class of work. No disputes can arise by 
giving your customer the exact cost before doing 
the repair job. 

At the Iowa State Retail Jewelers’ convention 
this year, held at Fort Dodge, I had the pleasure 
of being present and was called upon to make a 
few remarks. I spoke upon the subject “Why 
Guarantee Repairs by Watchmakers and Jewel- 
ers?” 

In my opinion, time guarantee on any watch, 
jewelry, etc., is entirely wrong. There is no good 
reason why you should place a guarantee on any 
work you do, and the public does not demand it. 
Someone brings a watch, clock or any other job 
to be repaired—you look at the article, examine 
same thoroughly. You tell him the cost of doing 
the work to put whatever the item may be in the 
very best condition. If it is a watch, and after 
doing the repairs necessary, you hang it on your 
watch rack, wind it daily until it is called for, 
and you are sure the watch is then perfect, why 
and for what reason do you have to guarantee 
same for any length of time? Such is absolutely 
unnecessary, and no one is to blame for this but 
yourself, admitting, however, that in years back 
this has been the custom of your fathers. 

No other line of mechanical work guarantees 
the job for even a day. Why, then, should you 
do this? It is unnecessary, and I hope your asso- 
ciation will take this matter in hand and educate 
the public as other lines of business are doing. 

ENGRAVING 


Some years ago, at the organization of the IIli- 
nois Retail Jewelers’ Association, at the request 
of some of my friends, I was present in Spring- 
field. There were many jewelers and some prom- 
inent speakers present. I was called upon to say 
a few words for the good of the organization, so 
said a few words on free engraving, asking why 
any retail jeweler selling his merchandise should 
engrave free, and that is what every one present 
was doing at that time, and some are still doing 
it, even after this organization has passed resolu- 
tions that there be no free engraving. In my talk 
at Springfield I told them of a lady who bought 
a silver thimble and asked that it be engraved 
“Mother to Jennie.” In those days a few jewel- 
ers did their own engraving, and the job shop, 
charged one cent per letter, 14 letters cost 14 
cents, the thimble cost 16 cents—a sale for which 
the jeweler received 25 cents. Why do this? 


A WORD ON SYSTEM 


I would also like to say just a few words on a 
matter of great importance to every retail jeweler. 

I refer to a new stock register which has just 
been placed on the market, and which I know will 
be a valuable suggestion and of great interest to 
you all. 

The importance of a stock register system for 
recording all sales and purchases of merchandise, 
giving at the same time a perpetual inventory rec- 
ord, will soon prove to be as valuable an asset as 
anything that you possess. Only a few minutes 
each day devoted to this stock register will give 
you every detail of your sales and purchases. 

In case of robbery or theft, every missing ar- 
ticle can be definitely accounted for and the value 
established. It will give indisputable evidence in 
case of loss by theft or fire, being unquestionably 
recognized by any insurance company. 

This stock register will immediately call to your 
attention such unsaleable items which have been 
in stock a long time and will enable you to turn 
their value into money by disposing of them in a 
special sale or otherwise. 

The recording of the various transactions is 
done in the most simple manner, no knowledge 
of bookkeeping being necessary. 

I will be only too glad to explain this system 
personally, from the sample which I have with 
me, to any one interested. 
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Gentlemen's reconstructed Ruby Rings. Extra 
heavy weight, plump 10K solid gold, green gold 
finish. A good selling staple at an unusual price. 
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SPECIAL OFFER 
With each order for % dozen rings we will 
make a special price of $35.00 for six, and in- 
clude a beautiful Royal blue plush, display 
case (as illustrated) trimmed with art 
leatherette. One-half dozen rings assorted, 
complete with case ....6.06.csecceseee $35.00 











Any emblem encrusted on stone, $2.50 extra. 
Orders should be sent NOW—Immediate delivery 


LOCK-WEINFEL 
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29 EAST MADISON CHICAGO 














ee See ee ee ee ee eee 























EASTERN 


= 






BRANDED © FELT WHEELS 


Wear Longer Polish More 








& S 


Weigh Less Per Wheel Than Any Others Manufactured 
None genuine unless stamped with one of the brands represented above. 


Immediate Delivery of U S A (Spanish White) in All Standard Sizes 











Also 
Manufacturers of SHEET FELTS for all purposes 


EASTERN FELT COMPANY Winchester, Mass. 
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Reports from the State Associations 














Nebraska 
The Nebraska Retail Jewelers Association send 
cordial greetings to the National association and 
hes the association a pleasant and profitable 


none sa Our uaetegate, Joseph Mazer, will be 

saan and is ‘instructed to cast the eight votes 
’ : 4 ¢ 

C Nebraska according to his own judgment. 


The Nebraska association has been quite active 
during the year, and the most interesting thing 
accomplished was the passage of the Jewelers lien 
pill by the last session of the Legislature, a copy 
of which bill is attached to this letter. For about 
9) vears we have tried to get a law of this kind on 
our statutes, and while this bill is not all we 
hoped for, yet it will form the basis for a work- 
able law, and eventually it can be amended to be 
of very great help. ; ; 

The general financial depression has affected 
the jewelers in Nebraska, and more particularly 
in the rural communities, but business had held 
up very good considering the conditions, The 
prospects for a good Christmas trade appear to 
be brighter, and we have hopes for better condi- 
tions and a loosening of the money situation. 
We are proud to report that there have been no 
failures in bankruptcy among the jewelers of 
Nebraska in the past year. 

The undersigned, with the able help of our 
eficient and industrious secretary, Ed. B. Fanske, 
of Pierce, Nebr., have spent considerable time 
and money to aid the repeal of the present tax 
law and the passage of the Sales Tax Law. We 
sent telegrams all over the state and had the 
members send hundreds of telegrams to congress- 
men, urging this change, and are ready to con- 
tinue the fight. 

We have local club$ in Lincoln and Omaha, 
which are accomplishing a great amount of good 
in eliminating undesirable and cut-throat jewel- 
ers. Several county clubs have been organized 
up to date, and we are working on the organiza- 
tion of district clubs also. 

Nebraska has done her share in alleviating the 
flood conditions around Pueblo, Colo., but we are 
unable to make a report of the amount collected 
and sent for the assistance of those flood suf- 
ferers. 

The asseciation, by vote in State convention, 
has agreed to raise the State dues if the National 
association thinks best to raise the National dues. 
Our association will be in strict accord with you 
along this line. 

Our membership to date is 155, and we have 
very few delinquents. Our State association con- 
venes next February in Lincoln, when we are 
planning on a big meeting, and will be pleased to 
have with us such members of the National asso- 
ciation as will be able to be present. 

I regret very much that business conditions will 
not permit me to attend the National association, 
but you may be assured that the Nebraska asso- 
ciation wishes you a happy and _ profitable con- 
vention. 

With sincerest good wishes, we are, yours fra- 
ternally, 

NEBRASKA RETAIL JEWELERS ASSOCIA- 
TION, 
By Fenton B. FLemine, President. 


<j 


“Oregon 
T herewith hand you report of the Oregon Re- 
tail Jewelers Association for the year 1921, 


Number paid up members to date..!...... 84 
Number delinquent members...........00% 20 

Total membership..............000- 104 
OR $496.63 


The State convention held in Astoria June 6th 
and 7th, went on record favoring an increase of 
annual dues from $5 to $10, beginning Jan. 1st, 
1922. One-half of this amount, or $5 per capita, 
to be sent to the National association. 

The Oregon jewelers have been very active in 
the matter of getting the tax on jewelry re- 
Pealed, and have sent hundreds of telegrams to 
our Senators and Representatives in Congress 


asking their support in the repeal of this law. 
Yours truly, 
F. M. FRENCH, 
Secretary, Oregon Retail Jewelers Association. 


New Hampshire 

The associaticn officers have endeavored to keep 
the members informed on matters concerning the 
jewelry trade, and during the year, four new 
members have been elected to membership, and 
two members dropped on account of retiring from 
the jewelry business. We have 70 members, 63 
paid up to date, and seven not having paid their 
1921 dues. Also a mailing list of 144 jewelers 





WALTER MELLOR, FIELD SECRETARY 


and repairers in the State to whom we send printed 
matter, 

It was voted at our last convention that annual 
dues shall be $10. 

The “Get Together’? meeting held at Manchester 
in February, was well attended, and many topics 
of interest were discussed. A resolution favoring 
the Sales Box, was drawn, and copies mailed 
to the trade journals, M. D. Rothchild and mem- 
bers of Congress. <A letter of confidence was 
mailed to Mrs. John Shepherd, Pasadena, Cal. 

The Granite State Optometrical Association 
joined us at the annual banquet in Manchester. 

The jewelers’ wives of New Hampshire have 
organized the ‘“‘Jewel Club,” for the purpose of 
creating a greater interest in our associaticn 
work, and to assist in the social activities at the 
annual conventions. 

Business conditions in the northern part of 
our State are not as good as last year, but will 
compare favorably with 1919, no doubt owing to 
the depression in the paper industry, and re- 
ports differ from the manufacturing sections in 
the southern part of the State, as some towns 
report a fine business, and others that trade 
is very quiet. 

A. J. POTTER. 


Iowa 
Following is the report of the Iowa Retail Jewel- 
ers Associaticn fer 1921, to date: 


FINANCIAL 
Jan: 1,. 2921, cash balatic@ sc... 46:6. 6:50:06 $18.88 
RECEIPTS 
Membership dues............. $480.00 
rom cther sources........!.. 21.05 
—— $501.05 


DISBURSEMENTS 
Secretary’s Office— 
Postage, printing, telegrams. $230.00 
Conventicn expense......... 98.76 


Dues to National Association 148.00 
POMielkknkdunwacieaeeren mee $482.76 
Sept. 1, 1921, cash balance............ $25.17 
$501.93 
MEMBERSHIP 
Number of paid up members to Sept 1...... 95 


Number of 1920 members delinquent........ 34 
Number of practically brand new members, 
1s Sa CUE LOC OTE EES Ee eo 


CONVENTION 


At the 1920 convention it was decided to hold 
future conventions about the State. Consequently 
the 16th annual convention was held at Ft. Dodge 
April 27th and 28th, with about 90 members in 
attendance, or about twice the 1920 attendance. 
Old timers say that it was ome of the best con- 
ventions ever held in Iowa. 

Resolutions of national interest were passed, 
opposing the proposed $10 tax on gold, the 5 per 
cent. jewelry tax, and the loaned watch and free 
engraving evils; others boosted the work of the 
Jewelers Vigilance Committee, the National Jewel- 
ers Fire Insurance Co., and the Jewelers Security 
Alliance; while others expressed thanks to Secre- 
tary A. W. Anderson, and Past Fresident Tinley 
Combs. for their help to Iowa. We did not 
forget Mrs. Shepherd. 

An important item from the minutes is: “After 
seme discussion, a motion was made and _ sus- 
tained to fix the State association dues at $10 
per year, beginning with 1922; $5 of it is to be 
paid to the National Association.” 

Note—Above financial report proves that this 
Was a sane move. 

The next State convention meets at Cedar 
Rapids. 

ORGANIZATION 


At present Iowa is doing nothing in local or 
district organization, though some localities are 
getting together of themselves. Possibly the 1922 
dues will help us to begin some of this work. 


LEGISLATION 


The I. R. J. A., though handicapped financially 
fcllowed up all convention resolutions covering 
legislation, and just recently co-operated with the 
War Revenue Tax Committee and the A. N. R, J. 
by promptly circularizing over 900 Iowa jewelers 
and firms affected by the tax bill, requesting them 
to place their objections with Congress. 

RELIEF 


By President Tallman footing the bill, instead 
of sending his subscription, this office was en- 
abled to prepare and mail about 470 Iowa jewel- 
ers an appeal for help for the “Pueblo Relief 
Committee for Jewelers.” 


CONDITIONS 


Since March 1, when we thought things would 
pick up, business has been very slow generally. 
Low prices for-grain and high freight rates are 
at the bottom of it; Iowa depends on the farmer. 
Our business will prosper as the farmer pros- 
pers. Some look for a fair Xmas trade; others 
do not look for much until next spring. 

This report covers four months’ work of my 
predecessor, L. C. Tallman, in addition to what 
little I have done. Yours very truly, 

L. K. BURKET, 
Sec.-Treas. I, R. J. A. 


Indiana 


I herewith submit for your approval a report 
of the affairs of the Indiana Retail Jewelers Asso- 
ciation as pertains to the office of the secretary. 

At the present time, Sept. 7, 1921, we have a 
total membership of 148, with eight members for 
1921. We have added nine new members recently, 
and are expecting to increase our membership ma- 
terially within the next two or three weeks. 

One of the most successful conventions . ever 
held in Indiana was held in Michigan City June 
20-21, with a total of 115 registered. Starting 
with a breakfast and a round table discussion of 
topics of interest to the jeweler, the entire day 
was taken up with interesting talks, ending with 
a “Traveling Men’s Hour,” led by Harper Rans- 
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Thousands of Sales 
at Handsome Profits 


The start of the new school year brings with it an 
opportunity for the live up-to-the-minute jeweler to 
increase his profits tremendously. 


Now, have you ever considered that a high grade 
line of individual design CLASS PINS and RINGS 
at a good price, and a handsome profit to you will 
not only produce immediate business but also more 
sales in your other lines. You're selling and pleas- 
ing young people who eventually will be your best 
customers. 


Write for Class Pin Samples and Catalog. 


We manufacture a large stock of individual design 
Class Pins and Rings. 

We can match any design which you submit. 

We can create entirely new designs. 

Let us hear from you today. 


dhe Dorst Company 


Special Jewelry manufacturers 
and Importers of Diamonds. 


3rd and Vine Sts. 


Cincinnati, Ohio 


“The Jewelry City” 
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Marotti & Bro. 
Fall Line 


Now ready for inspection. 








Makers of 


Fine Platinum Jewelry 
of 
Exclusive Designs 


Represented East of Chicago by 
Mr. Augustus Bolean 


Arthur Marotti & Bro. 


106-108 Fulton Street 
New York 
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Full Report of the A.N.R. J. A. Convention 


janapolis. Entertainment was fur- 
— . ieee by the Golden Rooster Club 
nis 
of agree day of the convention was taken up 
pode me reports, election of committees and 
jp hs The officers for the ensuing year are as 
follows: 


ittle, Auburn, President. é 
ae, pigweed, Terre Haute, 1st Vice-Presi- 


Wl ley Clauer, South Bend, Second Vice-Presi- 
ee Roessler, Marion, Secretary. 

George F. Beach, Valparaiso, Treasurer. 

A very fitting tribute was paid to our departed 
ttiend, Col. J. L. Shepherd. 

At the convention it was proposed by our 
retiring president, Wm. H. Rindt, of Richmond, 
that the State be divided into nine districts, each 
district to be under a _district chairman, thus 
bringing every member in the State into closer 
personal contact with the officers. This was 
agreed upon, and the following men were ap- 
pointed as District Chairmen, from One to Nine: 
Gurney Jessen, Rensselaer; E. Newcomer, Nap- 
panee; Ed. W. Hicks, Auburn; Louis Otto, Craw- 
fordsville; Frank Crebs, Frankford; Cecil Lit- 
schert, Winchester; Earl McConnell, Oakland 
City; Geo. F. Kamman, Seymour; A. J. Irion, 
New Albany. These men have already rendered 
great service to the assoociation by their hearty co- 
operation in assisting the officers in distributing 
information on the tax situation, and in the 
membership drive now in progress. 

During the past two months district picnics 
have been held at different points, and have proved 
to be very enjoyable events. There is no better 
way to get acquainted with your brother jeweler 
than by holding these picnics, and believe this 
would be a very good thing in every district in 
every State in the Union. . 

Immediately after the State convention a drive 
was instituted for new members, 100 being our 
goal. Organization work was done, and instruc- 
tions sent to each district chairman, with follow 
up letters to each member of the association, and 
we hope to reach the quota set before the drive is 
finished. 

Considerable work has been doine in the past 
few weeks on the tax siiuation, bringing as much 
pressure as possible to bear on our Congressmen 
and Senators, in the hope that our excessive tax 
burden might be lightened. Numerous letters have 
been sent out, and prctests have gone into Wash- 
ington from every section of the State. 

The cfficers of the Indiana Association are earn- 
estly desirous that our State may be one of the 
leaders in Association work, and that we will 
grow to be one of the strongest units in the 
National organization, Respectfully submitted, 


RALPH ROESSLER, 
Secretary, Indiana Retail Jewelers Association. 


Washington 


To the Members of Executive Session, National 
Convention, Buffalo, N. Y.: 

Gentlemen: 

The Washington State Retail Jewelers Associa- 
tion at its. annual convention in Spokane this 
Summer listened to the interesting report of 
Secretary Sartori, and all took a keen and active 
interest in the work of the association and went 
home resolved to push on with the work harder 
than ever before. 

The year 1921 has held forth with a good 
active membership of about 117. The cities of 
Seattle, Tacoma, Spckane and Olympia have all 
been active in their local meetings, and have 
Promoted a spirit of good fellowship and _ co- 
operation that has been a wonderful asset to them 
all. The State conventicn at Spokane was a suc- 
cess in every way. The jewelers of that city co-op- 
erated in every way to make the meeting a success 
and to build up a spirit of fellowship and good will 
which we out here in Washington believe is the 
teal ground work of a going State organization. 

Through the membership at large who are mem- 
bers of the Washington Retailers Association, 
many hazardous and ruinous tax laws proposed 
in our State Legislature were killed right in the 
committees where they were: proposed, through 
Proper educational work by the representatives 
of the State association. 

A very active campaign for membership is 
being planned for the coming year, and it is 





hcped that by the coming year we will be able to 
report very near a 100 per cent. membership of 
every legitimate jeweler in this State. 

Every member of the jewelers association of 
the State of Washington is an enthusiast on 
the association’s work, and are proud to be a 
member of the National asscciation where such 
wonderful strides are being made on behalf of the 
retail jeweler. 

Jewelers throughout the State are more than 
optimistic for the future with a bumper wheat 
crop at a profitable price with Eastern buyers 
fighting for the apple crop and lumber market 
looking brighter, there is every reascn for them 
to do so. 

Yours for “Gifts that Last,’ 

G. NOYES TALCOTT, 
Secretary-Treasurer. 


Florida 


The present year has been far better than last, 
although we are in our second year of organi- 
zation, there has been a marked advance, and 
the prospects for the year 1922 are very bright. 
Our membership list in 1920 was 38, this year 
we have 100 per cent. renewal for thcse methbers, 
and have added 15 new members, making a total 
of 53 members for this year. 

Florida is in better business condition than 
most any State in the South, this is taken from 
the traveling men who have called upon the 
writer. The unusual conditions over the whole 
country has had its effect upon our jewelers and 
whole State; there has been but one failure in our 
line that we know of through the whole State. 

The State convention held at Miami June 28-29, 
was an inspiration to those who attended. Wal- 
ter H. Mellor was present, which is enough to 
say that any convention would be a success. 

A local club has been organized in Tampa, with 
every jeweler but one in the organization. This 
idea is spreading over the State in the larger 
places; we have hopes of reporting more later 
on. 

Our convention adopted a resolution to raise 
our dues for 1922 to $5 per year. 

A questionnaire was mailed to all jewelers 
after the State convention, as follows: 

Do you consider a membership in your State 
organization worth while? 65 answered this yes. 

Do you favor discontinuing free engraving? 65 
answered yes. 

Do you favor the practice of loaning watches, 
except to railroad employees? 65, No. a 

Do you favcr making full charges for repair 
broken relief watches? 

Do you favor making no charges at all? 65, 
yes. 

Do you favor making charges of 25 cents or 50 
cents per week for loan watches, or no charge 
at all? 55 wanted to make charges; 10 wanted to 
make no charge to railroad employees. 

The majority of our jewelers do not realize 
the importance of the State organization, we 
expect to be in a position next year to increase 
our membership to 100, as each officer and mem- 
ber will make a personal campaign for those who 
have not joined. Fraternally yours, 


L.. C. HULL, 


Secretary-Treasurer. 
Plant City, Florida, Sept. 5, 1921. 


Illinois 

Another year has passed into the history of 
the A. N. R. J. A., and during the past year 
we have had many problems which have shown 
us that there are still many obstacles to be over- 
come in the jewelry business, and proves to us 
that co-operation through the Jewelers Associa- 
tion is more important than ever, and if we ever 
needed the association, we need it now, and your 
optimistic attitude and co-operation will assist in 
making the jewelry business a better business. 

The State of Illinois has had a good year, but 
we are not satisfied with a good year and we are 
working hard, sparing no efforts, to increase mem- 
bership, interest and co-operation. Our State con- 
vention this year, which was held at the Hotel 
Sherman, Chicago, May 2d, 3d and 4th, was a 
great success in a business way, as well as so- 
cially. The attendance. was not as large as we 


had desired, although it exceeded the attendance 
at Peoria the year before. We had a very inter- 
esting and instructive program, and had the priv- 


ilege of hearing addresses by Mr. Hagamann, our 
retiring president; Mr. Hardin, of the Chicago 
Jewelers Associaticn; Mr. Thearle, of the Na- 
tional Fublicity Association; Mr. Swartzchild, Mr. 
Goldstone and Mr. Westlake, Dean of the Horo- 
logical Department of the Bradley Polytechnic 
Institute of Peoria. 

Financially, also our convention was a success. 
We compiled a souvenir program, and with the 
kind assistance of wholesalers and jobbers, we 
realized $510 from advertisements in same. 

Our exhibition booths brought us $950, and we 
received $500 from the Chicago Jewelers Asso- 
ciation, making a total of $1,960. Our expendi- 
tures for the convention, such as rental of ex- 
hibition space, printing of programs, entertainment 
for visiting jewelers, badges, decorations, etc., 
was $1,460, making a net gain for the association 
of $500. 

The matter of increasing the amount of annual 
dues to $10, effective January, 1922, for the 
purpose of maintaining a field secretary, was 
voted on and unanimously carried. Through per- 
sonal work, I have discovered that the services 
of a field secretary who can call on the jewelers 
in their own place of business and present to them 
personally the values of the association, is posi- 
tively the best and only way of stirring up busi- 
ness enthusiasm and in securing membérs for 
our associaticn. Mr. Kreig- vice-president of our 
State association, and myself, recently made a 
two day motor irip visiting jewelers at Kewanee, 
Princeton, Spring Valley, Minonk, Peoria and 
Wyoming, securing the application of every 
jeweler visited without a single turndown. 1 
also made a trip to Rockford, Mendota and Ro- 
chelle, and although it was not as successful as 
the first trip, I secured two applications, and I 
feel that through my efforts, other jewelers were 
interested who will ultimately become members. 

We have a paid up membership this year of 232, 
and 308 members who are in good standing, as 
compared with 275 in 1920, and 284 in 1919. I 
think it would be a fine thing to encourage in- 
creased membership by offering a trip to the 
National convention to the secretary securing the 
largest number of members in 1922, 

In reference to the pro ratio of business com- 
pared to last year, I wish to say that having 
called on and talked with jewelers in some 25 
or 30 towns, with populations of 500, to cities 
of 60,000 in Illinois, I found a falling off of 
about 40 per cent. in business. Fro ratio runs 
the same in the small rural communities as it does 
in the larger towns. 

On June 1, 1920, when the present secretary 
took over the books of our association, we had 
on hand $1,231.95; since that time our organi- 
zation has received from the sources of dues, ad- 
vertising, etc., the sum of $3,266.35. Our ex- 
penses during this time has been $2,906.05, leav- 
ing a cash balance on hand at the present 
time amounting to $1,592.23. 

In conclusion, I wish to urge your hearty sup- 
port to your State and National officers, assist 
in every way possible the activities of the Jewelers 
Vigilance Committee who are fighting unjust taxes, 
and that we encourage the promotion of the slo- 
gan, “Gifts that Last,” and all other worthy 
causes working for our betterment. 

Respectfully submitted, 

LESTER F. LAWRENCE. 


Missouri 

During the year 1920-21 the members of the 
association were kept in close communication with 
each other and market conditions by circular let- 
ters and notices mailed by the secretary. 

Special stress has been put upon matters rela- 
tive to war taxes and excise taxes, each member 
has been requested to communicate with his Sen- 
ators and Congressmen by letter and telegraph, 
and on August 19 our president, W. E. Pennell, 
of Trenton, Mo., sent the following telegram to 
Washington, D. C., to Missouri Senators: 

“The Missouri Society Retail Jewelers strongly 
object to continuance of discriminatory jewelry 
tax. We want equal taxes for all business. A 
few industries should not be compelled to pay 
taxes for the benefit of many. We hopefully re- 
quest that you vote for repeal of jewelry tax and 
of other excise taxes. 

“MISSOURI SOCIETY RETAIL JEWELERS, 
By W. E. Penne tu, Fresident.” 


Our work as a whole has been retarded during 
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America’s Foremost 
Jewelry Auctioneer 





THOMAS J. FAUSSETT 


HOWELL, MICH. 


FACTS and FIGURES | 


Thomas J. Faussett service:—Offers to the jewelers of America 


Read Mr. Fred Brodegaard’s Letter: 





TO WHOM IT MAY CONCERN: 

In his capacity of Jewelry Auctioneer, Mr. 
Thos. J. Faussett has had occasion to serve 
our firm at two different times, and in this 
manner I have learned to know Mr. Faussett 
as a very upright business man of sterling 
character joined with exceptional ability. 

In my opinion, based on 36 years of 
experience as a merchant in Qmaha, no 
other jewelry auctions in this city have ever 
been nearly as successful as the ones con- 
ducted by Mr. Faussett. 

During the months of May and June of 
1921 he conducted the jewelry sale in our 
very large corner store, and his personality 
proved so appealing, his salesmanship so 
spirited, that our store was crowded to ex- 
tremes from start to finish during sales 
hours, and our own sales force was strained 
to its utmost to keep up with the run of 
things. Mr. Faussett immediately put a 
‘‘dash and go’’ feeling into this auction so 
that it became the talk of the town, and 
even business men of mature discernment 
marvelled at the results. 

Six years earlier Mr. Faussett conducted 
a brief auction during four weeks at our 
store, and at this event also he succeeded 
in running up some very large and pleasing 
receipts. 

For these reasons I have no hesitancy in 
recommending Mr. Faussett as a most cap- 
able Auctioneer and a fine, square man, to 
anyone in need of his services. 

FRED BRODEGAARD, Pres. 
Brodegaard Bros. Co. 











What I have done for them I can do for you. 


for putting money in the tif] a 

combination of talent gp. 

equaled in the history of Jewelry 

Auctioneering. 

To prove this— 

Note—What the Faussett gery. 

ice accomplished for Halton & 
Friedly of Wichita  Falfs 
Texas. ($85,000.00 in forty: 
one days.) 
My second sale for Mr. Hal- 
ton, the first one taking place 
in his Fort Worth store some 
five years previous. 

Note—What the Faussett sery- 
ice accomplished for the 
Brodegaard Brothers Co.,, of 
Omaha, Neb. ($80,000.00 dur- 
ing last May and June.) 

My second sale for Mr. Brode- 
gaard in six years. 

To any one doubting the above 

I will furnish 


results sworn 
affidavits made before author- 
ized officers that the above 


quoted figures are the minimum 
returns for these sales. 


Write or wire me 


if you want to know more about my methods, and why I get bet- 
ter and larger returns from my auctions than most of the other 


auctioneers. 


Hundreds of other references furnished you 
on request. 











Write for samples and allow us to quote you prices that 


will permit you to retail reliable merchandise at a lower 


figure than your competitor. 


Send us a postal. to-day. 


One of the Best Values Shown in Our 


ry Trade Is 


Large Line of Specialties for the Jewel- 


_ Carving Sets 


With Stag (Sterling Silver Mounted), Pearl 
and All Sterling 
sold to retail from $2.50 to $12.00 per set. 


Silver Handles, made and 


We also make Sterling Silver Salts and Peppers, Pearl 
Handle Flatware, Sterling Silver Hollowware and French 


Ivory Toilet Sets. 


National Silver Company, Inc. 
106 Fifth Ave. 


New York City 
























Keen Point 


Propel and Repel 
Double Action 


Descriptive folder 
on request 


Manufacturer of 
Lingerie Clips, Buckles 
Knives, Etc. 


O. R. Johnson Co. 


Providence, R. I. 
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the Optometry Schools which are 
he State and which each jeweler 
ally interested in, until after the 
Examinations in 


the Summer by 
being held over it 
: State 1s v! 


eo State convention in April it was voted 


leave the National dues at $2 for the coming 
to 





year. Respectfully submitted, 
Misscuri Scciety Retail Jewelers, 
- 3y Miss Joe Crow, 


Secretary and Treasurer, M. S. R. Jewelers. 


Alabama 

American National Retail Jewelers’ Association, 

Lafayette Hotel, Buffalo, Na x 
of your secretary, Mr. A. W. 
Anderson, I beg to submit herewith a report of 
the activity of the Alabama Retail Jewelers’ As- 
a grr the Alabama Retail Jewelers’ Associa- 
tion is yet in its infancy, having been in geteeens 
less than three years, we look back with pride 
upon its progress and good influences. 

Up to the present time our greatest efforts 
have been towards enlisting a good membership 
and bringing about better fellowship, believing 
that in doing this we would lay a foundation upon 
which an organization of real strength and useful- 
ness could be built. ; 

Owing to the fact that our State legislature has 
not been in session since the organization of our 
association, we have been unable to effect any 
legislation pertaining to the welfare of our craft, 
or to remedy a number of evils which now exist, 
and for which our State laws do not furnish ade- 
quate protection. However, there is a_ strong 
probability of an extra session at an early date, 
and we then expect to have a number of bills in- 
troduced which will prove quite beneficial to the 
jewelers of Alabama. . 

In Alabama there are approximately two hun- 
| dred jewelers who are eligible for membership in 

our association. Of these there are now eighty 
enrolled, This is a gain of five over last year— 
applications of six others are now pending ap- 
proval of the directors. 

An intensive membership drive is now being 
planned and we feel confident that it will mate- 
rially increase the present membership. We will 
be greatly assisted in this undertaking by the co- 
operation of the traveling men from whom a com- 
mittee was selected at the annual convention to 
work in conjunction with the membership com- 
mittee. 

With increased membership, it is planned to or- 
ganize more local clubs. There are only two at 
present, one at Birmingham and one &t Anniston. 
The Birmingham club comprises practically all of 
the jewelers in greater Birmingham, and the An- 
niston club is 100 per cent. in membership. Much 
_good has been accomplished during the past year 
by the local club in handling various conditions 
which have arisen in their particular locality. 

Our second annual convention was held in Gads- 
den in May. The attendance was very good, 
there being 75 members and visitors present. 





Of the men on the committees of the Buffalo 
jewelers, who had charge of the arrangements, 
especial credit is due to a few who did yeoman 
work to see that there was no hitch in the 
proceedings, Chas. T. Evans acted as general 
chairman and Arthur J. Block as general treasurer. 
Wm. F, Ehmann, as chairman of the entertain- 
ment committee, assisted by Gustav A. Frisch and 
others, shouldered the responsibility of taking 
charge of all the excursions and refreshments. 
Eugene Tanke and his finance committee raised 
e fundsnecessary, while Fred J. acted 
as chairman of the hotel committee; John J. 
Diebald, as chairman of the reception committee; 
Alfred O. Bald, chairman of the publicity com- 
mittee, also had charge of the reception, dance 
and entertainment given Monday night to the 
early visitors on behalf of the local retailers. 
Mrs, Chas. T. Evans was chairman of the com- 
mittee of ladies, who saw to the comfort of the 
wives of the visitors and Mrs. Wm. F. Ehmann, 
the vice chairman of this committee. 

* - * 





Colonel Bigney is some dancer and never lost 
a trick when the good times were on. 
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Address of Charles W. Harman 


It is with a keen sense of delight that I bring 
greetings from the Sterling Silverware Manufac- 
turers’ Association to the members of the Ameri- 
can National Retail Jewelers’ Association. 

This is the first time that we have been favored 
with an invitation to meet your asscciaticn, as an 


- association, and, if I mistake not, the first time a 


manufacturers’ association has, been thus favored. 

We hail this as an epoch fraught with much 
possible benefit, both for manufacturers and for 
retailers. 

The closer we can get tcgether the better we 
can understand and sclve our mutual problems. 

You may have asked yourselves, ‘‘Why is there 
a Sterling Silverware Manufacturers’ Asscciation ?” 

I would answer, “For the.same reason that you 
have your organization.” 

There are many problems common to manufac- 
turers just the same as there are many problems 
common to retail jewelers. 

We can solve these prcblems more readily and 
satisfactorily when we meet in a spirit of friendli- 
ness and comradeship, than when we are unknown 
to each other. 

Imaginary hoofs and horns disappear on close 
acquaintance, and mutual confidence and respect 
increase, 

One of our problems has been uniformity of 
terms. This has been accomplished, we believe, to 
the permanent advantage of the retail jeweler. 

Another advantage to the trade at large is that 
all jewelers are put cn the same basis as to prices 
and terms, giving no one an unfair advantage. 

We reserve to each manufacturer the right and 
privilege to make his own prices independent of 
any other manufacturer’s. All we ask is, that it 
be done openly and above board. In other wcrds, 
open competition as to prices, but each manufac- 
turer’s prices and terms are to be uniform to all 
retail jewelers. 

It is also our policy to make changes in prices, 
especially in sterling flatware, as far as is practi- 
cal, on July 1 and January 1, as requested by 
many of your members. 

We also confer on unifcrm cost accounting, as 
we believe that intelligent knowledge of costs will 
prevent many errors in pricing merchandise. 

You may be interested to know that we promote 
sociability, not only by meeting bi-monthly and 
enjoying a gocd dinner together, but also by having 
a golf tournament the same day, except in the 
Winter mcnths. 

Those of you who play golf can appreciate the 
hilarity and enjoyment we have at the “19th hole.” 

We believe in association both for manufacturers 
and for retailers, and we congratulate you on your 
long and successful career. 

We have appointed a committee to meet with a 
committee which we trust you will appoint to con- 
sult together as to mutual problems and again we 
hail this as an auspicious occasicn, which is sure 
to result in benefit to all. 

Our secretary, Mr. Taggart, will address ycu on 
the subject of the “Survey,’’ made under the 
auspices of the association, I bespeak for him 
your careful attention. 





Convention Notes 
(Continued from page 147) 


excellent dinner was served. During the courses 
a harpist discoursed sweet melodies. 
* * « 


Mrs, Alfred O. Bald had: charge of the regis- 
tration. 
* * * 
Sally “Wore” a “Sally” bracelet and was well 
advertised, 
+. * * 
Brother Dattlebaum, of New York, was among 
the most prominent of the fun makers. 
* * * 
Charlie Sunderlin, E. J. Scheer and Steve 
were prominent in the Rochester delegation. 
* * * 


New Orleans sent to the convention her oldest 
jeweler as well as one of her youngest live wires. 
* * — 


A wonderful feature of the last session, Friday, 
was the great attendance which started with the 
opening and lasted until the closing. 

* * * 


Of course Secretary Anderson was on the job 
as he always is from the beginning to the end, 
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and it is needless to say that Mrs. “Andy” was , 
as busy as he. H 

* * i ‘ 

“Lil Eliza Jane” was the official anthem of the 

convention, and was sung on almost all occasions 
and in a manner that proved to be a calisthenic | 
exercise as well as a fun and noise producer. ¢ 

* * * ‘ 


Ex-president Brock was a commanding - figure * 
wherever he went, and outside of making a ‘ 
magnificent address, did much to “grease the 
wheels” of the convention machine and help 


in its work. 
* * * 


oa ee 46 bee 


The Hagamann family were prom‘nent. “B, J.” 
Hagamann, as head of the Illinois delegation and 
“‘Ma” Hagamann, for her own sweet sake, not! 
to speak of her chaperon of her own and “adopt- 
ed” daughters. 


os ee 


* * * 


The ladies of Buffalo, headed by Mrs. Charles 
T,. Evans, and Mrs. William Ehmann did every- 
thing possible to make the affair a success, espe- 
cially in the way of entertaining the wives and 
daughters of the out-of-town jewelers. 

= * * 2 

Walter Mellor’s announcement that he had quit ; 
the retail jewelry business was news to many ° 
and was heard with regret. This made Mr. Mellor 
ineligible for re-election as treasurer, but will not 
prevent him continuing as field secretary. 


tk oH ee 


* * * : 


Among the prominent manufacturers at the : 
convention who listened to the speeches, cir- ‘ 
culated among the jewelers and participated in ' 
the enjoyable entertainment were S. O. Bigney, °* 
L. E. Waterman and Charles E. Hancock. 


* * * 


It was a revelation to the jewelers of other : 
cities to learn that the Buffalo retail jewelers : 
were friends, not business acquaintances; that . 
they associated and acted together as friends in ‘ 
a personal way; that their families and children : 
associated with one another and that they thought ' 
and acted as one big family and not as business 


rivals. 
* * * 


ee ae ee 


Most of the visitors enjoyed one of the greatest 
treats of their lives, on the wonderful ride down + 
the Gorge along the whirlpecl rapids of the } 
Niagara River. This is one of Nature’s wonders * 
which stands close in greatness to that of the} 
Falls themselves which were also seen under the ? 
most favorable auspices. The view presented ! 
from the Clifton House, showing the Canadian : 
Falls and particularly the American Falls by 4 
moonlight and under electric light is one of the’! 
grandest and most inspiring scenes in the world, . 
It is a picture to which words can hardly do jus- ; 
tice, but one that will never be forgotten by these . 
who. had the privilege of viewing it. 

* * * 


During the sessions of the convention important | 
conferences were held between representatives of - 
the retailers and manufacturers, the most im- : 
portant being those in connection with the con- ; 
ditions of the silverware industry, at which the 
retailers were represented by George A. Brock, ‘ 
E. H. Hufnagel, Ellis Gifford, Conrad jf. 
Brotherly, E. H. Scheer, C. T. Evans, and the : 
manufacturers by George C. Lunt, W. A. Kins- 
man and H. B. O’Brien, as well as Fred F. . 
Taggart, secretary of the Sterling Silversmiths’ 
Association, The conferences will continue at: 
New York today, Wednesday, at which other ‘ 
manufacturing silversmiths were expected to 
attend. é ae 

* _ * 

“Joe” Mazer came to this convention as a retail 
jeweler and not as an “outsider,” for since the 
date of the last gathering he had quit the dia- 
mond trade and joined the retail jewelry business 
as a member of the Combs & Mazer Co., Omaha, 
Joe surely did his share, not only in the work 
of the convention proper (such as condutting the 
Shepherd Memorial Service), but as ing as 
song leader on many occasions’ and never 
possible seeing to it that the jewelers no 
dull time hanging on their hands, That Joe 
had “come back” into the field again was a 
subject of congratulations everywhere and # 
was felt that his elevation to the vice-presidency 
was no more than a slight recognition of the 
feeling that the members generally had for him. 
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A TIME SAVER 








The Sta-Strait Emblem Holder 
Put them in and they STA-STRAIGHT 


No lost money on old stock. Every button has an equal display opportunity. Made of Flexible 
material. By a slight backward pressure any button may be lifted out without removing others. 

Emblems displayed in STA-STRAITS sell themselves without effort. 

The worst looking “mess” in your show case becomes a delight to the eye when displayed in STA- 
STRAITS. Our customers from Coast to Coast say “they do the trick.” 


Order through your Jobber. 
THE STA-STRAIT CO., Inc., 14 Maiden Lane, New York 


A MONEY MAKER | 


$4.50 a Dozen Net 














Arrow Manufacturing Co. 


77-89 Wooster St. New York City 


Manufacturers of 
the better grade 


Jewelry Boxes, 
Cases Trays 
Window Displays 

etc. 












for 


5 GIFTS THAT LAST 2 
———> 


An inquiry will be to mutual advantage 





















Help or Millions Die 


There is famine in Russia—one of the 
most appalling tragedies of want known to 
history. 

According to official reports thirty-five 
million people are threatened with early 
starvation. 

Out of this tragic misery twenty-five 
million women and children cry for bread. 

We appeal to you to help us save these 
suffering millions. 

Owing to our work of distribution in Russia 
being carried on through the_American Friends 
Service Committee—a Non-Political, Non-Sec- 
tarian and Non-Racial force of humanitarian € 
workers already on the ground and actively en- 
gaged in relief service—we are in position to make 
your gift render quick and effective aid. : 

Do not wait. Hunger cannot wait. Send your m4 
contribution today. 








American Relief for Russian Women 


and Children 
1400 Westminster Building, Chicago, Ill. 


Jane Addams, Chairman 
Dr. Frank Billings Mrs. Julius Rosenwald 
Judge Hugo Pam Rev. John Timothy Stone 
Hon. Walter L. Fisher Mrs. Esther Loeb Kohn 
Mrs. Raymond Robins Marquis Eaton 
Rev. Herbert L. Willett Mrs. Emmons Blaine 
Ex-Gov. Edward F. Dunne Judge E. O. Brown 
Bishop Charles P. Anderson Grace Abbott 

Sidney Hillman 


Members of Committee of Fifty-seven 
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This..is. Dan I. Murray 
whose word id His bond. The most’ celebrated 
jewelry auctioneer in the world. Twenty 
' years ‘without a failure. I guarantee 25% to 
30% profit.on sale for:myself or men, to reduce 
stock or sell you. owt. complete. Terms, share 

of profits or commission. 
3 Maiden Lane 


Dan I.;Murray * Ne von 
411 Race St., Cincinnati, Ohio 














PIONEER PLATING CO. § 
GOLD, SILVER AND NICKEL PLATERS 
GENUINE PLATINUM PLATING 


64 FULTON STREET NEW YORK |” 


Telephone Mesh Bags 
Beckman 5772 Repaired and Refinished 
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F Mstes of the Exhibits Made During the Great 
A.N. R. J. A. Convention 

















—_————~< 


Considering business conditions, the ex- 
hibit of merchandise held in connection with 
the convention of the _American National 
Retail Jewelers’ Association _was a large 
and successful one. The exhibits filled the 
ballroom of the Hotel Lafayette and over- 
fowed into the adjoining room and upstairs 
showrooms in the hotel. A number of con- 
cerns also held exhibits at the Hotel Iro- 
quois. 

Reservations in the ballroom, where the 
main exhibit was held were sold some time 
before the convention. The room adjoining 
the ballroom proved an attractive place also 
for exhibitors, as all visitors to the main 
exhibit hall had to pass through this room, 
Exhibitors also had their wares on display 
on the fourth, fifth and sixth floors of the 
hotel, as well as in some of the showrooms 
at the Hotel Iroquois, a block away. 

Buying was not exceedingly heavy, some 
of the exhibitors reported. But many of 
them found new customers among the re- 
tailers attending the convention. 

Many lines of silverware, both sterling 
and plated, were on display. Several con- 
cerns had fine displays of diamonds, and 
platinum settings. Watch displays were 
another feature while fine china and glass- 
ware were also to be seen. 

The exhibitors included the following: 

R. Wallace & Sons Manufacturing Co., 
Wallingford, Conn., showed a fine line of 





































EXHIBIT OF THE ONEIDA COMMUNITY, LTD, 
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plated ware. Two patterns in 1835 R. W. 
Wallace plate were. featured. They were 
the Louvre pattern, made especially for 
members of the A. N, R. J. A., and the 
Hostess pattern. J. S, Johnson and J. R. 
Ribie were at this booth. 

*K * >’ 

A breath of Broadway was brought to 
Buffalo via the booth of Benjamin Lazrus 
of New York, where the “Sally” bracelet 
watch was featured. To show visitors just 
how nice it looked, a pretty young miss 
at the booth was wearing one on a dainty 
wrist. This watch has a solid gold ribbon 
with a gabled edge and an Actina movement. 
Other models of Actina watches were 
shown. S. Ralph Lazarus had charge. 

* * * 


A complete line of rings was on display 
at the booth of Robins, Bladen & Robins, 
a Buffalo concern. A special feature of 
this exhibit was a display of wihdiw ‘trim 
equipment for dealers handling’ thé? xings. 
Louis, Max and Julius Robins ‘were At this 


booth, 
x ok Ok 


An attractive display 6fgem$ was” E be * 
seen at the booth of L. Heller &-Son, Inc., 
of New York. Among those featured were 
the Heller Hope Ruby and the Heller Hope 
Sapphire. The Deltah Perle was also fea- 
tured at this booth, and visitors werégiven 
tickets good for one “Deltah Highball.” C. 
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SERIES of watches unsurpassed for lux- 
ury, accuracy and beauty is this new line 
of Corsican Elgin Watches, of which 

the beautiful timepiece above is a member. 
Made in eight different models—each bearing the 
characteristic Bow, “shaped like Napoleon’s cam- 
paign hat.” To this the series owes its name. 
Write us about prices on these wonderful Corsican 
Model Elgins. 

























$35 Steamline 
e e The Steamline Pen- 
Elgin Steamline—$35 dant is an_ exclusive 
Elgin feature, indicated 


by arrow. 


All Steamline watches are produced complete in 
handsome presentation boxes. All bear the fa- 
mous Elgin Guarantee. Silvered Dial 12-size, 17 
Jewels. Adjusted to heat, cold and isochronism. 
Steamline bow and pendant. 20-year gold filled 
cap case. 


Lord Elgin Classic—$125 


A superb timepiece, finished throughout with the 
Elgin care. May also be had in the popular Steam- 
line case, at the same price. 12-size, New Ultra 
Thin Model, in Classic design. Lord Elgin move- 





ment; 21 Jewels, 8 adjustments. Solid Gold only. $125 Lord Elgin 
Trade Prices on All Elgin Watches on Application to pr ay Rend ty ion 





THE W. F. BROER COMPANY 


“The American Watch House’ 


Toledo, Ohio 


Your stock is not complete without the Steamline and Classic series of Elgin Watches. 
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N. Samons and J. Eagan, a genial pair, were 
aye % 


at this booth. 


* * 


Ben Dattelbaum of ‘Dattelbaum & Fried- 
man, of New York, was at the convention. 





among the exhibitors was the Electric City 
Box Co., which was showing a fine general 
line of jewelry cases, both imported and 
domestic lines being featured. At this 
booth were H. I. Koshland, L. M. Weil 





DISPLAY AT THE BOOTH OF J, R. WOOD & SONS 


He was showing a line of D. & F. rings. 
A complete line of 14 and 18 karat white 
gold rings was a feature of his assortment. 

x * x 

A fine and complete display of silver was 
to be seen at the booth occupied by the 
International Silver Co. The various con- 
cerns in the company were showing their 
latest patterns. The 1847 Rogers Bros. line 
was featured in the new Ambassador pat- 
ten. The Holmes & Edwards Co. showed 
the new Hostess pattern in plated flatware. 
The Meriden Britannia Co, had a fine dis- 
play of plated hollow ware. The new La 
France pattern was being displayed by Wil- 
liam Rogers & Son. Displays of sterling 
ware were being shown by Wilcox & Evert- 
sen and Simpson, Hall & Miller, the former 
featuring the Pantheon pattern, and the lat- 
ter the Trianon. Frank Thompson of the 
Derby Silver Co. was also on hand with a 
fine display. C. C. Gabel, of the sales 
promotion department of 1847 Rogers Bros. 
line, was in charge of that concern’s ex- 
hibit. Other representatives were: E. N. 
Stretch, J. J. Horton and R. A. Galbraith. 


A. L. Zeitung, in charge of the sales pro-: : 


motion department was on hand for a few 
days during the convention. Miles Illing- 
worth, of William Rogers & Son, was at 
the convention, as was also W. B. Griffin, 
advertising manager of the Holmes & Ed- 
wards Co. 
a * * 
Buffalo 


Another which was 





concern 





and L. B. Strauss who welcomed visitors. 
xk oe * 


Still another Buffalo concern was the 
Cordova Shops, Inc., which occupied the 





BOOTH WHERE THE INTERNATIONAL SILVER CO. 





next booth. A handsome display of hand- 
tooled leather goods in artistic patterns was 
shown at this booth, A woman gave 
demonstrations of leather tooling. Visitors 
were greeted by W. F. Ejifert and C. F. 
Radcliffe. 


* * * 


A complete line of watchmakers’ and jew- 
elers’ supplies that attracted much favor- 
able comment was on display at the booth 
of Swartchild & Co., of Chicago. New 
jewels, tools and display show case trays 
were featured at this booth, which was in 
charge of S. Swartchild, assisted by E. G. 
Swartchild. 

* * * 


Col. S. O. Bigney himself was personally 
in charge of the booth of S. O. Bigney & 
Co., of Attleboro, Mass. Bigney mirror 
finish chains, cigarette cases, knives, buckles, 
etc., were on display at this booth. Wheaton 
E. Gray, New York representative of the 
concern, was also at this booth. 

* * * 


The Rochester Stamping Co. had an at- 
tractive exhibit. Among the articles fea- 
tured were percolators, electric urns, toast- 
ers, casseroles, baking dishes and flower 
holders. In addition, there was a display 
of the Robeson Cutlery Co., Royal Gobbler 
“Sure Edge” carving sets. M. P. Whipple, 
Fillmore Robeson, and L. S. Foulkes, vice- 
president and secretary of the Rochester 
Cutlery Co. were at the booth. 

* * * 

“Cupid's Own” engagement and wedding 
rings were being featured at the booth oc- 
cupied by Goldman, Kobler & Wittgren, 
Inc., of Newark, N. J. An 18-karat line 


of white gold mountings, white gold rings 
without 
was also on display. 
Goldman were in charge. 


solder and one-piece mountings, 
Joseph and Jack T. 
Attractive cupid 





SHOWED ITS PRODUCTS 
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display cases for the “Cupid’s Own” rings 
were featured. 
* * x 


“Richelieu” pearls were attractively dis- 


BA, LHEL 
i 68 








Standardized imported watches were to 
be seen at the booth of the J. Bulova Co., 
of New York. The Hudson-Maxim watch 
was featured at this booth, as was also 


R & SO 


LER, Sew 


HERA. 





DISPLAY OF L, HELLER & SON, INC. 


played at the booth of Joseph H. Meyer 
Bros. of New York. The pearls were 
shown in various sizes, in ropes.and neck- 
laces. At this booth were F. A. Berger 
and Laurence Moss. 

* * * 


An attractive line of sterling and plated 
silver was shown at the booth of A. Cohen 
& Sons of New York. The Acsons pattern 
was featured at this booth. A general line 
of bowls and baskets and a new line of 
candlesticks were among those shown. Hy- 
man T, Cohen and Sol G. Bodker were at 
this booth. 

* * * 

Just how Diamond-Poinsettia cut glass is 
designed was shown to visitors at the booth 
of the Ideal Cut Glass Co. of Canastota, 
N. Y. F. L. Morecroft, vice-president and 
general manager of the company, was at 
this booth. Various articles including some 
lamps, were shown. The barrel assortment 
ot the Diamond-Poinsettia pattern was be- 


ing featured. 
* * & 


Three patterns in Community Plate were 
featured by Oneida Community, Ltd., in its 
exhibit. These were the Patrician, Adam 
and Grosvenor patterns displayed in purple 
cases and chests. They all drew much at- 
tention, especially the new Grosvenor pat- 
tern. Ray Noyes was in charge of this 
booth. At the booth also were Mrs. F. H. 
Primo, R. W. Bolles and E. C. Moore. 





the Rubaiyat watch. The bracelet model 
of the Hudson-Maxim watch was a special 


“Blue Bird’ pearls formeg + 
exhibit at the booth of the Bulova eal 
Co. of New York, domestic manedasaeal 
of pearls. These pearls were shown " 
ropes, necklaces, bracelets, tassels and pee 
pins. A feature was an adjustable pear! 
watch bracelet, which has been patented 
Harry Henshel was in charge of this esi 
hibit. With him were M. M. Kolish and 
L. S. Shoen. 

* * x 

High-grade jewelry cases in leather and 
velvet were shown at the booth of the 
Arrow Manufacturing Co., of New York 
Mortimer Tescher was in charge of this 
booth and was assisted by Miss Julia Bee 

‘2s 

A natty new sport handle for parasols 
was among the features of the exhibit of 
Kries & Hubbard of Chicago. This con. 
cern was showing a fine line of umbrella. 
parasols in fancy and colored silks. A wide 
variety of handles was also on display, 
Another feature of this display was the 
new Torpedo model umbrella for men 
which has a full wood stock, but which has 
also compactness in folding. P. H, Mequil- 
let was in charge of this exhibit. 

x * * 

An attractive line of platinum and dia- 
mond watches was featured at the exhibit 
of the Geneva Watch Co., of New York. 
Sautoir and bracelet shapes of Geneva 
Watches were shown. A fine line of white 
and green gold watches was also displayed. 
At this booth were L. S. Mayers, William 
R. Sabin and William R. Boyd. 

* * * 

Treulich & Klaas of Chicago, who spe- 
cialize in the unusual, had an attractive 
exhibit in Room 554 of the Hotel Lafayette. 





-BRAUNSTEIN & C 


72 SPRING ST.. NEW YORK 
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EXHIBIT MADE BY J. BRAUNSTEIN & CO. 


feature. Ballard S. Epstein and A. Lind- 
ner were at this booth to welcome visitors 
and show the lines. 


Lotus beads were a feature of this exhibit. 
These beads were shown in all colors. 
Fancy hair ornaments, Bohemian and garnet 
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genuine coral, amethyst and garnet 
also shown. Henry Klaas 
f the exhibit and made all 
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attention was the W-B Electric Perfumer, 
in gold, silver and bronze. Some fine ex- 
amples of artistic workmanship were shown. 
with the exhibit of this concern were H. F. 
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BOOTH OCCUPIED BY THE GENEVA WATCH CO. 


A general line of sterling hollow ware 
and flat ware dinner service in the various 
periods was shown in Room 556 by Domi- 
nick & Haff of New York. Featured in the 
_display were services in Sheraton of the 
Georgian and Louis XIV periods. The 
firm was displaying some fine trophy vases. 
Joseph J. Sideman and Harry A. Stivers 
were in charge. 

x x * 

Pyralin displays were featured by E. I. 
‘Du Pont De Nemours & Co., in Room 555. 
Fine examples of work in Pyralin ivory, 
shell and amber were shown. Among the 
exhibits were dresser sets and toilet articles, 
with gold and black and gold surface dec- 
orations. F. F. Kaufman, special Pyralin 
representative, was with this exhibit. 

* * * 

Kazer’s Art Leather Shop of Buffalo 
showed a fine exhibit of genuine hand 
tooled leather articles. Among the articles 
shown were purses, handbags and billfolds. 
C. F. White and F. C. Kaser were with 
this exhibit which was shown on the sixth 
floor. 

x ok Ox 

The .exhibit of Weidlich Bros. Manu- 

if ing Co., of Bridgeport, Conn., was 

artistic one. “A geéneral“line of Sheffield 
‘hicke! silver plate, sterling silver and art 
metal goods was shown. One of the fea- 
tures was a fine line of Colonial Dutch fancy 
tableware in nickel silver base and Britan- 
hia mounts. An article that attracted much 


Hines, W. S. Latimer and William Weid- 
lich. 


*x* * * 


Wood & Brooks Co., of Buffalo, have 


for ladies. 


These holders were decorated 
in various colors to match their owners’ 
gowns. Kenneth A. Wood was in charge 
of the exhibit. 

x # § 

Silver-plated hollow ware and new plated 
ware were shown in the exhibit of Mul- 
holland Bros. of Aurora, Ill. The West- 
minster pattern and “200” line were fea- 
tured at this exhibit. Wilbur T. Kennedy 


was in charge. 
* * * 


United Jewelers, Inc., had its headquar- 
ters for members in Room 654. <A _ general 
line of Hallmark merchandise was shown. 
Frank Shinn and Cornelius Donahue were 


in charge. 
2 @ * 


A large line of holiday goods attracted 
many visitors to the exhibit of S. Langs- 
dorf & Go., New York. Ivory toilet goods 
and fancy leather goods were among the 
articles featured. A large line of clocks 
was also shown. The exhibit was in charge 
of Charles Spier. M. Wolf assisted Mr. 
Spier. 

* * * 

Fine china was exhibited in the display 
of the Pickard Studios of Chicago. Many 
fine pieces in all over incrusted gold were 
shown, as well as fine lines in enamelled 
china, and platinum and gold. Some fine 
hand decorated pieces were shown. With 
this exhibit were Thomas H. Garvin and 
R. D. MacDonald. 

* * * 


The Harper J. Ransburg Co., of Indianap- 
olis had on display at its booth in the main 
exhibit reom, a fine line of cut glass. The 
Welcome pattern was shown, stemware be- 
ing featured. Harper J. Ransburg, who 
was in charge of the exhibit, reported that 





THE EXHIBIT OF THE WALTHAM WATCH CO. 


long been known for the quality of piano 
keys which they turn out. At the conven- 
tion, they were exhibiting their newest lines 
in ivory, including beads, poker chips and 
cigarette holders. One of the features of 
this exhibit was a special case of six holders 


his popular priced line was mony chil 
much success. 
x * * 
As valuable a display as has been shown 
at any convention was that of J. Braun- 
stein & Co., of ‘New: York. This concern 
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are exclusive manufacturers of diamond and 
platinum jewelry, and the splendor of the 
exhibit attracted much attention. Over 
$500,000 worth of diamond and platinum 
jewelry was on display. Among the pieces 
shown were bracelets valued at from $1,000 
to $3,000 and bar pins valued at from $500 
to $2,000. A special feature was a La Val- 
liere-brooch which was sold early during 
the convention. This brooch was valued at 
$5,700. All designs shown were original 
ones, and there was not a duplicate in the 
entire exhibit. Every jewel shown was a 
genuine stone. Nivette diamonds in square, 
emerald and Marquise cuts, were featured. 
J. Braunstein spent the latter part of the 
convention in Buffalo. Al L. Levy and Al 
H. Greene were in charge of the exhibit. 
a * OK 

An exhibit that drew the attention of 
many visitors was that of the Huye Adjust- 
able Box & Economy System. This con- 
cern showed a large line of its new patented 
boxes with attachable side heights, which is 
a saver of space, and of boxes. The ex- 
hibit was shown in the cabinet used to hold 
the boxes. Joe G. Huye was in charge. 

* * * 

At the display of Abel Bros. & Co., Inc., 
of New York, which, as usual, was one of 
_ the most valuable at the convention, a fine 
‘line of diamonds, mounted and unmounted, 
and gold and platinum settings, were shown. 
In addition to the diamond jewelry a fine 
display of wedding rings, was a feature of 
this exhibit. Among the engraved wedding 
rings shown in both gold and platinum were 
the well known “Bridal Wreath,” “Bridal 
Blossoms,” “Romance Blossoms” and “Good 
Luck” swastika patterns. The display was 
in charge of John A. Abel, who was assisted 
by Al Jacobs. 

* * & 

J. R. Wood & Sons, of New York, who 
.have recently opened a distributing office in 
Chicago, showed a fine general line of solid 
gold jewelry. Among the articles displayed 
‘were cuff-links, bracelets, rings, signet rings, 
knives, buckles and wedding rings. Seam- 
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less wedding rings were one of the features 
of this exhibit and another interesting fea- 
ture was a demonstration of the process 
through which these rings pass in the manu- 





THE EXHIBIT OF SWARTCHILD & CO. 


At this booth were A, T. Hunt, 
William Hocking and W. B. 


facture. 
F. Maher, 


Johnston. 
‘ok 


line of clocks and 
watches was shown at the booth of the 
Waltham Watch Co. Grandfather clocks, 
mirror clocks in a number of different de- 
signs and boudoir clocks were shown. 


A most complete 
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Among the clocks featured were excine: 
copies of the Willard banjo clochs: aaa 


were turned out originally by Willard~the 
A fine dis. 


first American Clock maker, 


play of watches was also on exhibit at this 
booth. A. $8. Flint, manager of the retailers’ 
department, was in charge of the exhibit. 
With him were Walter Wigmore, G. Carl- 
strom, E, J. Steele, W. G. Rudolph and 
W. M. McCombs. 


* * * 









The Block Ring Co., of Buffalo, was 
showing a general line of rings at Room 454 
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‘a the Hotel Lafayette. This concern at the 
exhibit was featuring black onyx rings. 
With the exhibit were Norman and Jerome 
Block and Leo Weintraub, 

x *k * 

The Alvin Silver Co. was among the 
concerns exhibiting at the Hotel Iroquois. 
Designs in both sterling and plated ware 
were shown. Among the features was the 
Richmond pattern in sterling flat ware and 
the Richmond and Josephine patterns in toi- 
fet ware. Another feature was the Alvin 
long-life silver plate. j._S. Paine, Buffalo 
representative, was in charge of the exhibit, 
H. N. Lorisch, Chicago manager, was also 
present, as was W. E. Hayward, general 


sales manager. 
e + & 


Another silver concern exhibiting at the 
Hotel Iroquois was the Knickerbocker Sil- 
ver Co., of New York. This concern was 
showing the “Lady Knickerbocker” design 
in plated ware. The exhibit was in charge 
of Michael Strauss. 

* * 

The Watson Co., of Attleboro, was ex- 
hibiting a fine line of sterling ware. Featured 
in this display was the new “John Alden” 
pattern. _The Thomas Co. exhibited a fine 
line of enamel and silver novelties. Among 
the articles displayed were vanity and 
cigarette cases. L. W. Cohen was in charge 
of both these exhibits which were held at 
the Hotel Iroquois. 

x * Ok 

Ginsburg Bros., of New York, exhibited 
a general line of solid gold emblems, and 
other articles. Bert Kaufman was in charge. 

* * * 

Joseph Daving watches and the I. F. 
Croyden Co.’s display were under the charge 
of Isadore Finegold, who exhibited them at 
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Sidelights of the Convention 











Prohibition may be with us but it does 
not appear to have affected the market for 


| 


fl alae he AE + 
> a me, 
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Stern, Chicago jeweler. Mr. Stern received 
daily reports delivered in a most clever 
manner from Miss Marie Stern, whom he 
left in charge of his store. These daily re- 
ports were made on post cards. 

When Walter Mellor, the popular treas- 
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THE S. 0. BIGNEY CO.’S BOOTH, WITH COLONEL BIGNEY AT THE COUNTER 


wine-glasses. Harper J. Ransburg of In- 


dianapolis, who was one of the exhibitors 
at the convention, reported that wine- 








DISPLAY OF THE ARROW MFG. CO. 


the Hotel Lafayette. The new patented 
Daving three-part case was featured at the 
watch exhibit. “La Belle” perles were a 
feature of the Croydon display. 


glasses were among his most popular sellers. 
*x* * * 


Throughout the convention there were no 
lines of worry on the face of Herman 


urer of the A. N. R. J. A,, started to 
board the train at South Bend for Buffalo 
he thought he must have made some mis- 
take about the train. The conductor would 
not let him aboard at first. Then when 
he finally did get aboard he found the 
faces of all the passengers hidden by news- 
papers. which they were industriously read- 
ing. For fifteen minutes silence ensued. 
Then the genial treasurer recognizing some 
familiar feet tried to break the ice and was 
promptly relieved of his watch and chain. 
Then he found that he was really among 
friends after all and that it had all been a 
joke,—even including the attitude of the con- 
ductor. 
* * x 


John W. Sherwood, president of the Soli- 
darity Watch Case Co., arrived at conven- 
tion headquarters Thursday. He was ac- 
companied by his genial smile. 

x * * 

Henry Arnold, of D. C. Percival, Boston, 
Mass., who was a visitor, found many old 
friends at the convention. 

*x* * * 

Among the: officers of'State: Recciagigns 
who were present, was” George M* | 
of Rutland, Vt., past president of the Ver- 
mont Retail Jewelers’ Association. 

x * * 

Samuel Freeman of Waterville, Me., 
president of the Maine Retail Jewelers’ As- 
sociation, made the trip to Buffalo by auto- 
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mobile. He was accompanied by Mrs. 
Freeman and Frank Rickard of Lowell, 
vice president of the Massachusetts and 
Rhode Island Retail Jewelers’ Association. 
xk x 
Another visitor from New England was 
Albert Kerr of Boston, president of the 





in helping that the visitors had the 
time of their lives. The entertainment and 
dance Monday night, given to welcome the 
jewelers, was distinctly in his charge. The 
amusing little cabaret program of children 
dancers was frequently referred to as 
“Bald’s Follies.” “A. O.” worked like a 


see 





WHERE THE HUYE ADJUSTABLE BOX AND ECONOMY SYSTEM WAS SHOWN 


Massachusetts and Rhode Island Retail 
Jewelers’ Association. He was accompanied 
by Mrs. Kerr. 

*x* * * 

Mr. and Mrs. Alfred O. Bald both did 
yeoman work at the convention, Mrs. Bald 
having charge of the registration and the 
entertainment of the ladies, while Alfred O., 
the genial secretary of the New York State 
Association was a regular man of all work 


————>. as Saes 
~<a 
alles, To 





Trojan right up to the end of the conven- 
tion. 
* * * 

Through the efforts of “Joe” Mazer, the 
self-styled “bone-headed and by nature a 
bald-headed jeweler” succeeded in having 
“Little “Liza Jane” crowned queen of the 
convention. “Joe” constantly kept singing 
about “’Liza Jane’ and soon had everyone 
doing it. To sing this song one had to do 


. COH EN & § 


BOOTH OF A, COHEN 


& SONS 


plenty of calisthenics. 
“Joe” could do, he was 


Despite everything 
unable to get any 
some 
nding 
‘ when 
‘inally,. in 
had to advise the Singers 


rhyme or rhythm in the movements, as 
would sit when they should be ‘te 
while others would hop to their feet 
they should be sitting down. 
despair, “Joe” 





THE ROBINS, BLADEN & ROBINS BOOTH 


to stand up on “’Liza” and sit down on 
“Jane.” Then everything went smoothly, 
* * * 

Former President George H. Brock ar- 

rived Wednesday morning, 
ok * * 

Dr. George F. Kunz, the noted gem ex- 
pert and vice-president of Tiffany & Co., 
was unable to be present to deliver the 
address scheduled for Wednesday morning. 





EXHIBIT OF BENJAMIN LAZRUS SHOWING “SALLY” IN THE FOREGROUND 
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One of the youngest and most active and 
interested of the visitors at the convention 
was S. Swartchild of Chicago, who _has 
been in the jewelry business for 60 years. 
Mr. Swartchild, who at the age of 21, 
was a traveling salesman, is still one of the 
livest wires in the jewelry business, 

* ok x 

Prominent in the large contingent of Ca- 
nadian jewelers present at the convention 
were the following: Thomas Roden, second 
vice-president Canadian National Jewelers’ 
Association; O. M. Ross, the secretary; 
James Ryrie, treasurer; John McKnight, 
president American Watch Case Co., Ltd., 
of Toronto; R. J. Abbs, vice-president of 
the Goldsmiths’ Stock Co.; Gordon Mc- 
Laren, president Ontario Jewelers’ Asso- 
ciation; E. P. Sternberg, assistant manager 
of H. & A, Saunders, Ltd., Toronto; Mr. 
Harvey, manager, of the Canadian Elgin 
Watch Co.; Mr. Hewitt, of the Trader; 
Ammon Davis, Toronto, and his son, H. A, 
Davis; B. M. Chapman of Chapman Bros., 
Toronto, secretary of the Ontario Jewelers’ 
Association; Frank Roden, of Roden Bros., 
Toronto; Stewart Lees, of George H. Lees 
& Co, Hamilton; Dawson G. Harris, 
Hamilton; R. B. Maybe, Toronto. 

* * x 


Two live-wire entertainers on the trip 
to the Falls were Stanton Pilcher of Peters- 
burg, Va., and Fred N. Day of Winston- 
Salem, N. C. They kept all around them 
laughing with the stories they told. 

x ok O* 


Among the visitors from the Far West, 


GOLDMAN. so. GER & WITTGREN. INC. 5 | 


85 COLUMBIA ST.. NEWARK’, N 


ed 


A L/ BES MA BS OAD 


THE BOOTH OF GOLDMAN, KOLBER & WITTGREN INC. 


who journeyed to Buffalo to see the con- 

vention, was Fred F. Symon of Denver, 

Colo. He reported the convention was well 
worth the trip. 

* * * 

One of the livest wires at the conven- 

tion was Jean R. Tack of Newark, who 

brought a large delegation from New Jersey 





to Buffalo with him, including Mrs. Tack. 
x * 


“Jimmy” Steele of the Waltham Watch 


P 
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HENRY F, DIRECTOR OF EXHIBITS 


STECHER, 


Co. sales force was also at the convention. 
*k *k x 

C. J. Brotherly, of Newark, was on so 

many different committees and sub-com- 

mittees that his friends wondered how he 


got any sleep at all. 
x ok Ox 


P. J. Coffey, president of J. A. & S. W. 


Charles Bowman of Somerville, N. J., en- 
joyed the Buffalo atmosphere. He brought 
with him a rich store of enthusiasm and a 
healthy appetite. 

* ok 

Norbert Bert! and his son Norbert, Jr., 
of Newark, N. J., visited the convention 
for a few days. from here they went to 
Chicago to visit relatives. 

aK ok 

Charles T. Evans, past president of the 
State and national associations was on the 
job constantly at the convention, and met 
many old friends. Mr. Evans received 
compliments from everyone for the success 
of the convention. He was chairman of the 
3uffalo committee on convention arrange- 
ment. 

* * 

Among the faithful who were present 
was L. M. Campbell, of Canandaigua, N. Y. 
Mr. Campbell was accompanied by his wife 
and son. 

* ok O* 

One of the important Buffalo convention 
committees was the finance committee, of 
which Eugene Tanke was chairman and 
Arthur J. Block vice-chairman. Mr. Block 
was treasurer of the convention committee. 

x Ok o* 


The delegation sent to the convention by 
the Bronx (N. Y.) Retail Jewelers’ Asso- 
ciation were much in evidence at the ses- 
sions. They included: M. Korsunsky, H. 
Falkenstein, W. Schneiderman, A. J, Blum- 
ing, A. Landau and J. Chamelin. Harris 
Cohen, ex-president of the New York Jew- 
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Granberry Co., of Newark, was present at 
the convention, and made a lot of new 
friends among the retailers. 
x Ok Ok 

Friends of Frank Thorworth of Eliza- 
beth, N. J., were admiring the new white 
felt hat which he got while he was in 
Buffalo. 





EXHIBIT OF THE CORDOVA, SHOPS , 


Gah 
elers’ Benevolent Association, New York, 
was a guest of the Bronx jewelers. 
xk *k x 
No national convention is complete with- 
out August Lock, Pittsburgh, Pa. August 
made the trip from the “Smoky City” and 
back by automobile. Strange to say the 
usual box of stogies was missing. 
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(GORHAM SERVICE 


F you had the chance to talk with a 

man who was looking to buy a weading 

or birthday present, you’d be able to 
sell him easily, wouldn’t you? 


Then you want this system, for it puts 
you in touch with dozens of such desirable 
prospects. 


Every time you sell a wedding or birth- 
day present, you put down on one of the 
above cards the purchaser, the article, and 
the occasion. Then fifty weeks later, two 
weeks before the anniversary comes around 
again, you write a personal letter to the 


Pick up some of the dollars lying right under your hand! 


THE GORHAM INTERESTS 


THE GORHAM Co. 


Providence and New York 


Wo. B. DURGIN CoO. 
Concord, N. H. 





_ 
























to reap the profits of this 


(GORHAM SERVICE 
CARD SYSTEM 


HIS system ts a simple, costless method 

of increasing sales, founded on the 

principle that sf a man has bought once, st 

is easy to get him to buy again—if you offer 

him the right thing at the right time. It ts 
free to any retailer as a part of 





customer, suggesting gifts for the coming 
anniversary. Your suggestion will come 
to the prospect at a time when he is con- 
sidering ‘a gift, but is yet undecided and 
can be easily influenced to make a purchase 
at your store. 


Make every present you sell be the first 
of a long series of profits. We will give a 
supply of these cards to any retailer, gladly 
and with no strings. All we ask is that 
you give the plan a thorough trial by using 
it to build up and follow up a list of profit- 
able customers. 


WHITING Mre. Co. 
Bridgeport, Conn. 


Wo. B. KERR Co. 
Newark, N. J. 
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i Sh Ss HE figures given 
sa naga T out in the dis- 


Decrease 


in Jewelry Sales patch from Washing- 


ton recently showing 
total sales of jewelry for the fiscal year 
ending June 30, 1921, as based on the tax 
report of the Internal Revenue Committee 
just made ‘public, were startling in the ex- 
treme and if correct should be a_ subject 
of great encouragement to the jewelry trade 
at large. According to this preliminary 
estimate, the jewelry purchased by the pub- 
lic during the last fiscal year amounted to 
$488,078.100, as compared with $517,272,140 
in the fiscal year ending June 30, 1920. 

If these figures are accurate they show a 
drop of but a little over six per cent. in 
the total business of our jewelers, despite 
the enormous decrease in business which 
occurred in the last six months of that pe- 
riod. In fact, of all the luxury lines whose 
sales are estimated on the tax paid to the 
government, the jewelry trade made one 
of the best showing, the only line showing 
an increase being chewing gum. 

It is not possible that jewelers paid more 
taxes to the government than their sales 
actually indicated, and it is not probable 
that the jewelers were any more accurate 
in their tax reports during the fiscal year 
1921 than they were during the fiscal year 
1920. Either there has been some mistake 
in the preliminary figures made public in 
the reports to the newspapers or the 
iewelry trade, as a whole throughout the 
country, has suffered far less decrease in re- 
gard to the total volume of business done 
than even the most optimistic in our in- 
dustry had cause to believe. 





EVER in the his- 

tory of the jew- 
elry trade has a 
greater or more im- 
portant convention been held than that of 
the American National Retail Jewelers’ As- 
sociation which took place at the Lafayette 
Hotel in Buffalo, Tuesday, Wednesday, 
Thursday and Friday of last week. Though 
in the number of those who attended, (out- 
side of the regular delegates from the 
State associations), some of the previous 
conventions in Chicago and New York 
may have held a bigger record, as far as 
visiting retail jewelers alone were con- 
cerned, as far as interest in the proceedings 
was manifested and particularly as far as 
the merit of the speeches and addresses at 
the convention can be taken into considera- 
tion, the event last week overtops in every 
way any of the 15 that has preceded it in 
the history of the American retail jewelers’ 
national body. In seriousness of character, 
in importance of the subjects discussed and 
acted upon and particularly in the attend- 
ance of jewelers at the various sessions of 
the convention (from the breakfast con- 
ferences in the morning right through to 
the late afternoon and sometimes in the 
evening), this conference was unique not 
only as far as the jewelry trade is con- 
cerned, but in the history of business con- 
ferences generally. 

The jewelers who came made it evident 
that they came mot to be entertained and 
amused, but to be educated; and educated 
they were in the highest sense of the 
word by the important addresses delivered 


The Retail 
Jewelers’ Greatest 
Convention 
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and the discussions which ensued. Prac- 
tically every topic that enters into the 
jeweler’s life from the dressing of his show 
window to his relations with his banker; 
from his experience with crooks to the de- 
velopment of his silver department, or from 
the method of treating watchmakers to 
the attitude which he should take in con- 
nection with jewelry taxes or the great pub- 
lic questions that confront him—in fact, 
every phase and side of the jewelry busi- 
ness, was discussed in detail both in illumi- 
nating and educative addresses and by per- 
sonal anecdotes and relation of practical 
experience from jewelers who had either: 
worked at or solved the problems in 
question. ‘It was the universal expression 
of opinion heard on all sides that the in- 
formation gained by attendance of a single 
session or by an interchange of ideas with 
brother jewelers for a single day, was well 
worth the time and trouble spent to come 
to the convention, no matter how far the 
distance the delegate to it had traveled. It 
was a real convention in the seriousness in 
which it was taken by the jewelers and the 
importance of the work discussed and ac- 
complished. 

But the lighter side was by no means 
neglected.. In fact, the entertainment pro- 
vided for the visiting jewelers and their 
wives at this convention was by all odds 
the most satisfactory, the most elaborate 
and the most perfectly carried out program 
that has ever yet been offered. The retail 
wholesale and manufacturing jewelers of 
Buffalo with the help of many of their 
wives, combined to give to the visiting 
jewelers and their families, the most cor- 
dial reception possible and provided inter- 
esting trips that will long be remembered 
by all those who attended. Beginning with 
the reception and dance at the Hotel Lafa- 
yette, Monday night, the entertainment fea- 
tures followed rapidly, with a most interest- 
ing sight-seeing automobile trip and sup- 
per for the ladies on Tuesday, and a general 
trip for all the visitors and their wives to 
Niagara Falls, the Niagara Rapids and 
Gorge and a banquet and reception and 
dance at the Clifton Hotel, Niagara Falls, 
Ont., on. Wednesday afternoon and even- 
ing. This was followed Thursday evening 
by a sail on Lake Erie to Crystal Beach. 
Canada where the visitors enjoyed them- 
selves at this pleasure resort after a supper 
offered by their hosts. In addition, the 
Buffalonians extended hospitality on every 
occasion to individuals always manifesting a 
spirit of cordiality to their out-of-town 
friends in a way that was as surprising as 
it was delightful. 

The jeweler who missed the Buffalo con- 
vention, missed an intellectual, educational 
and social treat that it will be hard to 
equal let alone surpass at future gatherings 
of this body. But to those who were not 
there and who did not get the benefit of a 
personal contact with their fellow jewelers 
from all over the country and imbibe the 
spirit of uplift and optimism that per- 
vaded, we feel that the next best thing will 
be a careful perusal of the full and detailed’ 
account of the convention which anpears in 
this issue beginning with page 115. While 
no description can give the full effect ob- 
tained by listening personally to the ad- 
dresses and the discussions, the text will 
convey some of the valuable thoughts of- 
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Be prepared for the Fall season which 
begins very shortly; highest quality 
goods leave nothing to be desired. 


Calls promptly filled. 
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fered to our retailers on this occasj 

full telegraphic report with details of a 
speeches and addresses of the opening a 
sions of the convention, Tuesday mornj ; 
and afternoon, are to be found in the last 
issue of THE JEWELERS’ CIRCULAR (Septem 
ber 14), while an equally full account vl 
the proceedings beginning with Tuesda 
evening and lasting until the close of the 
convention are to be found in these covers, 

The new officers of the association, whose 
portraits adorn the front cover of this issye 
are all men, tried and true, whose character 
and ability is known throughout the jewelry 
trade and who have served long and faith- 
fully in association work. The spirit jn 
which they have taken up their new duties 
combined with the ability which they have 
shown in their previous offices, insure for 
the American National Retail Jewelers’ As. 
sociation, a businesslike administration for 
the next year which should result in en- 
larging and extending the association move- 
ment throughout the country to a degree 
that has not heretofore been possible. They 
are men in whose judgment, probity and 
general qualifications for office the retail 
jeweler can have the utmost confidence and 
with them at the helm, there is no excuse 
for any retail distributor of jewelry lines, 
from the largest to the smallest concern in 
the country, feeling that he is too great or 
too insignificant to be benefited by member- 
ship in his State association and the national 
body with which it is affiliated. 

We confidently feel that with the Buffalo 
convention, the American National Retail 
Jewelers’ Association has marked an epoch 
in its history and that its progress from 
now on should be assured. The convention 
has shown that the retail jewelers have 
cause in every way to be proud of their 
national body and it and its officers are 
worthy of the whole-souled and unstinted 
support of every member of the industry. 





The Smoot Tax F the attitude of 
Plan the retail jewelers 
Meets With Favor Of the country is to 
be judged by the ex- 
pressions of opinion of those who met in 
Buffalo last week, there is little doubt that 
Senator Smoots’ proposed bill as a sub- 
stitute for the House Revenue Bill will 
have almost universal support in our in- 
dustry. Strange as it may seem, Senator 
Smoots’ measure, although it proposes to 
put a manufacturer’s tax on every line of 
trade, has already received the unstinted 
endorsement of organizations of manufac- 
turers generally who feel that the crying 
need at the present time is for a proper 
method of taxation and the abolition of the 
abortive tax system under which we have 
been suffering since the war. The House 
Bill would apparently perpetuate this un- 
scientific and illogical system of taxation 
with a few amendments and changes, while 
little hope for real tax reform was held out 
even by the Senate Committee before 
Senator Smoots announced the outlines of 
the bill which he intends to introduce. 
Jewelers as well as merchants and manu- 
facturers in other lines of industry, are if 
no way keen for a manufacturer’s tax even 
though it be three per cent, but the retailers 
of our trade realize that the first great re- 
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Walter Lampl, manufacturer of plati- 
num and gold chains, 9 Maiden Lane, is at 
present visiting his trade. a 

On Oct. 1, Gillot & Co., jewelers,» now 
located at 605 Fifth Ave., will move to new 
quarters at 557 Fifth Ave. 

Among the visitors in this city during the 
past week were Mr. Greer, of Mitchell- 
Greer Co., Fort Worth, Tex. 

Frank Jeanne of Wm. S. Hedges & 
Co., 170 Broadway, returned from a trip 
to Europe on the Kroonland Sept. 12. 

Among the callers at the offices of THE 
JewELerS’ CIRCULAR on Monday was Samuel 
Swartchild, of Swartchild & Co., Chicago. 

Roland Gsell, watch manufacturer and 
importer, 15 Maiden Lane, has just re- 
turned from a three months’ visit to the 
factories in Switzerland. 

S. Nathan & Co., dealers in precious and 
semi-precious stones, 71 Nassau St., an- 
nounced that I. Friedman is now associated 
with them. Mr. Friedman is the son-in-law 
of S. Nathan. 

Martin Klein, of the firm of Guggen- 
heim & Klein, Inc., importers of dia- 
monds, 87 Nassau St., sailed on the 
Aquitania, on a purchasing trip to the 
European diamond markets. 

According to an announcement made sev- 
eral days ago Knopoff & Sabel have dis- 
solved partnership and the business will, 
hereafter, be conducted under the name of 
Morris Knopoff located 71 Nassau St. 

O. S. Hudis, representing J. Schnelwar, 
manufacturer of platinum diamond 
mountings, 284 Pearl St., has started on 
a three months’ trip during which he 
will cover the south, middlewest and 
Coast. 

J. J. Newman, of the Gold Seal Jewelers, 
distributors of pearls, 87 Nassau St., is ex- 
pected to return from. Europe today 
(Wednesday) aboard the steamship Olym- 
pic. On Oct. 1 Mr. Newman will leave for 
a western trip. 

Gerald S. Russell, Pacific Coast sales- 
man for A. Wallach & Co., makers of gold 
chains, 37 Maiden Lane, is now in Mt. 
Sinai Hospital where he will be operated on 
for appendicitis. Mr. Russell will be un- 
ableto do any further traveling this year. 

J--W. Ruth, of J. W. Ruth & Sons, 
Shelbyville, Tenn., and Charles L. Ruth 
and son of Charles L. Ruth & Son, 11 
Dexter Ave., Montgomery, Ala., were 
among the out-of-town visitors last week 
who called at the offices of THE JEWELERS’ 
CIRCULAR. 

A voluntary petition in bankruptcy. was 
filed in the United States District Court this 
city last Tuesday by Jacob Levin, jewelry 
salesman, 100 W. 119th St. The schedules 
which are filed with the petition place the 
salesman’s liabilities consisting only of un- 
secured creditors at $20,418.13. The assets 
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amount to $175 which represeat house- 
hold goods. 

Maurice Ledeberg, formerly of Eisen, 
Ledeberg & Co., Inc., has just returned from 
the European diamond markets, and last 
week announced that on and after Sept. 15, 
he - became affiliated with Louis Pressel 
under the co-partnership name of Louis 
Pressel & Ledeberg, diamond importers, 35 
Maiden Lane. 

H. J. Homrich, jeweler, Huntington, W. 
Va., arrived in this city on a buying trip, 
Monday and will remain here for two weeks. 
Mr. Homrich will be joined later by his 
daughter, Miss Celesta Homrich, who will 
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Jewish Welfare Board during the war and 
before his death a well known jeweler of 
Frovidence, R. I. The services were under 
the auspices of the Harry Cutler Post of 
the Hebrew Veterans of the Wars of the 
Republic. The speakers were the Rev. Ber- 
nard Drachman, Maurice Simmons, Com- 
mander-in-Chief of the Hebrew Veterans, 
and Rabbis Clifton H,. Levy and Lee J. 
Levinger. Colonel Cutler died a year ago 
last Saturday. 

Among out of New York buyers visiting 
the jewelry, silverware, leather and luggage 
goods division of the Bush Terminal Sales 
building in the past few days are the fol- 








combined. 





During August, 1921, THE JEWELERS’ 
CIRCULAR published 546 pages of adver- 
tising which exceeded any previous August 
in its 52 years’ existence; and which as usual 
was more than the six other jewelry journals 


This is the time to Advertise. 




















enter Ogontz School, in Pennsylvania, next 
month. While here Mr. Homrich is making 
his headquarters at the McAlpin Hotel. 
For holding up and robbing Edward 
Hirschfield, jeweler and optician, 139 Third 


‘Ave., last July, Jacob Konove was sent to 


Sing Sing Prison on Monday for a term 
of 10 to 20 years. Sentence was passed 
by Judge Rosalsky in the Court of Gen- 
eral Sessions. On July 23 last it is claimed 
Konove, with a “pal,” held up Mr. Hirsch- 
field at the point of a gun and robbed his 
establishment. 

“Matt” Stratton, superintendent of the 
Jewelers’ Co-operative Bureau, 15 Maiden 
Lane, is enjoying a rest at Bradley Beach, 
N. J. When not sleuthing “Matt’s” prin- 
cipal occupation is angling. Last Wednes- 
day he hooked a 56-pound red drum fish. 
“Matt” writes that this is the largest fish 
of its kind ever taken on rod and reel from 
the surf at a seashore resort. Post cards 
showing “Matt” carrying the fish are being 
received by his friends in the trade. 

Last Sunday memorial services were held 
at the Adath Israel Synagogue, this city, 
for Colonel Harry Cutler, chairman of the 








lowing: C. J. Stable, Wynne Deaver D. G. 
Co., Sterling, Ill.; Mr. Wilson, Wilson- 
Chass Co., St. Petersburg, Fla.; Miss Edith 
Smith, Holzwasser, Inc., San Diego, Cal.; 
Mr. Joss, Watch Shop Co., New Phila- 
delphia, Pa.; W. W. Warrick, East Orange, 
Pa.; Mr. Van Ness, W. I.. Van Ness & Co., 
Charlotte, N. C.; L. Zickel, Detroit, Mich.; 
Mrs. Korn, Ye Little Gift Shop, Helena, 
Ark.; Mr. Nicholas, F. S. Martin Co., 
Sioux City, Ia.; W. M. Reed, Montpelier, 
Vt.; Mr. Fisher, L. S. Donaldson Co., Min- 
neapolis, Minn.; Mr. Baldy, H. R. Baldy 
Sons, Catawasso, Pa.; Mr. Gardner, Yeager 
Co., Akron, O.; Mr. Mitchell, Band Box, 
Middletown, N. Y.; Mr. Riddles, The Crab- 
tree Co., State College, Pa.; Mr. Longwell, 
Geo. B. Peck D. G. Co., Kansas City, Mo.; 
Mr. Cone; E. H. Cone, Inc., Atlanta, Ga.; 
Mr.; Lowden, J. L. Brandeis Co., Omaha, 
Neb.; Mr. Lipman, Rosebaum Co., Pitts- 
burg, Pa.; Mr. Blum, David Blum, Cleve- 
land, O.; Mr. Tuchfeld, Sol. Tuchfelds 
Sons, Jackson, Tenn, | 

A young man, who it is claimed was 
formerly” employed as a salesman in a 





(Continued on page 163) 
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‘ewelry store at Memphis, Tenn., has been 
jesuing worthless checks on jewelers in this 
‘A wholesale jewelry concern at 65 


ll St. claims that about two weeks 
ago the young man purchased some jewelry 


from them and gave in payment a check 
for $35 drawn on the Manhattan Bank of 
Memphis, Tenn. He is described as being 
fve feet four inches tall, weighing 135 
pounds and about 30 years old. 

Joseph H. Frier, of Greenbaum, Wolff & 
Ernst, 7 Dey St. was elected trustee in 
bankruptcy for the Herculean Products Co., 
Inc, manufacturing jeweler, 524 Broadway, 
at a meeting of creditors held before Referee 
in Bankruptcy Harold P. Coffin last Friday. 
This concern was petitioned into bankruptcy 
last June. 

At the first meeting of creditors of Nathan 
Chanowitz, wholesale and retail jeweler, 108 
Fulton St., held last Friday, Joseph H. 
Frier, of Greenbaum, Wolff & Ernst, 7 Dey 
St.. was elected trustee in bankruptcy un- 
der a bond of $500. The meeting was held 
before Referee in Bankruptcy Peter B. Ol- 
ney, An involuntary bankruptcy petition 
was filed against this concern on April 20, 
last. 

A large quantity of new silver still packed 
in excelsior and paper wrappings was found 
in a vacant lot near 17th St. and Eleventh 
Ave, Brooklyn, last Monday by Fatrolman 
Elwin Cooney, attached to the Fifth Ave. 
station. About three o’clock in the morning 
the officer noticed three men in the vacant 
lot and decided to investigate. As he got 
near the men they ran, but the officer soon 
came upon the silverware, including six 
trophy cups, six large silver basins and fruit 
dishes and a number of vanity cases. The 
silver was taken to police headquarters, where 
its value was estimated at from $8,000 to 
$10,000. There was no mark on the silver 
by which the owner or owners might be 
identified. Apparently it had been stolen in 
transit, The police have no record of a 
complaint of such a theft. 

William H. Cartwright, better known as 
“Doc” and who claims his real name is 
Robert Welsh, was placed on trial last Mon- 
day before Judge Rosalsky in the Court 
of General Sessions on a charge of forgery 
in the second degree. The charge alleges 
that the prisoner passed a forged travelers’ 
check for $100 on Reuben Supin, jeweler, 
476 Seventh Ave. The prisoner was ar- 
rested in Chicago on suspicion of being one 
of a band who robbed a bank at Moline, IIl., 
of $27,000 in securities and $10,000 in trav- 
elers’ checks, The police say that in the 
time elapsing between the robbery and arrest 
he had so changed in appearance that no- 
body could identify him. He had the watch 
on him which was supposed to have been 
sold him on the spurious check by Supin, 
and this led to his indictment in this city. 
He is being tried under the name of Mc- 
Cauley, 








N. P. Larson, Amherst, Wis., has leased 
part of the Woodman building and will en- 
Sage in the jewelry business there. 
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form needed is to stop the discrimination 
shown in taxing some trades and exempting 
others. In abolishing the so-called “nui- 
sance” taxes which Senator Smoot’s plan 
provides for, his measure offers relief and 
fills our first want. 

Whether or not, Senator Smoot will 
be able to convince his colleagues on the 
Finance Committee that this is the right 
and proper substitute for the House Bill, 
is still a question on which doubt is ex- 
pressed but the support given by the busi- 
ness interests to his proposition has been 
and will continue to be a revelation to the 
politicians in both houses of Congress who 
continually want to temporize for the sake 
of political expediency. It is still possible 
that they may learn a lesson and act in ac- 
cordance with the best interests of their 
countrymen, The dispatches from Wash- 
ington for the next few days will, there- 
fore hold much interest to the business 
world and particularly to the jewelers. 








Omaha. 





R. J. Kewin has taken a position as 
watchmaker with Grover Spangler at Fre- 
mont, Nebr. 

George Larson has taken a position as 
watchmaker with the Mason Spangler at 
Scotts Bluff, Nebr. 

A. J. Schroeder of Bloomfield, Nebr., 
brought Mrs. Schroeder to Omaha last 
week for treatment at a local hospital. 

R. E. Smith of Tecumseh, Nebr., has 
sold out to the Sargent Jewelry Co., Sar- 
gent, Nebr. This company will operate 
the place at Tecumseh in additior to its own 
store at Sargent. 

Robbers entered the retail jewelry store 
of George Christensen, fourth floor of the 
Security building, one night last week and 
stole some $300 worth of open stock from 
a show case. They entered through a 
transom. 

Among the out of town jewelers who 
were in Omaha during the past week were 
Adolph Schlosser, Dodge; Grover Spang- 
ler, Fremont; P. Sutton, McCook; L. S&. 
Robinson, Glenwood, Ia.; Charles Albright, 
David City; Harry Wolf, Nebraska City; 
Mr, and Mrs. E. E. Morey, Chadron. 

Mr. and Mrs. Fred Smith, parents of A. 
F. Smith of the A. F. Smith Co., have 
gone to Louisville, Ky., where they expect 
to spend a month visiting a daughter, after 
which they will go to St. Louis to visit an- 
other daughter for a month. Mr. and Mrs. 
Smith are 85 and 83 respectively, and have 
made these trips every Summer for some 
years. They enjoy exceptionally good health 
considering their years. 








Thomas J. Faussett, jewelry auctioneer, 
Howell, Mich., recently conducted a very 
successful sale for Brodegaard Bros. Co.’s 
big jewelry store in Omaha, Nebr. The 
sale lasted nine weeks and was very largely 
attended, practically the entire stock being 
cleaned out during the sale. Mr. Fausset 
on conducting the sale acts for James L. 
Hand. 
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Hartford, Conn. 


Ernest N. Humphrey, of New Britain, 
Conn., has been granted a patent for a belt 
buckle. 

The factory of the Sessions Clock Co., 
Forestville, Conn., resumed operations last 
week Monday after a short shutdown. 

Thomas D. Walker has been granted a 
patent for belt buckle and has assigned his 
rights to the Traut & Hine Mfg. Co., New 
Britain, Conn. 

Lee Roberts, a retail jeweler, 171 Main 
St., Bristol, Conn., and Mrs. Roberts have 
returned from a 10 days’ vacation spent at 
Lake Quononchontaug, R. I 

W. K. Graham, an optometrist, 511% W. 
Main St., Meriden, Conn., was taken ill 
several days ago and his office will be in 
charge of R. R. Gwillim for the next few 
days. 

The baseball team of the Wallace Barnes 
Co., clock spring manufacturer, Bristol, 
Conn., defeated the American Legion nine 
recently by a score of 5 to 4. The game 
was the first of a series of three for the 
amateur championship of Bristol. 

A. E. Parker, who was injured recently 
at the plant of the Sessions Clock Co., 
Forestville, Conn., was taken to the Hart- 
ford hospital in a serious condition last week 
Wednesday, an operation being performed. 
Mr. Parker rallied from the effects of the 
operation but is still in a precarious condi- 
tion. 

The funeral of Private Edmund Burrill- 
Patz, son of Hugh Patz, for many years 
connected with the retail jewelry store of 
Henry Kohn & Sons, Inc., 890 Main St., was 
held last week Monday at the Church of 
the Redeemer, Rev. Dr. John Coleman 
Adams, officiating. The deceased was killed 
in action Oct. 26, 1918, having left this 
country for France in June of that year. 

George F. Keene, who came to Meriden, 
Conn., 13 years ago to be superintendent of 
the rolling mill of factory R of the Inter- 
national Silver Co., has resigned his posi- 
tion to accept an offer of the Hartford 
Sterling Co., Philadelphia, Pa., as salesman. 
During the war Mr. Keene served as a 
lieutenant in the navy and returned to Meri- 
den where he was engaged as an industrial 
worker for the International Silver Co. He 
will retain his residence in the Silver City, 
where he is commander of Meriden post, 
No. 45, of the American Legion. 

The seventh annual outing of the em- 
ployes of the American Silver Co., Bristol, 
Conn., was held in Rockwell Park last week 
Saturday, a large number being in attend- 
ence. Tables were set for the crowd under 
the pines in the park, a roast lamb dinner 
with all the fixings being served. Athletic 
events were run off both for the ladies and 
men and attractive prizes were given to the 
winners of each contest. The first outing 
of the company was held in September, 1915, 
at Fitzpatrick’s grove and has been con- 
tinued each year without a break. 








Cincinnati jewelers expressed deep re- 
gret upon the death of Mrs. Mary E. 
Mecklenborg, mother of Louis Mecklen- 
borg, of Mecklenborg & Gerhardt, who 
was buried recently. She had made 
her home with Louis Mecklenborg since 
the death of her husband. Three other 
children survive. 
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TRADE CONDITIONS 


Several local manufacturing jewelers report 
slightly improved business since Labor Day. The 
retailers, they report, are buying only as they 
use goods. Their stocks are low, however, and 
as soon as the vacation period is fully over and 
local trade increases, it should be reflected at once 
in larger business for the manufacturers. 





W. S. Sinnock has just left for a trip 
through the southern territory in the in- 
terest of Ehrlich & Sinnock, manufacturing 
jewelers at 126 South St. 

A. W. Roubauld has just returned from 
a trip through the middle west in the in- 
terest of Kohn & Co., manufacturing 
jewelers at Camp and Orchard Sts. 

Mrs. Halsey M. Larter, of 649 Lake St., 
and her daughter, Miss Elizabeth Wilkinson 
Larter, have returned from Lake Placid 
where they spent the Summer at the Lake 
Placid Club. 

Mr. and Mrs. Frederick J. Keers, of 601 
Clifton Ave., and sons, Frederick, Jr., Alex- 
ander and Theodore Keers, have returned by 
motor from Lake Keysar, Me., where they 
spent the Summer. 

Charles C. Beschell left this week for a 
trip which includes visits to the trade in New 
York State and the New England States, 
in the interest of Moore & Hofmann, silver- 
ware manufacturers at 407 Mulberry St. 

Sidney Rothchild has been covering the 
trade in Boston and Providence in the in- 
terest of Harry C. Schick, Inc., manufac- 
turing jewelers at 105 Chestnut St. John S. 
Adler is on a trip through the Pacific Coast 
territory. 

H. W. Sherrill is on a trip through the 
middle west in the interest of his concern, 
Sinnock & Sherrill, manufacturing jewelers 
at 126 South St: H. A. Kretch is on a trip 
through the New England States for the 
same concern. 

Arthur L. Theurer leaves this week for 
a trip through New York State and the 
middle west, in the interest of Crane & 
Theurer, Inc. L. F. C. Theurer is visiting 
the trade this week in Philadelphia, Balti- 
more and Washington. 

Edward :-P. Kohn, of Kohn & Co., manu- 
facturing jewelers at Camp and Orchard 
Sts., has returned from a month’s fishing 
trip in'the Maine woods. The trip up and 
back was made by automobile. Mr. Kohn 
was accompanied by his wife and daughter. 

Fred D. Smith, who has been on an ex- 
tended trip through the west, going as far 
as the Pacific Coast, is working back now 
and is expected in Newark again about Oct. 
1. He is covering the trade in his own in- 
terest as head of the Fred D. Smith Co., 
manufacturing jewelers at 276 New Jersey 
Railroad Ave. 

Louis V. Aronson, president of the Art 
Metal Works, Mulberry St., was one of the 
speakers at the first organization meeting 
in the campaign of Salaam Temple, Mystic 
Shriners, to float a bond issue of $1,250,000 
for a mosque. The meeting was held at 
Achtel-Stetter’s and was preceded by a din- 
ner. Seventy-five members were present 
from more than 30 municipalities in the 12 
northern counties of the State, which con- 
stitute the jurisdiction of the State. 

The North Jersey Credit Men’s Associa- 
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tion, which succeeds the Newark Association 
of Credit Men, has just sent a circular let- 
ter to its members in which there is a mes- 
sage from J. H. Tregoe, secretary-treasurer 
of the national organization, advocating giv- 
ing the Tariff Commission or some similar 
body power to fix rates. That body now 
acts in an advisory capacity to the ways and 
means committee of Congress, which alone 
has authority in the formulation of tariffs. 
Mr. Tregoe explained that it is an axiomatic 
principle that a tariff which prevents foreign 
goods from entering this country also acts 
to prevent American goods from entering 
other countries. 

The Whithead & Hoag Co., of 272 Sussex 
Ave., appears as the complainant in a suit 
brought against Thomas W. Miller, alien 
property custodian; Frank White, treas- 
urer of the United States, and a corporation 
known as the Deutschwehr. This suit is the 
aftermath of a war contract. The suit is in- 
tended to recover money due the White- 
head & Hoag Co. on contracts for novelties 
made for the Deutschwehr prior to Amer- 
ica’s entrance into the war. It now asks for 
$4,235 as the monetary balance due on the 
contract and has included in its suit the 
Government officials because the assets of 
the Deutschwehr in this country are in 
the possession of the United States. 

Miss Belle Aronson, daughter of Mr. and 
Mrs. Louis V. Aronson, of 86 Clinton Ave., 
and Harry Lawrence Tepper, of Spruce St., 
were married at the home of the bride’s 
parents, Rabbi Julius Silberfield performing 
the ceremony. About 100 guests were pres- 
ent at the ceremony and the dinner which 
followed, and 200 the reception which fol- 
lowed in the evening. The bride’s sister, 
Mrs. I. B. Rosengarten, of Detroit, was 
matron of honor, and another sister, Miss 
Marguerite Ruth Aronson, was maid of 
honor. Alexander H. Aronson, brother of 
the bride, was best man. Mr. and Mrs. 
Tepper left for a wedding tour through 
Canada. Upon their return they will reside 
temporarily at the Hotel Robert Treat. They 
will be in their home in Hillside Ave. after 
Oct. 15. The bride’s father is president of the 
Art Metal Works. 











The employes of the Whiting & Davis 
Co. have organized a soccer football team. 

Miss Kirschner, buyer for Crowley, Mil- 
ner & Co., of Detroit, was a local visitor 
last week. 

Fred E, Sturdy, Jr., returned Sunday from 
a few days’ stay in Sherbrooke, Can., at the 
branch factory of the J. F. Sturdy’s Sons’ 
Co. 

Mrs, Harry Tufts entertained 22 members 
of the packing room of the Webster Co. last 
Saturday afternoon at her Summer home 
at Lake Mirimichi. 

Harry Paye, of the Paye & Baker Mfg. 
Co., was drawn last week to serve on the 
traverse jury which will convene in New 
Bedford in October. 

Arrangements have been made by Presi- 
dent Joseph W. Martin, Jr., of the North 
Attleboro Board of Trade whereby Henry 
G. Thresher, chairman of the New England 
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Jewelers’ and Silversmiths’ Associagi 
Woodward Booth, secretary of the an 
ciation, will address the board at its. 
meeting. Messrs. Thresher and Booth 
taken a prominent part in the tariff 
and they will be able to give North Attle 
boro manufacturers first hand informati ; 
The list of employes of the Whiting 4 
Davis Co. who have worked with the cop. 
cern ior 10 years or more include the fol. 





lowing: Oscar Walden, 45 years; Carrie 
Simpson, 44; Eugene Whiting, 445 Johy 
Loeffler, 42; Tom Tierney, 40; Manie 


Heckman, 38; Edward Boyle, 26; Frag, 
Brown, 26; Lottie Wilcox, 22; Phil Ben. 
nett, 22; Horace Cheever, 21; Frank Gag. 
des, 18; Willis Fuller, 18; Ella Yuitt, 16. 
Christine Pfanstiehl, 16; Hattie Coombs, 15. 
Henry Heintz, 14; Edwin Pink, 13; Harley 
Morgan, 13; Frank O’Donnell, 12; Lee Hig. 
gins, 12; Byron Gardiner, 12; Dick Berke. 
ley, 12; Eva Wheeler, 11; Bertha Goyette 
Louise King, Milton Batchelder and Rome 
Gendron, each 10. 








Canada Notes. 





The store and residence of J. A. Lap. 
gille, jeweler, of Annopolis Royal, N.S, 
were destroyed on Sept. 8 in a fire which 
consumed about one-third of the town, 

The Alberta government has with. 
drawn from the jewelers of the larger 
cities the right to issue marriage licenses, 
which they have hitherto enjoyed. The 
jewelers are making a strong protest and 
have appointed a committee to wait on 
the government and ask for a restora- 
tion of the privilege. 

The jewelry house of D. R. Dingwall, 
Ltd., Winnipeg, recently gave a picnic 
at Selkirk, Man., to their employes and 
their families, numbering about 300. An 
interesting program of games and sports 
was provided, with handsome prizes 
given by the company. The leading 
events were a tug-of-war and a baseball 
match between teams representing the 
store and the factory and watchmakers, 
the store team winning both contests. 

The death of Mrs. J. A. Caron, wile 
of Joseph A. Caron, of Caron Bros, 
jewelers, of Montreal, took place sud- 
denly at her Summer residence, St. 
Eustache, Que. Mrs. Caron, née Cot- 
ture, was a highly educated lady and 
was gold medalist in modern languages 
in 1903 at McGill University matricula- 
tion examinations and later became lec- 
turer in the modern languages depart- 
ment. She graduated from the Royal 
Victoria College in 1907, and was well 
known in musical circles as a pianist. 

Albert Elliston, of Toronto, was at- 
rested on the 12th inst. on the charge 
of attempted fraud. On the preceding 
Saturday he called at the jewelry store 
of Kent’s, Ltd., 144 Yonge St., and st 
lected diamonds and jewelry amounting 
in value to $7,000, presenting in payment 
a check for $9,200. The firm accepted 
the check but declined to deliver the 
goods until it had been presented at the 
bank. When this was done the check 
was returned marked “No funds.” The 
police were communicated with and 
when Elliston called again at the store 
he was taken into custody. 
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r er Mrs. A. E. Place have returned 
omobile trip through New York 





from an aut 


tate. 
, A mortgage for $1,900 on property of 


Charles F. Markham has been discharged 
by Luella W. Gage. 

Sigmund Fischer, ot Fischer & Pruefer, 
was a business visitor in New York the past 

reek for his concern. 
"Villiam Loeb, of William Loeb & Co, 
left last week for a two months’ business 
trip to the Pacific Coast. 

Albert S. Vennerbeck of the Vennerbeck 
& Clase Co., spent the past week in New 
York on business for his concern. 

Harry Brier, of the Brier Mfg. Co., has 
returned from an extended vacation automo- 
bile trip through New York State. 

Clarence J. Roehr, of the Bassett Jewelry 
Co., returned from a business trip through 
the middle west on Saturday night. 

The Metco Co., is the style of a new con- 
cern that has commenced the manufacture 
of goods for foreign trade at 293 Dyer St. 

Henry C. Llufrio, of the Llufrio Mfg. Co., 
661 Westminster St. this city has been 
granted a patent on a one piece soft collar 
holder. 

Ivan A. Gillenberg, of O. R. Johnson & 
Co., who has been on a trip to Sweden for 
several months, is to return early next 
month. 

Harold W. Ostby, of the Ostby & Barton 
Co., and family who have been at Sakonnet 
during the Summer have returned to town 
for the Winter. 

Frank Kelley, of the Manufacturing 
Jewelers’ Board of Trade, left here last 
week for an extended business trip through 
the middle west. 

Judge Stone in the Municipal Court last 
fuesday granted permission for the sale of 
personal property of the estate of the late 
Nathaniel Barstow. 

Silverman Mfg. Co., manufacturers of 
findings, novelties, etc., have taken larger 
quarters at 40 Bassett St., removing thereto 
from 415 Richmond St. 

Archibald Silverman, of Silverman Bros., 
has returned from an extended western busi- 
ness trip. Their factory is running full time 
with nearly 200 hands. 

Walter H. Pruefer, of Fischer & Pruefer, 
who was recently operated upon at the 
Memorial Hospital, Pawtucket, has returned 
home and is able to be out and about his 
business. 

Silverman Bros. of this city have opened 
a branch office at 1603 Heyworth building, 
Chicago, which has been placed in charge 
of G. Leo Silverman, a son of Archibald 
Silverman of the firm. 

Among the members of the joint com- 
mittee of the civic organizations to arrange 
for an Armistice Day celebration are 
Arthur Henius, Howard F. Barker, William 
F, Baker, H. Harold Price. 

Silverman Bros., manufacturing jewelers, 
226 Public St., have opened an office in the 
Heyworth building, Chicago, in charge of 
G. Leon Silverman, son of Archibald Sil- 
véerman, of Silverman Bros. 

The Administrator’s inventory of the 
estate of the late C. Warren Tuttle, filed in 
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the Municipal Court on Tuesday, shows 
personal property of $5,897.75 and petition 
to sell personal property was granted. 

John B. Godvin, local representative of the 
Keystone Pub. Co., has the sympathy of the 
trade in the death of his wife on Thurs- 


day last. Her funeral was from St. Mary’s 
Church, Edora, Ontario, Can, Monday 
morning. 


The case of Whipple & Campbell Co. 
against S. K. Merrill Co. was heard before 
Judge Wright in the Sixth District Court 
last Friday. This is a case on book account 
and decision was for plaintiff for $325 and 
costs. 

Frank H. Murphy, 34 years of age, has 
been appointed a deputy field collector by 
Collector of Internal Revenue Frank A. 
Page. Mr. Murphy has been for some time 
foreman of the stock and receiving depart- 
ment of the United Wire & Supply Co. at 
Auburn. 

The business of the Metals Products Mfg. 
Co., 195 Eddy St., has been absorbed by the 
Lyons Mfg. Co., 101 Sabin St. E. A. Wil- 
lemin, formerly of the Metals Products Co. 
has been engaged as superintendent of the 
department of metal products of the Lyons 
Mfg. Co. 

Benjamin F. Tripp, watchmaker for sev- 
eral years with Wilfred C. Paquette, 42 
Franklin St. Newport, died at his home 
last Tuesday after a lingering illness. He 
was a widower, with one son living at Mil- 
ford, Conn. He was born at Westport, 
Mass., 49 years ago. 

The first meeting of the directors of the 
Manufacturing Jewelers’ Board of Trade 
following the Summer recess was held at 
the rooms of the association in the Turks 
Head building last Friday afternoon, at 
which considerable routine business was 
transacted. About a dozen applications for 
membership were received and considered. 

A permit was issued by the inspector of 
buildings on Friday to Williams & Ander- 
son, manufacturers of emblems, 33 Broad 
St., to erect a manufacturing building on the 
north side of 3rd St., near the line between 
this city and Pawtucket. The main struc- 
ture is to be 160 by 60 feet with a rear pro- 
jection 60 by 100 feet. It is to be of brick, 
one story high. 

Samuel A. Baldwin, Charles F. Irons and 
John M. Buffinton, three of the oldest and 
best known members of the manufacturing 
jewelry industry in Providence left last 
Tuesday for a week’s automobile trip 
through the White Mountains, going as far 
as Dixville Notch. On their return Mr. 
Baldwin will spend several weeks at Shirley 
Hill, N. H. and Malden, Mass. 

Mr. and Mrs. T. Earl Rowe, who have 
been abroad for four months, have returned 
and opened their home on Benefit St. for 
the Winter. Mr. Rowe, who is director of 
the Rhode Island School of Design, has 
been studying schools and museums in France 
and England in the interests of the School 
of Design and expects to introduce several 
features beneficial to the local institution 
in the near future. 

The past week has brought one of the 
largest contingents of jewelry buyers to this 
city that has been here in several months 
and announcements have been made of a 
number more the coming week. While the in- 
dividual orders have not been especially large 
the aggregate has been sufficient to greatly 
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encourage the manufacturers and several 
of the plants are operating with larger num- 
ber of workers than at any time this year. 
While there has been a determined optimistic 
attitude among the manufacturers during the 
last year it has been more in spirit than ac- 
tual, but the past week has developed a de- 
cidedly more cheerful atmosphere and hopes 
are now expressed that the holiday season, 
although short, may prove a busy one. For 
some time past activity among the manufac- 
turing jewelers has been “spotty” but the 
last few days has witnessed a more general 
stirring among the plants. The activity has 
been principally among the makers of 
cheaper lines or of specialties and novelties. 
The movement is now developing along the 
better lines and some of the gold shops 
are beginning to feel the improvement. 
Among the jewelry buyers who have been 
recently reported here are the following: 
Harry Morris, of Morris, Man & Reilly, 
Chicago; Miss B. Cowan and Thomas F. 
Doherty, of Marshal Field & Co., Chicago; 
Philip Stern, of New York city; M. Wile, 
of Wile Importing Co., New York city; 
Louis Greenberg, New York city; Mr. Mc- 
Dermott, of Frank & Seder, Inc., Pittsburgh, 
Pa.; Miss Fox and Mr. Stephen, of Straw- 
bridge & Clothier, Philadelphia; Mr. Levy, 
of “Hillman’s” Chicago; Miss O. Kircher, 
of Crowley, Milner & Co., Inc., Detroit, 
Mich.; E. Lindahl, of the Continental 


Jewelry Co., Cleveland, O. 
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TRADE CONDITIONS 


The past week saw the brightest indications of 
a thriving Fall business in the jewelry factories 
of any week during the Summer months, and as 
a result, the manufacturers took a more optimis- 
tic view of business conditions and prospects. 
The Jas. E. Blake Co.’s factory, which has been 
operating on a three days a week schedule, an- 
nounced that it would start a 48-hour week on 
Monday of this week. The firm stated that it 
saw business enough ahead to last until Christmas. 
At the factory of the Saart Bros. Co., a notice 
was posted that starting Monday the firm would 
operate on a 50-hour a week schedule. This 
means five days a week, The firm has been on 
a 45-hour a week schedule. There are many other 
signs that are encouraging to the manufacturers 
who feel that the low mark has been passed and 
better times are ahead. 





Thomas Sadler of South Attleboro 
sprained his wrist last week while in his 
peach orchard. 

Edward L. Anderson, jeweler was drawn 
last week to serve on the traverse jury 
which convenes in New Bedford in Oc- 
tober. 

Sidney O. Bigney the well known local 
manufacturer spent the last week at the 
American National Retail Jewelers Asso- 
ciation convention at Buffalo where he was a 
prominent figure in all the social activities. 

The employes of the Electric Chain Co., © 
were the guests of Messrs. Sawyer and 
Rees at Brant Rock last Saturday. Auto- 
mobiles were furnished for the trip. 

President William H. Saart presided at 
the dinner held last Thursday in connec- 
tion with the annual outing of the Attle- 
boro Chamber of Commerce. The affair 
was held at the Hummocks this year and 
was a big success. , 
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Where Every One Takes An 
Interest In His Work 


You know what it means to your store if all your employees take 
an interest in their work. 


They pull together—and get results. 
You can count on them and your success is assured. 


That’s just the way we feel about it and that’s the reason Illinois 
Watches give such uniformly satisfactory service. 


Each of our associates knows what he is doing and why, and does 
it right. He takes an interest in his work. We pull together. 


As a consequence we're not making a mere machine or an article 
of merchandise. We're making something upon which the lives, the 
comfort and the happiness of untold millions depend. 


We're making watches—Illinois Watches—and put into them the 
best of purpose, skill and material of which we are capable so that 
they shall be as near perfection as interested human craftsmen can 
make them. 


We know that we are succeeding because of the many satisfied 
wearers who write us as well as from the many urgent requests we are 
continually receiving from the trade. 


We are supplying them with Illinois Watches as rapidly as we 
possibly can, but in doing so you can depend upon it that we will never 
hurry the process so that our associates lose interest and thereby lower 
the quality—the secret of the success of Illinois Watches. 


Illinois Watch Company 
Springfield 
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Chicago Notes. 





G. Fred Perry, of the Ford-Perry Co., re- 
turned last week from a short business trip 
to St. Louis. 

M. Iralson, Columbus building, is now out 
on his southern territory and is expected 
back about Sept. 23. 

Meyer Kasdan, of Lowy & Kasdan, New 
York, spent the past week in Chicago visit- 
ing with friends, 

Louis H. Green, Chicago manager for the 
Chas. E. Hancock Co., left last week for a 
business trip through the northwest. 

Will F. Drexmit, of the Keystone Watch 
Case Co., returned last week with his family 
from a pleasure trip through the west. 

J. H. Crawford, representing the J. W. 
Forsinger Co., left recently on a month’s 
trip through his north and northwest terri- 
tory. 

Chas. Fleischman, of the Sandack Jewelry 
Co., left last week to motor to Buffalo, 
where he will spend a few weeks visiting 
with relatives. 

W. E. Haywood, general sales manager 
for the Alvin Silver Co., spent a few days in 
Chicago last week visiting his many friends 
in the trade. 

Mrs. Theo. Leubusher, of Theo. Leu- 
busher Co., left last week for California, 
where she will visit with her sister for 
several weeks, 

John Hereschede, of the Hereschede Clock 
Co., Cincinnati, O., spent a few days here 
last week calling on the trade, and visiting 
his many friends. 

Edward T. Russer, who has been con- 
nected with E. Kirchberg, for several years, 
has associated himself with A. Wolf & Co., 
27 S. Clark street. 

Bernard J. Hogan, who has been secretary 
for A. Wolf & Co., 27-29 S. Clark St., for 
several years, severed his connections with 
this firm recently. 

George Brock, of Brock & ‘Co., Los 
Angeles, Calif., spent a few days in Chicago 
last week visiting the trade, en route to the 
Buffalo convention. 

Arthur L. Fuller, Chicago manager for 
the Towle Manufacturing Co., left last week 
to motor to Ohio where he will visit with 
relatives for a week. 

H. M. Lorish, Chicago manager for the 
Alvin Silver Co., has returned from Buffalo 
where he attended the convention of the 
American National Retail Jewelers’ Conven- 
tion. 

Silverman Bros., Providence, R. I., manu- 
facturers of jewelry, opened a Chicago office 
recently in room 1603 Heyworth Building. 
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This office will be in charge of G. L. Silver- 
man. 

Sherman Amsden, advertising manager 
for the Norris, Alister-Ball Co., left last 
week to attend the convention at Buffalo, 
and visit in New York. He expects to be 
back in about two weeks. 

Miss Mary McEvoy, of the Harry J. 
Baby Co., left last week with a party of 
friends to motor through the New England 
States, where she will visit friends. She 
will be gone for about three weeks. 

Geo. Arbogast, representing the Jones & 
Baumracker Co., in Chicago, surprised his 
friends last week by announcing that he will 
be married to-day (Wednesday, Sept. 21), 
to Miss Rosalind G. Weidenbach, of Chi- 
cago. 

Word has been received at the Chicago 
office of George H. Fuller & Son, that Chas. 
H. Fuller will leave Pawtucket, about Sep- 
tember 23, to motor to Chicago. This will 
be his second visit; via motor to this office 
this year. 

J. H. Johnson, Harvard, Ill, was in 
Chicago last week to engage the services of 
the Chicago police to assist him in locating 
his 14 year old daughter Myrtle who disap- 
peared about five weeks ago while out play- 
ing in front of their home. 

W. Frank Purdy, president of the Art 
Alliance of America, and for 35 years head 
of the department of sculpture at the Gor- 
ham Co., New York, reached Chicago last 
week, to arrange for an important exhibi- 
tion of American sculpture, which will run 
in Chicago for four weeks, opening the first 
week in October. 

The United States Glass Co., of Pitts- 
burgh, Pa., has reserved Room 301 in the 
Hotel Morrison, for the First Chicago Ex- 
hibit of glass, pottery, lamps and housefur- 
nishings to be held Feb. 6 to 18, 1922. Other 
reservations for space from the large glass, 
pottery, lamp and housefurnishings manu- 
facturers are being received daily. 

Paul Daiber, who retired several years 
ago, has again re-established himself at his 
old address, 1224 Clybourn avenue, where 
he will do watch and jewelry repairing for 
the trade. Mr. Daiber has been in the 
jewelry business for the past 35 years, be- 
ing in the watch and jewelry repair business 
for about three years; prior to that time 
he was engaged in the retail jewelry busi- 
ness for about 10 years. 

Among the visitors in Chicago last week 
were: Mr. and Mrs. F. J. Barlow, Wil- 
liamstown, Mich.; Mr. Bode, Jr., of W. L. 
Bode & Son, Montpelier, O.; Fred Over- 
street, Dixon, Ill.; R. M. Garrett, Savannah, 





é 4 RZ RLGE, ————— 

Qu Areal 
—E*- RS nm Pa. 
ey tes (ar 


September 21, 1921 


« 








Iil.; John McQuire, Joliet, Ill.; C. F. Mor- 
gan, of C. H. Ankeny & Co., LaFayette, 
Ind.; Mr. Fuller, of Haller & Fuller, Ann 
Arbor, Mieh.; A. Huss, Libertyville, Ill.; A. 
H. Hullett, Marshall, Mich. 

Alan Pinero, stepson of the late Lon R. 
Richards, has associated himself with the 
LeStage Mfg. Co., and E. I. Franklin & Co., 
both of North Attleboro, Mass., formerly 
represented by Mr. Richards. Mr. Pinero 
formerly assisted Mr. Richards in the hand- 
ling of these lines, and has already won the 
esteem and well wishes of his many friends 
in the trade. Mr. Pinero left last week on 
his initial trip through the middlewest and 
will be gone for about three weeks. 

The group of potteries known as the Big 
Four, located at East Liverpool, O., have all 
sent in their reservations for space at the 
first Chicago exhibit of glass, pottery, lamps 
and housefurnishings, to be held Feb. 6 to 
18, 1922, at the Hotel Morrison. Potteries 
which have all taken large space to show 
their complete lines include the Homer- 
Laughlin China Co., the Knowles, Taylor 
& Knowles Co., the Edwin M. Knowles 
China Co., and Taylor, Smith & Taylor. 


The picnic of the Loftis Booster Club, 
was held on Sunday of last week at Palos. 
Park, Ill, and was well attended by the 
members, their families and friends, in spite 
of the rain, The train left early in the 
morning, and by the time the guests arrived 
at Palos Park the rain had ceased, so that 
all the games that were planned on could 
be carried out. One of the main features 
of the day was a baseball game, in which 
the State street store team won over that 
of the mail order department. Winners of 
the various games played were presented 
with beautiful pieces of jewelry. Dancing 
was enjoyed by all throughout the day, and 
all those present pronounced the day a big 
success. 

The Gorham Co., is now remodeling its 
entire’ office and showroom, putting in new 
fixtures, and disposing of their old ones. 
This is done in order to facilitate handling 
the displays of the “Gorham interests,” which 
comprise the Whiting Manufacturing Co., 
Wm. B. Durgan Co., and Wm. B. Kerr Co., 
also. This will be the western district head- 
quarters and all orders from that territory 
will be handled from here, instead of from 
the east as heretofore. Arthur McVoy, Jos. 
Tunstal, George Fischer and H. H. Meyer, 
who have traveled for the Gorham interests 
through the east are now making their head- 
quarters in Chicago, and will represent all 





(Continued on page 168) 











168 


Chicago Notes. 


(Continued from page 167) 





four lines as one. They are now all out 
on their respective territories and will be 
gone for several weeks. 

Ben Teitleman, Columbus building, re- 
turned last week from a short business trip 
to New York. 

Aug. Wittstein, of the Schrader-Wittstein 
Co., returned recently from a short business 
trip through Indiana. 

A. G. Pogul, representing Skaletsky & 
Schutte, Masonic Vaults, left last week for 
a short business trip to St. Louis. 

Chas. Purdy left recently on a business 
trip through the south, southwest and east 
and will be back in about a month. 

“Manny” Adler, vice-president of the Bon- 
ner Mfg. Co., returned last week from a two 
weeks’ visit at the factory in New York. 

A. G. Winterberg, representing Sproehnle 
& Co., left last week on a trip through the 
northwest and will be gone about two weeks. 

J. W. Stoneburner, Heyworth building, is 
now making his eastern territory, and ex- 
pects to be gone until the first part of Oc- 
tober. 

J. H. Malone, of May & Malone; returned 
last week with his family from Canada, 
where he motored to attend a family re- 
union. 

F, N. Whitney, representing Hadley Co., 
805 Columbus Building, returned last week 
from a short business trip over his eastern 
territory. 

M. Schochet, Chicago manager of the 
Glastonbury Silver Co., returned last week 
from a business trip through Indiana and 
Wisconsin. 

L. W. Williams, Chicago manager of the 
Theo. W. Foster & Bros. Co., returned last 
week from a six weeks’ business trip 
through the south. 

N. N. Lebolt, of Lebolt & Co., sailed from 
Paris, Sept. 19, on the steamship George 
Washington, and expects to arrive in Chi- 
cago on or about Oct. 18. 

Jos. Block, of the Block-Weinfeld Co., re- 
turned recently from an extended business 
trip through his western territory, and re- 
ports a very successful trip. 

Carl Gault, of Mayo & Gault, Battle 
Creek, Mich., motored to Chicago last week, 
and after spending a few days here visiting 
the trade, motored back home. 

P. N. Nelson, of Nelson, Spencer & Co., 
left last week for a business trip through 
Kansas, Oklahoma and Texas, and expects 
to return the early part of November. 

Chas. Baumrucker, of Jones & Baumruc- 
ker, who recently purchased an eight cylinder 
car, is now giving his friends a treat, by 
taking them out riding and then losing his 
way. 

Henry Rufeisen, Mid-City Bank Build- 
ing, returned last week from a four weeks’ 
business trip to the Pacific Coast, and im- 
mediately left on a short business trip to 
New York. 

Steve Leubusher, of the Leubusher-Schu- 
mann & Co., left last week on a business trip 
trip through the northwest. W. C. Schu- 
mann also left last week for a trip through 
the southwest. 

A. Rothschild, Brunswick, Ga. accom- 
panied by his family, is spending a few 
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weeks in Chicago visiting friends in the 
trade, after having spent three weeks at 
Asheville, N. C., visiting relatives. 

A. J. Oppenheim, of the Block-Weinfeld 
Co., left last week with his family to mo- 
tor to New York and through the New Eng- 
land States, where he will visit with friends. 
He expects to return in about three weeks. 

Announcement was made last week that 
Geo. J. Moninger, buyer for May & Malone, 
had been married to Miss Rose Adler, of 
Chicago, on Monday, Sept. 12. The newly- 
weds are honeymooning at “The Dells,” and 
will be back in about two weeks, 

A new retail jewelry store will be opened 
in Lansing, Mich., on or about October 1, 
under the name of Joslin & Craven. Mr. 
Craven formerly was connected in the jew- 
elry business at Oakland, Cal. Both partners 
were in Chicago last week visiting the 
markets. 

Edward E. Schwartz, formerly connected 
with the L. Seligman Jewelry Co., has asso- 
ciated himself with Lazarus & Weil, and 
will represent the latter in Illinois, Wiscon- 
sin and part of Michigan. Mr. Schwartz 
left recently on a short trip through Wis- 
consin. 

Harry Higham, of the Frank Krementz 
Co., Newark, N. J., accompanied by Mrs. 
Higham, spent a few days in Chicago last 
week visiting Chas. F. Hartshorn, Chicago 
manager for the above firm, en route home, 


after spending several weeks touring this ' 


part of the country. 

I. Bach, of Bach & Co., Heyworth Build- 
ing, is able to come to the office for a few 
hours each day with the aid of crutches, 
after being confined home for the past six 
weeks, owing to a bruise on his knee that 
he sustained while carrying a heavy grip. 
He suffered from water on the knee. 

L. Altman and D. Goldberg, recently 
opened an office and shop, in the Mid-City 
Bank Building, under the name of the Reli- 
able Jewelry Manufacturing Co. They are 
manufacturing gold and platinum mountings, 
and make a specialty of diamond setting for 
the trade. Both partners were formerly 
connected with A, Massover & Co. 

Friends of H. Tavlinsky, of the Gold- 
smiths Co., Mid City Bank building, ex- 
tended their sympathy to him last week on 
the loss of his father, M. Tavlinsky, who 
passed away on Sunday morning, Sept. 11, 
after an illness of six weeks. Funeral serv- 
ices were held on Monday at the Chapel of 
Pisers’ Undertakers, 3111 West Roosevelt 
Road, and interment was at Waldheim 
Cemetery. 

Hyman Wilansky, W. Division St., retired 
from business last week, turning over his 
entire interests to his son, Harry, who has 
been associated with him for the past five 
years. Mr. Wilansky has been in the retail 
jewelry business for the past 35 years, being 
located at his last address for five years, 
and prior to that time on Milwaukee Ave. 
Being an expert watchmaker, Mr. Wilansky 
always took care of that part of the busi- 
ness while his son took charge of the op- 
tical end. 

In spite of the fact that it rained the 
greater part of the time on Sunday morn- 
ing of last week, the employes of the A. 
C. Becken Co., accompanied by their fam- 
ilies and friends, had a very enjoyable time 
at their picnic which was held at the For- 
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est Preserves, near Wheeling, Ij}, A 
that took the picknickers out left the 
about noon, and arrived at the Forest Pp, 
serves at 2:30 p. M. Games of al se 
were played, and the well filled baskets of 
“goodies” were all emptied before the ha; 
party left for home. ey 














TRADE CONDITIONS 


There can be no doubt that the demand jp 
Indiana, both from the ultimate consumer and 
from the retailer is on the increase, This is 
clearly seen in the wholesale houses here, There 
is a much better tone than there was 6 days 
ago and the local jobbers are Predicting that 
while business will not break any records this 
Fall, there will be a gradual increase untij the 
holidays at least. In some lines where price 
have shown little inclination to decrease, there 
is some sluggishness, the dealers holding off their 
purchases as long as possible, Credit conditions 
while not all they should be, show some improve. 
ment. Retailers are yet keeping their stocks as 
low as possible and their Fall stocks of holiday 
goods will not be as large as last year. Hoy. 
ever, they are showing less hesitancy about buy. 
ing than was the rule during the early Summe 
months, 





J. B. Lisher, Morristown, Ind., and J, K 
Resoner, Muncie, Ind., were in Indianapolis 
last week. 

The U. S. China Co, of Chesterton, Ind, 
has increased its capital stock from $2000 
to $875,000, and changed the name of the 
corporation to the American China Products 
Co. It was also decided to increase the 
number of directors from seven to nine, 

Joseph Regan, head of the Baldwin-Miller 
Co., has returned from his vacation at one 
of Michigan’s lakes and is leaving almost 
immediately for New York City, where he 
will look over the various lines. Silas Re- 
gan, son of Mr. Regan, has entered DePauw 
University at Greencastle. 

W. C. Simmons, a retailer of Franklin, 
Ind., who was in Indianapolis last week 
looking over the stocks at the jobbing 
houses, is one of the retailers who benefits 
by the opening of the college season. Frank- 
lin College shows a decided increase in en- 
rollment, which means more jewelry busi- 
ness. 

A display of rare china collected by Mr. 
and Mrs. W. H. Latta, is on display in the 
delivery room of the central library. The 
china was collected in France, England, 
Switzerland, Holland and the United States. 
An orchestra group of 10 figures, of Saxon- 
burg ware, was bought in Bournemouth, 
England. Its age is unknown. The life- 
like figures comprise one of the most strik- 
ing features of the display. An old cologne 
bottle of rose and blue colors was found 
in New Orleans, while from Salisbury, Eng- 
land, is a plate 118 years old, of butterfly 
design. A piece of old glass from Chester, 
England, a luster-trimmed mustard jar from 
Haarlem, Holland, a Parisian vase of the 
Empire period, a blue mug from The 
Hague, a very old three-legged vase onc 
belonging to the Burlingame family, a fed 
pitcher of a child’s set of dishes, a vase 0 
an apple green order much sought after by 
collectors, two harlequin candlesticks and 
two blue French cologne bottles are ‘other 
pieces on display. 
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The 14 karat gold trophy to be awarded 
to the winner of the Latonia Championship 
Stakes has been made by the Frank Hersch- 
ede Co. who received the contract. 

Richter & Phillips have received the or- 
der to supply the silver loving cups awarded 
winners in the city championship tennis 
tournament and also in the Hyde Park 

’5 tournament. 

YP Sparks, St. Petersburg, Fla., was 
a recent caller at the office of Cohn, Hahn 
& Newstedt. Mr. Sparks has recently un- 
dergone an operation. An infection set in 
and he was compelled to return ‘to the hos- 
pital for another minor operation. This is 
his first visit here since he was taken ill. 

Congratulations were sent to J. W. Kel- 
ler, Georgetown, Ky., by several local jew- 
elers, upon receiving word of his election 
Sept. 12, at Lexington, Ky., as president of 
the Kentucky Retail Jewelry Association. 
D. Isaac Adler, of Lexington, who was 
chosen vice-president, and William Irion, 
Louisville, re-elected treasurer, are also well 
known here. 

Final action of creditors of Thoma Bros. 
Co., wholesale jewelers, was postponed un- 
til Friday, Sept. 23, when they met at 
the office of Referee Greve Friday, Sept. 16. 
Indications point to an acceptance of the 
terms offered by the company for settlement 
although written consent of the creditors 
had not been obtained from a sufficient num- 
ber of creditors at that time to assure the 
acceptance. 

Juvenile Court officers are investigating 
the report filed by Jos. S. Voss & Sons, 18 
W. 7th St. that a 17-year-old boy under 
arrest had stolen a quantity of jewelry while 
he was employed there. They said jewelry 
had been missed for three weeks and sus- 
picion finally fell upon the boy. The de- 
tectives who made the arrest recovered a 
small box of jewelry which they said the 
boy admitted he had stolen and broken up 
so he could sell it to a metal refinery. 








Evansville, Ind. 





TRADE CONDITIONS 


Trade has been very good with the local whole- 
sale and retail jewelry merchants since the first 
of September and the merchants are looking for 
a good business the balance of the Fall. General 
trade conditions have been steadily improving 
and collections are reported very good and mer- 
chants say they have little room to complain. 
Manufacturing plants are running on a little better 
time, especially the furniture and other wood 
working plants. Farmers are sowing a large acre- 
age of wheat and while they are not disposed to 
sell their grain at the prevailing market price 
they are in a better frame of mind than they 
were a few months ago. Merchants say that 
business this Fall ought to be as good if not 
better than it was last Autumn. 





T. C. Bayse, leading retail jeweler at 
Rockport, Ind., was a business visitor in 
Evansville a few days ago and reported 
that he expected a fine Fall and Winter 
trade in his district. 

Charles F. Artes, of the Charles F. 
Artes Inc., was on the reception commit- 
tee to receive Harry S. New, United 
States Senator, upon his visit to Evans- 
ville and the first congressional district 
on Monday, Sept. 12. Mr. Artes has 
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been a prominent factor in first district 
politics for a number of years. 

Reports from retail jewelers in Vin- 
cennes, Ind., Washington, Ind., Seymour, 
Ind., Oakland City, Ind., Petersburg, 
Ind., Boonville, Ind., Princeton, Ind., 
Rockport, Ind., Mt. Vernon, Ind., Cannel- 
ton Ind., and other towns in southern 
Indiana say that business is picking up 
nicely and that there are good indications 
that business will continue lively the rest 
of the year. 

The annual Evansville Exposition 
opened Sept. 20 at the Exposition Park 
here and will come to a close on Oct. 1. 
It is expected that during the 10 days of 
the exposition more than 150,000 people 
will visit the exposition grounds. A 
style show is being given in connection 
with the exposition and local merchants 
including the jewelers, are interested. 
Many of them will have exhibits there 
and also will have elaborate window dis- 
plays. It is expected that the exposition 
and style show will attract a great many 
visitors to the city. 

Herman F. Becker, Dayton, O., presi- 
dent of the Becker Mfg. Co., will move 
his plant to Osgood, Ind., within the 
next few weeks. A new company has 
been formed with a capital stock of 
$50,000. Charles H. Thompson has been 
elected president and Herman F. Becker 
vice-president and general manager. 
Frank J. Dayton is secretary and William 
C. Leslie is treasurer. The directors of 
the company are Gould Hallewell, Frank 
Dayton, Herman Thomas, Herman F. 
Becker and William C. Leslie. The firm 
will manufacture every type of optical 
instruments from small microscopes to a 
large type field glass. The company has 
a new entering device for toolmakers 
and a vest pocket telescope. 

Gold acorns with the name “West Side 
Nut Club” emblazoned on them arrived 
in Evansville a few days ago and were 
distributed among the members. They 
are 18-karat gold and are distinctive 
among the emblems of the several other 
social clubs of the city. They were fur- 
nished the club at cost by J. L. Thuman, 
a “West Side” jeweler, who is a member 
of the West Side Nut Club. The club 
was organized as an international organ- 
ization a few days ago, when articles of 
incorporation were filed at Indianapolis. 
It is hoped to extend the club to all the 
leading cities of the country. Its pur- 
pose is to create fellowship and harmony 
among business men. It has a large 


membership in this city, where it was. 


started. 








Columbus, 0. 





S. M. Pastor, of Pastor & Pastor, Oak 
Hill, O., has returned home after a busi- 
ness trip of several days. 

The Art Jewelry Co., will occupy a store- 
room near Broad and High Sts., directly op- 
posite the Deshler Hotel in the near future. 

Moe H. Fleece, together with Mrs. Fleece, 
have returned from their honeymoon trip. 
They visited Detroit, Cleveland, and Cedar 
Point. Mrs. Fleece was formerly Miss 
Jeanette Stein, and is the daughter of Ben 
Stein, of Stein & Son, and Mrs. Stein. 
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TRADE NOTES 


A marked improvement in wholesale trade is 
reported the third week of September, by Kansas 
City houses, There is an evident tendency among 
the retailers to build up stocks substantially, so 
that they will have a well-rounded display for 
customers to see and to buy from. In many 
lines similar improvement has been noted as to 
wholesale distribution, and retailers observe in 
the city, a slight tendency to freer buying by 
the public. The city trade is not advancing as 
fast as the trade of the smaller towns, however. 





G. W. Britton and Mrs. Britton, Hart- 
ford, Kans., were in Kansas City several 
days recently, calling on wholesalers. 

Elmer Pullman, for four years with 
Cravens Diamond Shop, will open in 
the new future a jewelry store at 11th and 
Walnut Sts. . 

E. H. McClintock has sold the jewelry 
store at Garden City to Charles Reming- 
ton, who had owned it before the war. 
Mr. McClintock has bought the store at 
Holden, Mo.; operated for many years 
by J. W. Schmandt. 

Ben Stiffelman, of Stiffelman & Cohen, 
is on his eastern Missouri trip, during 
which he visits St. Louis. Mr. Cohen 
will start shortly on his regular trip 
through Iowa and Nebraska. 

G. A. Howe and Mrs. Howe, Duncan, 
Okla.; F. W. Holmes and Mrs. Holmes, 
of Sayre, Okla., were among the jewelers 
who stopped at Kansas City a day on 
their way to the retailers’ National con- 
vention. 

The Cady & Olmstead Jewelry Co. 
will have the famous Pershing sword in -its 
store for exhibition during the American 
Legion convention, Oct. 31-Nov. 1 and 2. 
The company is preparing silver spoons 
of the Pershing sword pattern, which, it 
is expected, will be a popular souvenir 
of the event. 

The “Spoof Hound” has made its ap- 
pearance in Kansas City, a plaster figure, 
issued in several sizes, having a comical 
appearance, and designed especially to 
attract the attention of the holiday 
crowds which will swarm here during 
the Legion convention. Many jewelers 
are showing it. 

The Knaul-Cuthbert-Munn Jewelry Co. 
is now installed in its new quarters, in 
the Ozark building. They have taken a 
suite on the same floor as that of their 
former quarters, but with about three 
times as much space. Here they can 
display clocks and silverware to better 
advantage; and they are carrying larger 
stocks of these items. 

Whitehead & Hoag have the contract 
for making the souvenirs for the dedi- 
cation of the memorial to world war 
heroes, which will take place during the 
American Legion convention. It will be 
a medallion, suspended from a bar, and 
will probably sell for a dollar. The same 
company will make the official badges 
for the convention. 








O. G. Fessler, Fort Dodge, Ia, has sold 
out his business to Oscar Oleson and M. 
Inch. : 








Falder & Robinson, after eight months 
in Hollywood, have moved to Glendale. 

J. P. Tait, 329 W. 7th St., has returned 
from a hunting trip on the desert beyond 
Lancaster. 

J. T. Colyear, for 20 years in the jewelry 
business at Paso Robles, has bought the 
business of A. H. Helgeson, Corona. 

B. T. Williams, 225 W. 5th St., has re- 
turned from a short visit at Fresno, near 
which place he owns a large vineyard. 

Charles Levy, New York, representing 
Borrelli & Vitelli and Julius H. Moss & 
Bro., New York, is here for a few days. 

Fred C. Reeve, of the jewelry sales 
force of the E. W. Reynolds Co., has re- 
turned to his place in the store after a 
week’s vacation. 

George L. Bannister, who sold his busi- 
ness at 436 S. Broadway some months ago, 
has returned to this city after a month 
spent at a near-by beach. 

W. E. Polhemus, of the office force of 
S. Nordlinger & Sons, has returned to his 
place in the store after an absence of eight 
months on account of ill health. 

W. B. Kelly, recently in the jewelry 
business at 711 W. 7th St., is now engaged 
in the real estate business in Hollywood, a 
suburban section of Los Angeles. 

Stanley A. Pope, assistant general time 
inspector for the Southern Pacific Railway 
and other lines, is spending a week here. 
His headquarters are in San Francisco. 

L. G. Feagans, L. T. Cadwallader and 
Geo. M. Roessel, of Feagans & Co., have 
returned from a hunting trip near Mt. 
Whitney and Messrs. Roessel and Cadwal- 
lader are now taking a vacation. 

Richard H. Nelson, whose automobile con 
taining about $15,000 worth of jewelry was 
stolen at San Pedro, has returned to San 
Francisco and has been given a new stock 
by Morgen & Allen Co., for whom he is 
traveling salesman. 

George A Brock started east Sept. 10 
to attend the meeting of the A. N. R. J. A. 
After the’ meeting he will go to New York 
and meet Thos. B. Buchan, superintendent 
of Brock & Co.’s factory, and with him 
visit a number of the eastern factories. 

Herbert S. Brandt, of the E. Bastheim 
Co., has just returned from a trip through 
the northwest, covering northern California, 
Oregon, Washington, Utah and Nevada 
He reports business conditions improving 
in most localities. He was gone 13 weeks. 

Perin and Leslie Clark, brother and 
cousin of Charles H. Clark, 704 S. Broad- 
way, and formerly associated with the lat- 
ter as salesmen, have returned to Los 
Angeles and resumed their former places 
with C. H. Clark, after an absence of about 
a year at their old home in Cincinnati. 

L. Miller, who was formerly with 
the E. Bastheim Co., but now has his head- 
quarters in Chicago and is traveling as 
representative of Stein & Hochberger and 
Benj. F. Levy, both of New York, is here 
on a business trip and renewing old ac- 
quaintances. He is going from here to 
San Francisco. 

Clement S. Glass, vice-president of Brock 
& Co. improved the Labor Day holidays 
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by taking a motor trip across the desert 
and among the mountains. He traveled 
555 miles in the three days, going by Mo- 
jave to Independence, Inyo county, and re- 
turning by way of Walker’s Pass, Kern- 
ville and Tehachapi. 

H. Preston Smith, president and man- 
ager of the G. D. Davidson Co., is home 
again after a vacation of several weeks 
with his wife in the north. He spent part 
of the time at Big Basin, a popular re- 
sort in the mountains between Santa Cruz 
and San Francisco, and then continued on 
to Monte Rio, another delightful place north 
of San Francisco. 

Newton Moore, 301 O. T. Johnson build- 
ing, formerly watch inspector for the South- 
ern Pacific Co., but who gave up this 
work some time ago, has again accepted ap- 
pointment to the same position under slight- 
ly different conditions. His appointment 
is very popular with the railroad men whose 
watches he inspects and the company is ap- 
parently pleased to secure his services 
again. 

O. S. Balzer, manager of the jewelry 
department of A. Hamburger & Sons, is 
taking a vacation at Huntington Lake, an 
attractive resort in the mountains above 
Fresno. Miss Adele Hendrickson, depart- 
ment manager under Mr. Balzer, has just 
returned from a trip of four weeks, dur- 
ing which she visited Mt. Shasta and other 
interesting places in northern California. 

Carl Ricker, who recently sold out his 
jewelry and optometry business at Em- 
poria, Kans., is here visiting his brother, 
J. A. Ricker, watchmaker with E. F. Whit- 
temore, 847 S. Broadway. He has been 
on an extended tour through the north- 
west and coming down the Pacific Coast. 
Since arriving here he has visited La Jolla, 
near San Diego, and called on Walt Mason, 


the well-known newspaper poet, who is 
an old acquaintance of his. 
Among the out-of-town jewelers who 


have been here recently are Mr’? and Mrs. 
E. L. Tiffany, Taft; Mr. and Mrs. A. A. 
Goodyear, Santa Paula; H. E. Fox, San 
Fernando; G. B. Witman and Earl M. Wil- 
kenson, Pomona; Ray Cole, Whittier; A. 
J. Dutton, Anaheim; Wm. Lorenz and E. 
B. Smith, Santa Ana; R. F. Winslow, San 
Pedro; O. G. Tullis, Santa Monica; J. 
Posner, Ocean Park; E. C. Kendrick, 
Venice, and W. E. Heald, Glendale. 


L. C. Roessler, of the watch department 
of Brock & Co., is home from an extended 
trip east. He went primarily to visit his 
mother at his old home near Pittsburgh, 
but included in his trip Chicago, Washing- 
ton, Baltimore, Cincinnati, Milwaukee and 
other cities. In Milwaukee he called on 
Henry Snyder, until recently with Brock & 
Co., but now manager for a prominent firm 
of jewelers in Milwaukee. In Cincinnati 
he was taken through the Gruen watch fac- 
tory. He also visited the Elgin factory at 
Elgin, Ill. He was gone two months. 








Horses owned by C. N. Hancher, promi- 
nent Wheeling, W. Va., jeweler, have again 
won ribbons. His “Bell Fern Leopardess” 
and “Benn Fern Sensation” both won rib- 
bons, the former first and the latter second 
at the Rochester, N. Y., horse show. His 
“Bell Fern Brilliant” won third place in a 
field of the best 13 ponies in America. 
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Seattle, Wash. 


TRADE CONDITIONS 

Business conditions in Seattle have been ; 
proving lately, and the trade in genera} 
forward to a good Fall and Winter bys: 
The tendency, however, is to buy popular p-: 
goods. Among the best selling items of late 
been plated flatware and clocks, The a 
of salesmen traveling out of Seattle r 7 
fair volume of business among the smaller . 
munities, and especially in the fruit a 
where prices have been good. Sections 














G. E. Warner and family and W.B 
Clifton and wife motored to Portland 
recently. 

S. Friedlander returned last weg, 
from a trip to Soap Lake where he has 
been taking treatment for rheumatism 

G. Beninghausen, pioneer jeweler of 
Cherry St., has just returned from a trip 
to Wenatchee where he has b 
t een look. 
ing over his apple interests. 

S. Golub, formerly a manufacturing 
jeweler located in the Walker building 
this city, left recently for the Philippine 
Islands. Mr. Golub expects to locate in 
the jewelry business at Manila. 

Pashley & Brower is the name of the 
new firm that recently bought out Goly} 
Bros., Inc., manufacturing jewelers {o. 
cated at 228 Walker building. The new 
owners, namely H. A. Pashley and J, R 
Brower will continue the business at the 
same location and will make a specialty 
of platinum work and diamond setting, 
Mr. Pashley has been in the jewelry 
business for the past 20 years, having 
been formerly connected with Joseph 
Mayer, Inc., and Alvin H. Hankins, Mr. 
Brower has been with Golub Bros., Inc, 
for some time past. 

Albert B. Jones, jeweler, is now back 
in his old location at 1329 Fourth Ave, 
in what was formerly called the Pos 
Intelligencer building, but since it has 
been remodelled at an expense of $125, 
000, is now called the Douglas block. 
Mr. Jones’ new quarters are 11 feet x 
63 feet, consisting of a display sales 
room, office and a daylight work room 
in the rear which is fitted with up-to-date 
electrical equipment. Mr. Jones reports 
that his business is good and that he 
anticipates a fairly good Fall and Winter 
trade, but is looking forward to the big 
business to begin about April or May. 

Through accident the window trimmer 
at the jewelry store of Peter Michael, 
202 Pike St., left two diamonds in the 
window at closing time Saturday night. 
One was a 1.38 carat stone set in plati- 
num with 13 small diamonds around 
the large stone, and the other was a 1.2 
carat stone in a fancy platinum Tiffany 
style mounting. Some time between the 
hours of five and eight o’clock Tuesday 
morning a brickbat burglar threw 2 
round stone through the left hand corner 
of the window and took out the rings. 
Patrolmen near the corner heard the 
crash of glass and investigated. Sergeant 
H. L. Unland reported to the station 
that so far as could be seen at the time 
the thief did not have time to get anything 
out of the window, but when Mr. 
Michael checked up later he missed the 
rings. A city detective searched the 
vicinity and in the alley near the stor¢ 
found the ring box. 
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J. H. Spiro has reached Salt Lake in the 
usiness trip. 

ee nied, representing Mayer & 

Weinshenk, has returned from a trip 

through the Sacramento Valley. 

J. C. Feige, wholesale jeweler of 704 
Market St. has left for a trip through 
southern California, with his samples. 

W. J. Browne, representative of the 
Norris Alister-Ball Co., drove over to 
Santa Cruz County for the week-end vaca- 
om and Mrs. Geo. B. Witman of Po- 
mona, who have been visiting San Fran- 
cisco, have now driven over to the Yose- 

i alley. 

mi. mane retail jeweler of 1515 Geary 
St., sold his business on Sept. 8th to Kie 
Zaiman. The firm is a Japanese one and 
was established about 1905. 

Jesse King, manufacturers’ representa- 
tive, took a party in his yacht to Alvino 
over Admission Day. The meet of the 
yacht club was held there. Mr. King’s 
jeweler guests were H. Abrahams and Ed. 
Pollock. 

Wm. Casanova, San Francisco retail 
jeweler, has just left for his former home 
in Italy, which he last saw 22 years ago. 
He stated that it was his intention to re- 
main there, but added: “95 per cent of us 
come back.” 

Sam Kierski, of Lee & Kierski, has re- 
turned from the Pacific northwest and re- 
ports that business in that territory is im- 
proving. The opening up of the lumber in- 
dustry is doing much for Seattle and other 
ports. 

Ralph Kahn has been added to the sales 


‘force of Charles A. Blum & Co., manu- 


facturers’ representative of 704 Market St. 
Mr. Kahn is a San Franciscan and will 
handle the city territory where he has 
many friends. 

Friday, September 9th was Admission 
Day for the State of California, and fully 
one-third of the wholesale jewelers closed 
their places of business over Friday and 
Saturday, thus enabling employes to en- 
joy a three-days’ vacation. 

California jewelers, visiting the San 
Francisco trade recently, included: Harry 
Levinson, with the Niels Nielson jewelry 
store, Fresno; C. A. Oberlin, of Oberlin 
Bros. Co., Fresno; Bert Warner, of the 
Warner Co., Fresno, and Louis Koberg, of 
Healdsburg. 

Eastern manufacturers’ representatives, 
calling on the trade, are: Louis Federman, 
of the Shiman-Miller Mfg. Co., Newark, 
N. J.; Ira Smith, representing the H. F. 
Barrows & Co., Parks Bros. & Rogers, and 
other lines, and Raymond Klein, repre- 
senting Goldsmith, Stern & Co., New York. 

Martin H. Cooper, of 809 Mutual Bank 
building, has been appointed western rep- 
resentative of three New York firms: Kas- 
per & Ash, the Auer Mfg. Co., and the 
Felco Pearls. Mr. Cooper is leaving for 
his Fall trip, which will extend as far east 
as Denver. He expects to remain on the 
road till November. 

J. F. Kitchen, Los Angeles representa- 
twe of H. J. Gute & Co., is visiting the 
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Salt Lake and Denver. territory. G. W. 
Hopkins, of the same firm, is starting for 
Portland and Seattle, while Leon Hirsch, 
who has just joined the H. J. Gute staff, 
is leaving on a double trip, by automobile, 
with H. K. Gute. They plan to visit the 
towns en route to Bakersfield, Cal. 

The wholesale jewelers of this city have 
been asked to subscribe funds to the In- 
dustrial Association of San Francisco, an 
organization working with the Chamter of 
Commerce. A committee has been ap- 
pointed of which A. V. Davidson, of the 
National Jewelers’ Board of Trade, is one 
of the active members. The retail jewelers 
also ‘have a committee working for the 
same object. Its chairman is Geoffrey 
Eacret, of Shreve, Treat & Eacret. 








Pacific Coast Notes. 





But few jewelers of the Pacific Coast 
attended the National Convention at Buffalo, 
N. Y., last week. 

Allen P. McGregor, proprietor of a jew- 
elry and repair shop of Santa Rosa, Cal., 
will, it is understood, close out his busi- 
ness_ shortly. 

P. J. Chapell has closed his jewelry and 
watchmaking shop at Folsom, Cal., and has 
moved to Lovelock, Nev., where he in- 
tends to go into business. 

J. T. Colyer, jeweler of Paso Robles,. 
Cal., has sold his business to Frank Frey. 
Mr. Colyer has left for Corona where he is 
going into the optical business. 

George Stalnaker, prominent jeweler of 
Turlock, 'Cal., has passed away at his home. 
The deceased, who was 51 years of age, 
is understood to have had no immediate 
relatives. 

The jewelry store of George W. Bar- 
ney in Anderson, near Redding, Cal., was 
entered by burglars recently and looted of 
$3,000 worth of jewelry. The thieves 
gained their admittance by “jimmying” the 
back door. 

Charles Hall, who recently purchased the 
Galbraith jewelry store, Stayton, Ore., has 
thoroughly renovated the place, installing 
new fixtures, lights, etc., and considerable 
new stock. Mr. Hall is a watch repairer 
as well as a jeweler. 

Fire, which broke out in the small hours 
of the morning, did about $5,000 worth of 
damage to the jewelry shop of A. Long- 
necker, Arlington, Ore. There is about 
$2,000 insurance, Defective wiring is un- 
derstood to have caused the fire. 

For violating a State law which prohibits 
practising optometry without a license, a 
jeweler of Portland, Ore., has been fined 
$100 by the District Court. D. Floyd B. 
Dayton, president of the Oregon State 
Board of Examiners of Optometry, caused 
the arrest of the jeweler, after he had 
been found practising without a license, by 
one of the board agents. 








A show window in the store of the 
Gabriel Jewelry Co., Mobile, Ala., was 
robbed recently. A police officer shot 
and captured the burglar and recovered 
the lost property. A brick was thrown 
through the window and 12 watches, 
three chains and one pocket knife were 
stolen. The bullet passed through the 


burglar’s knee necessitating amputation. 
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Minneapolis. 





TRADE CONDITIONS 


Retail jewelry trade in this city has shown a 
slight improvement with the last week, according 
to a number of merchants. While at no time has 
there been rush periods, they report a steady trade, 
and considering general business conditions, ex- 
press themselves as being satisfied with the situa- 
ticn. There is a general opinicn among the re- 
tail jewelers of this city that the return to nor- 
mal conditions will be gradual. No appreciable 
change in wholesale trade has been noted within 
the past week. 





C. B. Nelson, retail jeweler of Fargo, 
N. Dak., made a business visit to this 
city a few days ago. 

A. E. Paegel, retail jeweler of this city, 
has been spending the last few days on a 
hunting trip which took him to Wheaton, 
Minn. 

Mr. and Mrs. A. J. Baerman, of Lime 
Springs, Pa., were recent visitors in this 
city. Mr. Baerman is a retail jeweler at 
Lime Springs. 

H. O. Schleuder, jeweler of New Ulm, 
Minn., accompanied by his two sons, recent- 
ly returned from a three weeks’ trip 
through Yellowstone National Park. They 
report an enjoyable trip. 

John Holt, Pau Claire, Wis., retail jew- 
eler of that place, was a recent business 
caller in this city. He visited a number of 
his friends in the trade while in 
this city. 

E. H. Kiekenapp, optician of Faribault, 
Minn., was a business visitor in this city 
a few days ago. Mr. Kiekenapp, who was 
a retail jeweler in southern Minnesota for 
a number of years, has been established 
in his present business at Faribault less 
than a year, and expresses himself as being 
well satisfied with -his present business. 

Among the retail jewelers of the State 
who recently visited- Minneapolis are the 
following: C. O. Nygaard, Litchfield; P. 
A. Johnson, Lyle; Peter Johnson, Lake- 
ville; J. W. Mathis, Marshall; J. L. Krit- 
zeck, Howard Lake; John Tredell, Center 
City; H. J. Hulberg, Northfield; L. Palm, 
Ortonville, and H. B. Bandle, Spring Val- 
ley. ¥ 








W. J. Heins, Incorporated, will open 
its second jewelry store October 1, at 
517 Gay Street, Knoxville, Tenn., occupy- 
ing half of the building while the other 
half will be used by the Luggage Shop. 
Improvements costing several thousand 
dollars are now being made that will 
make the storeroom one of the finest on 
Gay St. A metropolitan front is being 
installed for the new store with plate 
glass windows, trimmed in copper, with 
hardwood floors. The first floor will be 
used to display jewelry, cut glass and 
other articles carried for sale. New dis- 
play cases and the latest style wall cases 
are being installed. A mezzanine floor is 
being installed where the office of the 
company will be located. The second 
floor known as the “daylight” floor wiil 
be for the watch repairing and manu- 
facturing department and the engraving 
department will also be located there. A 
large force of skilled watch makers and 
engravers will be employed in this de- 
partment. Mr. Heins stated that he had 
rented the store room for 15 years. 
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Selling Suggestions 


Distinct Problems of Different Types of Stores—Taking a Lesson: from Some Enterpris- 
ing Department Stores—Social and Holiday Events 

















bes so many different articles on 
his shelves, the jeweler is often at 
a loss which it will be better to offer at 
a certain time. For this reason, perhaps, 
there is a preponderance of “general 
publicity,” in which the diamond and 
watch are advertised in a general way. 

In an examination of 60 advertisements 
used by the jewelers of one city last Oc- 
tober the following articles were promi- 
nently featured: 

Diamonds were featured in 46 adver- 
tisements. 

Watches were featured in 24 advertise- 
ments. 

Other articles were featured in 12 ad- 
vertisements. 

During the same time out of 30 clipped 
advertisements of department stores the 
following items. sold by jewelers were 
offered to the public: 

Bead and pearl necklaces in nine ad- 
vertisements. wage: 

Silver in eight advertisements. 

Watches in four advertisements. 

Other articles in nine advertisements. 

At first glance an analysis of these 
advertisements would disclose an appar- 
ent trend of trade into two channels, 
one towards the jewelry stores in which 
diamonds and watches are largely the 
articles sold, the other towards the de- 
partment stores in which jewelry and 
silver are the principal lines sold. As a 
matter of fact, the two channels are 
more or less drifting along those lines, 
although the department store jewelry 
department offers diamonds and watches, 
and even maintains a repair department. 
the jeweler sells the largest quantity of 
these lines, and even though the jeweler 
sells much jewelry, the department store 
is cutting into his trade on all articles 
that are worn for personal adornment. 

The jeweler has allowed his business 
to grow along restricted lines. The 
Watchmaker of the early days of the 


trade in America has left his imprint on 
the business of today. As much of that 
as is good should be retained, but the 
jeweler has far to travel before he will 
be able to get away from the routine 
and hide-bound policies of our fore- 
fathers, 

The jeweler may learn much from the 
study of the merchandising methods of 
other trades, and especially of those 
handling the same or similar lines to 
himself, and in particular with those of 
his own competitors. 

The jeweler who sets himself upon a 
pinnacle in any locality as the most ex- 
clusive has problems to solve that the 
jeweler catering to the less particular 
trade need not meet. If he can secure 
enough of that high-class trade he will 
succeed beyond the dreams of the other, 
but it is a trade that is hard to build. 
Even in a city of a million inhabitants 
there can be only one such jeweler. If 
another shares his trade it is probable 
that neither will be very successful. 

Such a jeweler may make advertising 
of the following nature pay, but no other 
can. Here are three advertisements used 
by a jeweler who desires to stand on the 
topmost pinnacle of the trade. Each 
occupied 12 inches of space in a daily 
newspaper at a cost of about $50. One 
read, “We invite inspection of new rings 
in platinum.” Another simply said, ‘“Per- 
fect Diamonds,” and the other, “Ameri- 
ca’s finest watches.” In each case the 
only other word in the advertisement 
was the jeweler’s name. 

Such advertising would be ruinous to 
the average jeweler, yet the majority of 
jewelers’ advertisements say little more. 
If diamonds are advertised it is done in 
this manner: “Perfect Diamonds.  F. 
R & Co. are known for the high 
standard of their diamond selections. 
Only the finest—absolutely perfect stones 
—are permitted to enter our stock. Ev- 





ery diamond buyer has definite assurance 
of the worth in any gem he may select.” 
This merely shows the jewelry emphasiz- 
ing perfect diamonds, while in the first 
case the customer is allowed to supply 
the supplementary descriptions from his 
or her own imagination. 

If the diamond is the subject of the 
advertiser he should tell the prospective 
customer something about it that will 
cause her to want to possess it, or him to 
wish to bestow it upon her. 

The beauty of the stone may be shown 
in a word Picture so alluring that the 
prospective customer may see it on the 
hand in all its luster and brilliancy. The 
continuous value of the diamond may be 
explained, and the fact that diamonds 
have grown in value about 300 per cent in 
the last twenty years may be mentioned. 
The suitability of the diamond for a gift, 
and the absolute necessity for it in cer- 
tain contingencies should be stated. 

The human interest side. of the wear- 
ing of diamonds can be introduced, thus: 
“Wouldn’t a fine diamond ring on your 
finger. give you just the needed confi- 
dence and prestige to mingle freely with 
others at your favorite vacation haunt?” 

If the diamond is advertised it should 
be in specific) terms, not in generalities 
that all other jeWelers are using. The 
same thing may be said about watch ad- 
vertising. The jeweler has been relying 
too strongly upon the maker’s name or 
trade mark as a selling point, and has 
given little attention to the beauty of 
form and design and. the usefulness of 
the little time-piece. 

The retail jewelers of Florida last Jutie 
passed a resolution urging jewelers of 
that state to strive to build up a four- 
season business, “Tourist, Wedding Gift, 
Vacation and Christmas.” If this can 
be done it will broaden the selling sea- 
sons of the jewelers of. Florida. If the 
plan had been enlarged to make the 
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One—Safety Screw Cap, 


Patented — 


insures pen against 


sweating or leaking in any position. 


Two—Self-filling Lever, 
Patented — sets flush with barrel 








entirely without 


giving full compression 


id Vomooletu Me loel-saeMle) ate c\-mbtel amatlolm 
“Fills with a Flip of the Finger.’’ 
Selling at standard prices ‘‘“Swan 

Pens’’ are characterized by superior 

bsbebtjeu-teleRuvele deck betjettohaetaclttcselolhia 
Handle the “Pen of Satisfaction.’’ 

It will help build a loyal clientele 
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Sales Helps to Dealers 
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ieaiteite business an all-year selling sea- 
Be it would have been a better one. It 
i; absolutely absurd for the jeweler to 
build up his business into two great sell- 
easons and allow business during 


ing $ p 
on her months of the year to run its 


the ot 


ourse. ‘ ‘ 
é Advertising will make of the jewelry 


trade an all-the-year-round business. Not 
co-operative advertising plans or propa- 
ganda, but individual advertising. Jewel- 
ers may co-operate in the plan but it is 
up to the individual jeweler to run his 
own show. If all are running it along 
the same lines it will not be long before 
the trade is on the map on a year-round 
selling basis. 

The jeweler can take a leaf out of the 
department store’s plan of advertising 
to his own benefit, and that leaf is the 
positive stress these large store’s lay 
upon the timeliness of their offerings. 
They may offer furs in August, but such 
advertising is merely the exception that 
proves the rule. 

The following articles were advertised 
in special offerings in the department 
store advertisements the writer has al- 
ready mentioned: 

Fans, cigarette cases, banquet rings, 
alarm clocks, mesh bags, vacuum lunch 
kits, fine china, safety razors, glassware, 
beads, necklaces, book ends, silverware, 
diamonds, remodeling jewelry, watches 
and watch repairing. 

In the jeweler’s advertisements the 
following were incidentally mentioned: 
Emblem rings, scarf pins, lavallieres, 
pearl necklaces, silverware, cuff links, re- 
modeling, diamonds, watches and watch 
repairing. 

In 60 jewelry advertisements only ten 
articles are mentioned, but in half the 
number of department store advertise- 
ments 17 lines sold by the jeweler are 
listed and specifically offered. By in- 
cluding such lines as stationery, leather 
goods, hand bags, lamps and . similar 
lines the department store advertisements 
would perhaps show advertising of three 
or four times the number of different 
lines of merchandise. 

This analysis should teach the jeweler 
that it does not pay to put all his eggs 
in one basket, even if he sits down and 
watches the basket. It is very good for 
the jeweler to advertise diamonds and 
watches constantly, as they are a type 
of the lines he sells, but unless he sup- 
plements his diamond and watch adver- 
tising with the advertising of other lines 
he loses half of the value of the ad- 
vertising he does do. 

If the jeweler will inject a lot of this 
timeliness advertising into his publicity 
he will soon find business is being spread 
Over a greater period—because it is 
larger than formerly. 

The jeweler may give special atten- 
tion to the two great gift periods in his 
advertising. He can advertise the dia- 

‘mond and the watch as his bread and 
butter lines. But if he stops there and 
does not advertise all lines, advertise the 
lines as they are most in demand, even 
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create demands when there are none, he 
will always continue to be a two-season 
jeweler. 

The lists quoted from the 30 depart- 
ment store advertisements and from the 
60 jewelers’ advertisements can easily be 
doubled or tripled by the jeweler for 
October. His list of articles advertised 
should be restricted only by the limits 
of his own stock. 

October advertising should take cog- 
nizance of the following: 


Formal evening functions, 
dances, opera, etc. 

Weddings. 

Business and office needs. 

Home needs, especially from the femi- 
nine point of view. 

Hallowe’en. 

Approach of 
last. 

If the jeweler will set aside some arti- 
cle or line for special effort in selling 
for every business day in the month, 
advertise these articles at the time, make 
special interior displays and extra win- 
dow displays he can do much towards 
making every day a busy day. 

If he advertises daily one article at a 
time may be featured in his newspaper 
advertisements. If he advertises weekly 
he may use larger space and advertise 
six articles or lines in the one advertise- 
ment. In the latter case he should make 
an effort to feature the most important 
strongly, while the others are presented 
as necessary for the moment. 


Where advertisements contain an- 
nouncements of different lines each 
should be as distinctly mentioned as 
possible. In some cases paragraphing 
alone will answer, but in most cases divi- 
sions made by the use of white space, 
rule borders or boxes and illustrations 
will be the better way. 

October can be made a very busy 
month by advertising. Try it and see. 


dinners, 


Christmas—Gifts that 





Time for Action Not Wailing 





3y Tomas TI. Maxwetr 


AILING over the so-called, much- 
hackneyed “conditions in the trade” 
and doing nothing constructive to help 
correct them is about on a par with 
looking sorrowfully at a forty-foot log 
twelve inches away from you when you 
imagine you’re sinking in a quicksand— 
and doing nothing! 

If every avowed business pessimist to- 
day were suddenly required by law to 
wear a tag and pay three cents to the 
government, how many tags would you 
be able to locate with a spy glass or an 
X-ray when you walked down the street? 

Pulverize the pessimist! 

We don’t worship superficial optimism 
—but we do recognize the value of per- 
sistent effort to turn every encouraging 
sign of the times to its legitimate use in re- 
storing a much-needed and much-warranted 
business confidence. 





Lloyd P. Geesey, Faith, So. Dak., has 
been succeeded by O. J. Thomas. 
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A Golden Anniversary 


A JEWELRY firm that had been es- 

tablished for fifty years recently hit 
on a novel plan to make that fact known 
to its customers. 

It had some neat cards printed an- 
nouncing the fact that they were cele- 
brating their golden anniversary but in- 
stead of having them printed in the cus- 
tomary black they had them printed in 
gold. To be sure they had a Golden 
Anniversary Sale, but instead of the regu- 
lar black price tickets and signs they 
had gold ones. 

These cost a little more to be sure 
but it was felt that a golden anniversary 
was too auspicious an occasion to let the 
matter of a few dollars stand in the way 
of a fitting celebration and it would seem 
from the favorable attention that this 
idea attracted that their judgment was 
more than correct. 


Moving the Show Window Contents Inside 
the Store 


A retail jeweler noticed that a great 
many people would come into his store 
and ask him for something that he 
had in his window the week before and 
in many cases they couldn’t quite remem- 
ber what it was. But they knew that it 
was something that they wanted. This 
gave him an idea to move his window 
inside his store every week. He there- 
fore secured a large table and had it 
made up to look like a window. This 
was put in the front of the store where © 
everybody could see it. Then in trim- 
ming his window he would transfer the 
display from the window to this table 
and let it do duty there for a week while 
the new display did duty in the window. 

He found that people were reminded 
by the display inside the store of some- 
thing that they had seen in the window 
the week before and wanted and in that 
way another boost was given business. 


An Angle of Jewelry Salesmanship 
Pus Summer with the thermometer up 

in the nineties I saw a vividly red-haired 
and freckled woman wearing a caloric coral 
necklace. 

She looked much like the setting sun at 
the end of a sizzling July day. She should 
have been indicted for adding to the general 
discomfort, but violating only the canons 
of good taste she was exempt from legal 
prosecution. 

Now while this was an aggravated case it 
was only a salient example of much that is 
seen in the wearing of jewelry. There is 2 
great deal of these shrieking ensembles in 
the use of ornament, and much that might 
be obviated by a little judicious counsel 
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ATERMAN’S Ideal Fountain Pen is the product of an organization that for the past. thirty-six 

years has been making fountain pens exclusively. Today the line of Waterman’s Ideal Fountain 

Pens covers every proven advance in fountain pen construction. 

It includes the regular and safety types of dropper filled and pump and lever filling devices of the 

self-filling types. 

Being pioneers and recognized leaders of the industry, we are the natural market for inven- 

tors with ideas that in their judgment would improve our product. 

No one is or has been keener to investigate these claims than we are, because it has 

been our intention from the first that if ever a better fountain pen than Waterman’s 

Ideal was made we would make it. 

XS It has happened and will happen again that fountain pens appear on the market 

with “talking point”? devices that during our far greater experience we 

7p have already experimented with and found either impractical or in- 

€ > ferior to devices of our own intended for the same purpose. 

The man, woman, or child who buys Waterman’s Ideal Fountain 

Pen gets 100% fountain pen efficiency because every material, 

process or device included in it has been proven by the 

longest years of experience and experiment as un- 

equaled for its purpose. 

Back of every Waterman’s Ideal Fountain -Pen 
is a world-wide service to assure its enduring 

satisfaction. 


THREE TYPES— 
Regular, Safety and Self-filling 


$2.50 to 





?> 


B. Gold Pen. Made of fine gold to 
avoid corrosion, and alloyed 
to secure the temper that re- 
tains its action permanently. 

C. These are safety pockets, top covert They 

overnors, compensating for expansion, 
apelin the Uatdep el tk te the barrel to be used. 

D. Feed. This is the famous, original, exclusive Waterman 
Spoon Feed — the most scientifically conpemaet feed over 4 

in a fountain pen. It secret unapproache 
reputation of Waterman's Ideal for absolute reliability. 

E. Air Duct. To permit the automatic circulation of air as the ink 
is used. 














F. To maintain capillary attraction. 


G. Ink Reservoir. 
H. Barrel. Made of the finest le of rubber vulcanized in a special way to insure 

, resiliency and durability. ® 
l. This ball permits the Clip to slide easily over the top of the pocket. 


, xclusive Waterman feature. Notice that the clip is riveted to the ’ 
; =k ane combining the resiliency of the rubber with the spring of the metal. Therefore, it 
never loses its grip: 
K. Cap. This is designed as a protection to the point when the pen is not in use. 
L. Ascientific vent to equalize the pressure of air in the holder with the pressure of the atmosphere. 


Selection and Service at Best Stores Throughout the World 19 Se. State isin: 5: iia 
W: Ca . treet : : B 
L. E. ate an mpany, 191 Broadway, N * :. 17 ron wl ‘St, San whiauneen 
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on the part of the jewelry salesman. In 
many caseS the sale of an article of jewelry 
proceeds without a discussion or suggestion 
regarding the appropriateness or congruety 
of the article to the purpose intended. Too 
often this important consideration is neg- 
lected although its discussion might be en- 
tirely without prejudice to any advantage ac- 
cruing to the merchant. 

To sell an object of jewelry flagrantly out 
of harmony with an intending wearer’s com- 
plexion or physical conformation cannot in 
the long run, benefit either party. Even if 
the transaction is satisfactory to the buyer 
at the time, some candid friend is sure to let 
the cat out of the bag—the kind of cat that 
always comes home and sets up a great 
howling at the jeweler’s door, Such come- 
backs are not pleasant and are calculated 
to shake a customer’s faith in the jeweler’s 
infallibility in matters of taste, and a jewel- 
er’s reputation in such matters should be a 
sine qua non. 

Nor can the merchant always offer as a 
disclaimer the plea that he is a mere vender 
of a required commodity. Frequently his 
advice is sought on questions so inseparably 
relative to: his business, or if not, it be- 
hooves him to tactfully make such sugges- 
tions as would insure permanent satisfaction 
to the buyer, or if such is rejected to ab- 
solve him from subsequent blame. 

To be competent to offer suggestions in 
the case under discussion the jewelry sales- 
man should have a natural or a cultivated 
taste above the average. Nothing, of course, 
can take the place of the inborn faculty 
that is the natural heritage of some few to 
make the most delicate decisions success- 
fully. 

It is quite independent of education. It is 
seen in children playing with colors; it 
is seen in the naive work of Oriental crafts- 
men, in that of illiterate European peas- 
ants: but an intelligent mind may culti- 
vate, if not a strong creative sense of form 
and color, at least a sense of critical dis- 
crimination. 

Occasions frequently arise in the sale of 
jewelry when the salesman’s opinion is 
asked respecting matters of taste. A cus- 
tomer is in a dilemma regarding the choice 
of colored stones. A salesman should be 
qualified to express a decisive judgment in 
the premises. To persuade a patron with a 
short, plump hand to choose a ring that will 
elongate its appearances is almost an act of 
benevolence, and one that will not go un- 
rewarded. 

Certain shapes of human ears are not 
favorable for the display of long pendants. 
Others are not apt to hear complimentary 
comment while wearing huge knobs. Florida 
complexions are not modified by rubies; nor 
is a sallow skin vivified by topazes. 

It is well for the jeweler to exercise his 
prerogative as advisor in questions concern- 
ing the suitability of his wares. It is bet- 
ter that a proper selection be made under 
his guidance than that the unfavorable crit- 
icism of a customer’s family or friends 
Should take the place of a little well put 
counsel in the shop. To be competent to ex- 
tend it is one of the qualities that is indis- 
pensable to the best type of jewelry sales- 
manship. S.R.D. 
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Effective Method of Selling Greeting 
Cards 


The photograph below shows how 
Louis J. Yeoman, Waukegan, IIl., dis- 
played his side line of greeting cards. 
On the left of the picture there were 11 
extra frames of cards. The two higher 
cases were suspended from the ceiling 
and weighted so that they might be 
drawn down to the level of the eye when 
shown. The firm shows a sample of its 
best cards under glass. This, of course, 
prevents the cards from becoming soiled 
or spoiled in any way. Each card is 
given a stock number. The price is desig- 
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Good Will a Recognized Asset 





OOD WILL in business is a recog- 
nized asset. In many instances the 

good will of a business has been valued 
at more than the combined worth of 
stock, factory and equipment, and it is 
right that it should be so, for the material 
assets can be quickly replaced, but good 
will is a matter of slow growth. 

But what is good will? How is it 
gained? 

According to a manufacturer whose 
good will rates high among his assets, 
it is gained in this way: 





HOW A JEWELER OF WAUKEGAN, ILL., 


nated on a small tag at the bottom of 
the card. 


Books for Ready Reference 


A New England jeweler has thought 
it profitable to maintain a modest library 
of merchandising and _ salesmanship 
books in his store. In a bookcase espe- 
cially set apart for this purpose, he main- 
tains forty or fifty volumes representing 
various books on salesmanship, person- 
ality, advertising, merchandising and so 
on. These books are offered to all em- 
ployes and salesmen for use during or 
after store hours without charge or obli- 
gation. He has found it helpful in stimu- 
lating his store salesmen who, during 
lulls or dull periods, have access to this 
bookcase, where frequently the reading 
of only a chapter has some better sales- 
manship effect. ts a > 
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May Be So—Maybe ! 


A widower ordered a headstone for his 
wife’s grave. The- inscription concluded 
with: “Lord, she was. thine.” When it was 
finished it was found that the stone-cutter 
did not have room on the stone for the. “e” 
in “thine.’"—The Drexerd. 
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SELLS GREETING CARDS 


1. By letting people know you have 
something. 

2. By convincing them that they need 
Fe. 

3. By putting it where they can get it 
more quickly, easily and economically 
than anything else of its kind they might 
get. 

4. By making and keeping them so 
glad they have got it that they prefer 
it to anything of a similar nature that 
there is to be had. 

That is just as true of a man who sells 
his services as of a man who sells some- 
thing he makes. It is a fundamental 
policy for every laborer, foreman, clerk, 
storekeeper, farmer, lawyer, mechanic, 
manufacturer, wholesaler and captain of 
industry in America—The Herd. 





Luck is ever waiting for something to 
turn up; labor, with keen eyes and strong 
will, will turn up something. Luck lies in 
bed and wishes the postman would bring 
him the news of a legacy; labor turns out 
at six o’clock, and with busy pen or ring- 
ing hammer, lays the foundation of a com- 
petence. Luck whines; labor whistles. 
Luck relies on chance, labor on character.— 
Cobden. 
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OA knife with a wonderful appeal 


How would you like to have this knife in your showcase and be able to say to 
your customers: 


“Here is a knife that is a real piece always remain just as you see them. 
of jewelry. This knife can't rust. It 


< : : ** This knife is useful as well as per- 
cant stain or darken like other P 


. manently beautiful. Feel that keen 
knives. edge! You can be sure it will cut. 


ies ° Stays sharp longer than steel, too. 
*“No matter if it gets wet. Leave it “ P 8 


in water if you wish. “It is made of Stellite, the new metal 
a from which fine knives are now 
**No—fruit acids or even stronger acids being made. You will be proud to 
and chemicals can't affect it. These carry such a knife. It is one of 


beautifully polished blades will our best sellers.” 


Such a knife is not a fancy: itis a fact! 


Knife movements of Stellite are already being supplied to the trade. Stellite knives 
require no protective coating of oil like other knives, when shipped from the 
manufacturer or while exposed in the showcase. Their wonderful finish is permanent. 


Stellite knives are practically indestructible —a fine piece of jewelry for all time. 
Their appeal is irresistible. Write for further information. Haynes Stellite 


Company, 30 East 42d Street, New York. 


STELLITIE 


The New Knife-Metal 
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Twenty-Five Years of Success 
Celebrated by the Opening of 
This Attractive Store 





Written Expressly for The Jewelers’ Circular 














: on? accompanying photographs show 
a most attractive retail jewelry estab- 
lishment in Tacoma, Wash. The store is 


and floral tributes to the concern were 
quite conspicuous. 
The store is entirely furnished in ma- 
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hogany. On the south side of the wide 
aisle of tiling that extends down the 
center of the store is the diamond and 
precious stone department. Here also 
are located the wall cases containing 
silver plate and rings of all kinds. 
Novelty cases are located in the center 
of the aisle. On the north side of the 
store are the show cases containing 
watches and wall cases filled with ster- 
ling silver, cutlery and chests of silver. 

The wholesale business will be con- 
ducted on the second floor of the build- 
ing, while the third floor will be devoted 
to manufacturing. 

Associated with Louis H. Burnett, the 





INVITING WINDOW 


located at 932 Broadway and is owned 
by Burnett Bros. 

The opening of the new store was very 
fittingly celebrated. Engraved invita- 








TWO VIEWS OF THE WELL-STOCKED INTERIOR OF 


tions were sent out to well-known citi- 
zens and full page advertisements in all 
the newspapers announced the event. 
There were many-out-of-town visitors 


hogany, with warm gray side walls and 
attractive beamed ceiling. Large brass 
chandeliers add to the beauty of the 
interior. 





The store front is also noteworthy. 
It is wide and, deep, with polished hard 
wood floor and silk drapes. The panels 
and window framing are of matched ma- 


DISPLAYS BY BURNETT BROS., TACOMA, WASH. 


founder of the business, is Abe Burnett, 
his brother. and junior partner. L. H. 
Burnett is also owner of a store in Aber- 
deen and was recently elected president 


BURNETT BROS.’ NEW STORE IN TACOMA, WASH, 


of the Tacoma Retail Jewelers’ Associa- 
tion. 
Mr.- Burnett has always.taken a keen 
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(Continued on page 189) 
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; For Your Gift Stocks— 
. 
‘ Hawkes Dainty Cologne Bottles 
p . ' 
7 No gift stock is complete without an assortment 
y) of cologne bottles—and what more attractive 
) ones could you offer than these delicately fig- 
th ured, gracefully shaped bottles of clear Hawkes 
‘) Crystal? They completely answer the demand 
1 for something artistic and in good taste, yet 
Y. moderate in price. Put in a small assortment 
W now and display them in your store. Your 
y reorders, which you will soon be sending, will 
A be shipped the same day they reach us. 
y 
i) 
T. G. Hawkes & Company 
”, Corning, N. Y. 
\}) 3602—114 ounce, Cologne Long Stop- Pacific Const Office: 14 Ge St. S r a 3601—1% ounce Cologne’ Long \ 
DI] Helene, exe inches. $400" cach, wet y ee ee Stopper, . sterling | silver top. 11 
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e Collapsible 
ictor Fountain PEN 
—the utmost in refined taste, exquisite 
workmanship and writing efficiency. 


A practical necessity of such beautiful de- 
sign as to appeal instantly and universally to 
a select trade. 

Suitable as a token, gift or favor for wed- 
ding, birthday, anniversary, party or com- 
mencement. Makes an attractive prize or 
desirable trophy. 

Telescopes to 4 in. Extends to 6 in. Self- 

filling, positively non-leakable. Made in 

Rolled Gold, Sterling Silver and 14-K. Gold. 
Attractive selling plan and Catalog of com- 
plete line sent on request. 


U. S. Victor Fountain Pen Co. 


109 Lafayette Street New York City 
Western Clock Building 


L¢ Skat RANE RSS ana a 


Ee 





' 
f 





. Mee ——= B ww 
































September 21, 1921. 


THE JEWELERS’ 


CIRCULAR 











TT 


Ike elt 











Practical Publicity for the Retailer. 


Written Expressly for The Jewelers’ Circular by Robert Francis Nattan. 




















intelligently Directed Effort Will Get the 


Business 


HERE was never a more opportune time 
for co-operative advertising than now. 
With a get-together spirit retail jewelers 


can considerably 


increase their 
for the Fall and holiday season. 


turnover 


This does not mean that individual adver- 
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Cheap Diamorids Expensive Words 


Dy ALBERT S$ SAMUELS 
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An d the phe of it ts that they will actually eve you back your money 
ont ask it The 


ww you won't bother to find 
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ip emant encugh 


No, trends, we can't get aime fes 4 Don't go too much on 


aguarwice Ht you pay ¥ 
Wyca pay 1400 yo ra a that be 


aw has ble 
Oe gcse cacy cans sla reaper 7 Ses 00 per coset 
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yo the gra aed by the be 
bie dealing you ga du 


We don' t enjoy becoming the village scold, but we are inclined ed to take 
hae ol bree shop 8 Se 
voles 


he mayoity of Sen France 


"te dae edn wen 


are exceed: 


Tave « high weanrd 


vellled becouse we bnew they got «en mera 


In His Sd to our own senor: business it is, as indicated, our specialty. 
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ent more than ball of ovr entire Ngai and im a ye 


have never sold cheap diamonds from the 
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the vt more im which to pay 
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STRAIGHTFORW ARD 


tising should be dispensed with. 


done independently of the other. 





Let it be 
If the 


jewelers in every town got together and 
kept reiterating some thought such as 


“Make this a real Happy Christmas— 
Give jewelry—the gift that lasts.” 


the psychological effect would surely be 


felt throughout the land. 


Inject 


good- 


cheer and optimism in all your advertising 


and begin now. 


There is no real reason 


for any pessimism, but a stimulus must be 


given to business. 


This is a time that will 


test the ability of the merchant. The 
stand-still-and-do-nothing type cannot hope 


to get what is not coming to him. The 
days of easy selling are past. Intelligent 
effort will get the business. 
* *k Ok 

EORGE Feagans, of Feagans & Co., 

Los Angeles, Cal., recently sent me 
the accompanying timely advertisement en- 
titled “A very Important Announcement 
about Diamond Frices.” He used the ad- 
vertisement in a space of 280 lines, four 











A Ver 
Important Announcement 


About Diamond Prices 
By Feagans & Co. 


To admire some particularly fine ne owned by « patron has been 
pleasure frequently accorded Fé pr peal and Company Almas wnvariably re 
admmranon expressed has been fol lowed by the owner's query: “Do you think 
this diamond is as valuable as when # was purchased >” 


So often has this question bees asked that it is deemed most opport. y 
before our clientele the te sates of the diamond market. 


Te soa, Modena, and to you, Sir. samen f diamonds, 
ws only necessary to say that the diamond is one of the few commodities 
pb oe capa. f oy maintained. And the worth of the diamond above 
all else is ummutable—stocks, bonds. securities and even the moneys of nations 
fluctuate but the inherent value of the diamond remains unchanged 
The great London Diamond Syndicate which controls ninety-five per cent of 
the ori 's output of diamonds have stated ever their own signature that they 
ese no futeve penalty of any eoduction in ha prien of dhamoete te 





So it may be 4 matter of congratulation for those who own diamonds that they 
may now receive the sincere assurance that the intrinsic worth of the diamond 
will not decline and that there is every reasonable probability of their attain 
ing a much higher value. 

There may be. however, ao Gere clwaye haze heen Sone tne to ire in tee 
Past. certain intermediate conditions in the diamond causing a tem- 
pouy code-wetenion of ans pao as a bear raid on a ralvoad sock 
will ate de prise et wil tn bn on olla the the phynanl of 
the railroad itself. These conditions are, to be sure, only temporary and do net 

change the permanent basic value of the diamond 
We are now passing through just such a period. Some of the important dia- 
mond cutters and importers, owing to economic conditions, have been forced to 


of dueasidets Oped tor belo wnt tony Ss copeaed the future 
cad Out these conditio#s now existing will be of short duration. 
Bes can Fagen and Company with Os clon, intimate contact with the 
peach py mae —0 ena ainle ered Bis even Peay seam— | 





a sre opportunities prices 
greatly below the ae Sietes of these gems. 

And because Feagans and Company have ever maintained the policy of 
promptly cubliding « a widen an his te 

me esag apr esos these 

Pleasure in announcing that these opportunities which are now afforded them 
will find reflection in a revised classific atvon of gems in their famous collection. 


That this revision offers opportune advantages to the prospective purchaser of 
| dhamonds will be convincingly demenatoted | i fyb p= wapecton of these 





| flawless gems. and by a companson of values. which 1s 

And to those who know full well the prestige enjoyed by Feagans and Com- 

any and the quality of the in thew collection it will be be understood 
powerful 

C mention is made nor is any 

telerence sone to umperfect stones for these have no pt tn the stocks of 


Feagans and Company 
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ALEXANDRIA HOTEL BUILDING 








PLAIN FACTS FOR READERS 


columns wide. Its importance is recognized 
owing to the detrimental false propaganda 
announcing a decrease in the price of dia- 
monds. Jewelers cannot repeat too often 
in their retail advertising the real reason 
why diamonds will.not.,decrease in value. 
They should make clear that in certain in- 
stances diamonds are sacrificed by those who 


need the money just as other commod- 
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ities of high value are sometimes sacrificed. 

No one would doubt the validity of 
Liberty Bonds, backed by the power of the 
whole nation and yet when the bonds de- 
preciated to a low point, wise men bought 
them up in large volume and made money. 
The bonds were sacrificed simply because 
they were not as readily negotiable as ordi- 
nary currency. So with the diamonds, the 
value is there and the sacrifice of them does 
not denote any depreciation in their real 
value. Any cut in the price of the diamond 
is merely temporary and any one who has 
an opportunity to take advantage of this 
temporary condition, should do so. ° 

These are thoughts that should be im- 
pressed upon the public through your news- 





the ae truth 


Ec rtermad woe question seems 
to be: y are 
ionaaan tn value while the price 
of nearly cvery commodity in the 
world is beg reduced? 




















Marge as this poradox may 
vem, it ms ‘true, THAMONDS 
‘ “ HH WILL. CONTINUE TO GO UP. 
‘ R. Harris& Co. il “no matter to what tevel alll che 
; jit falls. Cahike foodstuffs. clothes, 
ui | ' i: automubiles, etcetera, diamonds 
! cannot be n or nunufec 
‘i! tured. They avust be mined. The 
7 first law of control on the 
Grins tout the arget ||] world’s output of diamonds is 
nature's own restrictions, 


the House of 


Duamonds are found only in a 
very small area of this éarth. 
Ninety-five per cent of the en- 
tore work!’s output comes from 
territory aboot the’ size of the 
District of Columbia. 


For centuries this diamond 


i naa 

\! and the only dane | producing land has been comb- 

i\! that have gtrmenetteene |! ed and re-com! fo such an 

tI] mecreasng velo oe '| esent that it is only with in- 

ut C000 Dt i creasing difficulty that the pro- 
to 


ily ji! duction can be made 
‘ }|: the ever-increasing demand for 
|: these coveted jewels. 


DIAMONDS will continue to 
rise in valoe because mines must 


H MONDS ARE BECOMING 

di. | SGARCER as the mines become 

il| without the fae | more depleted 

1 the mounting | 

{iF emughe uve oF hiding de = 5! * GOOD Sop: WIL. 
1 tects ' CONTINUE TO INCREASE IN 

Ih i VALUE if why would own 


iH them—the praces today offer an 


oe  * wv estment 


R. Harris @ Coenen 


yy? Jewelers to Washington 45 Years ye D 





OTHER TRUTHS WELL TOLD 


paper advertising and otherwise. Some 
kindred thoughts are given by Mr. Feagans 
in this splendid advertisement. 

a ae 


Several excellent, economic reasons are 
given in the advertisement by R. Harris & 
Co., jewelers in Washington, D. C., for the 
past 45 years, why the price of diamonds 
will not materially depreciate, and there- 
fore why they make the most desirable 
pleasure-giving acquisition as well as an in- 
vestment. Let it be remembered that auto- 
mobile prices are being cut regularly, one 
make now being lower than ever in the his- 
tory of its manufacture. Automobiles do not 
have to be mined, and their price is ad- 
justed by the price of labor, material, etc. 
Diamonds, on the other hand, must . be 
mined and they are “subject to Nature’s own 
restrictions” as well’ as to artificial restric- 
tion.’ This ad occupied 1734 inches, four 
columns wide. 
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Findings for iia, SIMSON BROTHERS "128 —* Ms New York 








FARBER-KRAFT 


Quality Merchandise at Right Price 


Manufacturers of 


Sheffield Plated Hollow Ware 


Complete line of fast sellers 


FARBER BROS. 


Show Rooms: 13-15-17 Crosby St. New York City 


































LOTUS BEADS 


By far the prettiest bead ever shown, in twelve different colors with most beautiful 
lustre and rich satin finish. Will not fade or wash off. 24-inch length in satin lined 
box $3.00 each (Jewelers’ Circular Key). 


*TREULICH & KLAAS  °* ¥,3ecee Bopterer 
IMPORTERS _ , _| 
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|. ROGERS SILVER CO., Inc. J 


MANUFACTURERS 




















Silver Plated Hollowware 
Jobbing Trade Only Solicited 
13-15 LAIGHT STREET NEW YORK 
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Retail Advertising Department. 








ELL your clientele about the adjustment 

in your prices just as prices are being 
adjusted in other lines. Impress upon them, 
however, that the increase in prices has not 
heen exorbitant owing to the stabilized price 
of gold. Show that with the adjustment of 
labor's wage, your prices have also been 
revised in certain lines. Be a regular mer- 
chant and keep the public informed. Keep 
on doing things that stimulate business. 
There is going to be a large increase in 
house building by next Spring and all this 
will help every business in the world. The 
price of houses has already come down. 
These statements are based on facts. 

A four line advertisement offering $4,000 
cash above mortgage for a six-room house, 
in two New York papers in August, pulled 
300 replies! Houses were 
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ing cards, placing this publicity sufficiently 
in advance of the holiday period to give 
their patrons ample time to put in their 
orders for individual engraved message 
cards. 

One of these dealers made a point in his 
advertisements of bringing the matter 
home to the customer. He said: “Will 
you be able to say that you haven't forgot- 
ten a soul when you check up on Christ- 
mas morning?” 

Though the orders were urged at an early 
date, the idea of the stationery department 
manager was to finish the cards and then 
hold them subject to the call of the cus- 
tomer, notifying the latter sufficiently in ad- 
vance for him or her to get them and ad- 
dress them for mailing in time to reach the 
intended recipients along with other gifts 
of the season. 

Pushing the greeting card as a holiday 
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The public is given some excellent informa- 
tion cn diamond quality and prices. “If 
you pay $97.50 for your diamond,” says 
Samuels, “you get about a $97.50 diamond. 
If you pay $400, you will get about that 
kind, and if you pay the prices asked by 
the big downtown stores whose character 
has been proven by years of honest dealing, 
you will get diamonds that are actually 
worth what you paid, $600 to $900 per 
carat.” 
* OK * 

This Fall when special effort must be 
made to stimulate business, is a good time 
to deliver to the public important news 
about diamonds such as these advertisers 
are doing. As a rule, October business is 
slightly in advance of September business 
so if you have not already done so, begin 
right now and prepare an aggressive ad- 
vertising campaign to increase your gross 
sales for the Fall of 1921. 
Remember that America 





offered all the way from 





2,300 to $22,000. Good 
houses were offered at $6,500 
to $8,500. When the public 
gets more for its money, as 
it is already getting, there 
will be more money left for 
diamonds, watches and jew- 
elry and for the buying of 
silverware for the home. 
Remind the prospective 
groom of the all-around re- 
adjustment and the gradual 
process of stabilization in 
every line and that now is 
the time to get a diamond 
ring for his fiancee at an 
advantageous price. 


new way. 


* * x 


OYS have already started 
back to school, youths 
have gone to college and 


in war. 


of the ultimate object. 


by adversity. 
smiles with him—R. F. N. 


Courage 


OURAGE is as essential to success in business as it is 
Faint-hearted men‘ never accomplish anything 
worth while, by their own efforts, although a quasi-success 
is occasionally thrust upon them. 

To have courage means above all to be able to practice 
self-abnegation, to make real sacrifices of every kind, in behalf 
It means strength and daring to de- 
part from the well-beaten path and the ability to carve out a 


To have courage means to brave danger, to fight or even 
die for a right principle, to be fearless, just and iron-willed. 
A courageous man is strengthened rather than disheartened He 
He smiles when fate frowns until fate finally 


contains more gold than ever 
before, that we have been 
suffering from a depression 
which has been largely psy- 
chological, but nevertheless 
real. That the business is 
here if one goes after it in 
the right way may be real- 
ized when I tell you that a 
man who has no jewelry 
store at all but who sells 
simply to consumers, in the 
last two weeks in August 
sold $22,000 worth of jew- 
elry, that is, at a time when 
many thought business did 
not exist at all. 
uses selling effort 
which is the only thing that 
will keep the business engine 
going in these times. 

No man or no business is 








girls to boarding school. 
Remembrance gifts are ap- 
preciated by all these and your clientele 
should be reminded of the pleasure which 
will come to them from the joy of giving. 
Sending the gift through the mail at an 





NONE TO EARLY FOR THIS 


unexpected time will add to the thrills of 
receiving. 

1 Pass along these thoughts in your adver- 
tising. 

*k Ok Ok 

Allen H. Wright, a correspondent, calls 
attention to some impressive Christmas 
card advertising. 

Two southwest jewelers last season gave 
special display advertising to their greet- 


item was not found to interfere at all with 
the sale of more substantial gifts to pros- 
pective customers. On the other hand, a 
window display cf the cards brought in 
people who gave orders for the cards and 
also made purchases as a result of their 
visits which might not have been made 


otherwise. 
*k *k x 


H ERE is a very interesting little ad 
used recently by Henry Birks & 
Sons. The writer picked it up this sum- 
mer on a trip to Canada. The Canadians 
take advantage of duty free diamonds 
and advertise the fact conspicuously. 
Business in Canada, by the way, is very 
active. Maybe it’s because folks there 
practice one of the corporal works. of. 
mercy, “Give drink to the thirsty,” 
Birks’ store is a large and attractive 
one and one can buy there a trinket for 
50 cents or $1, or a most elaborate piece 
of jewelry at a princély price. Timely 
merchandising linked up with timely ad- 
vertising has been largely responsible for 
the success of the firm which now con- 
trols seven stores. 
a Ok 


That very enterprising advertiser, Albert 


S. Samuels Co., San Francisco, Cal., has 
still another method of advertising diamonds. 


so independently big that. 
sustaining effort may be 
dispensed with. 
Good-will, unnurtured, withers. Every 


firm, no matter how old, should recognize: 
this. When a firm begins to think it no 
longer needs prestige,, it’s time to “get from 
under.” 
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DIAMONDS COST LESS 
IN CANADA 


No duty is charged on. dia- 
monds imported into Canada 
and many visitors avail them- 
selves of the exceptional values 
that this permits us to offer. 

The superior quality of every 
stone we sell is assured by the 
painstaking inspection of 


a 
Dimond 
Coldemaks 


Heney Birks & Sond Limned 
PHILLIPS SQUARE 





AN ARGUMENT OFTEN USED IN. CANADA. 
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FOR FINE WATCHES 


In your store, you have two distinct types of mer- 
chandise—watches and jewelry. 


Watches are necessities; you can sell them 300 
business daysina year. The sale of most of your 
other merchandise is limited to short seasons. 


Go after that watch business! Increase your 
sales on every occasion by recommending good 
movements dressed in modern Wadsworth 
Cases. 


THE WADSWORTH WATCH CASE CO., DAYTON, KY. 
Makers of Watch Cases Exclusively 


OFFICES: 
New York Chicago San Francisco 
17 Maiden Lane 31 N. State St. 150 Post St. 
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A Gubacriben tt Problem Solved 





How to Lengthen Clock Pendulum 

















A subscriber asks the following in- 
quiry: 

“IT have an old wooden wheel clock 
which had its movement mounted in a 
high mission case. The pendulum being 
too short to present the proper appear- 
ance, I wish to lengthen same about 18 
inches, to make the clock keep time. I 
was going to go about it in the following 
manner to effect the change: 

“I have multiplied the number of teeth 
in train wheels starting with center 
wheel, also the number of leavcs in the 
pinions and divided one product by the 
other and multiplied by twice the number 
of teeth in the escape wheel. This gives 
me 5760 oscillations which, according to 
E. Gourdin’s calculations, calls for a 
pendulum of about 389 mm. Now to 
make a new escape wheel, say with 26 
teeth instead of 32 as the clock has, 
would, according to my figuring, require 
a longer pendulum. If this works as I 
think I would make this a Graham dead 
beat escapement instead of a recoil, as it 
is now. I suppose that it will require 
more power to drive the longer pendu- 
lum. I am enclosing drawing of the 
clock wheels and pinions as they are in 
the clock, actual size. If you will give 
me your opinion on this I shall greatly 
appreciate it. BoA” 


Answer.—Regarding your clock prob- 
lem, we note that you wish to lengthen 
the pendulum about 18 inches. Accord- 
ing to the rules for computing the oscil- 
lations per hour of the pendulum, your 
clock, at present contains a pendulum 
15.31 inches in length. We note that you 
intend making a new escape wheel of 26 
teeth to replace the original wheel of 
32 teeth. It will also be necessary to 
make a new fourth wheel of 28 teeth to 
replace the original wheel of 32 teeth. 
Various other combinations of wheels 
and pinions appear to answer the pur- 
pose also, but as we have worked out 
several combinations, we find that the 
above alterations of the train, will entail 
the least amount of work to operate with 
the longer pendulum. Let us see how the 
new design works out. 


To obtain the oscillations per hour of 
the pendulum, we multiply the number 
of teeth in the train together and divide 
this product by the product of-the pinion 
leaves multiplied together. The resultant 
product is then multiplied by twice the 
number of the escape wheel teeth. 

The original design of the train and the 
new design compare as follows: 


Original design. 


Wheels—Center Third Fourth Escape 
40 36 Jz 32 
Pinions— 8 8 8 
New design. 


Wheels—Center Third Fourth Escape 
40 36 28 26 
Pinions— 8 8 8 
Applying the rule for computing the 
oscillations per hour of the pendulum in 
the new design, we have, 


40 x 36 x 28 40320 
a ~~ ==76.75 x 52 == 4005 


The product, 4095, is the number of 
oscillations per hour of the pendulum. 
The length of a pendulum giving 4095 
oscillations per hour, should be, in round 
numbers, 766 mm., or 30.14 inches. 

To accommodate the altered size of the 
fourth wheel, it will be necessary to 
change the position of the fourth wheel 
pivot holes, which may be easily done 
by plugging the old holes and drilling 
in new holes of correct center distances 
in relation to the third wheel and escape 
wheel. ; 

The weight and barrel may require 
some alteration. The quickest way to 
determine if the barrel size is correct, is 
simply to wind the weight clear up, then 
allow the clock to run down slowly and 
count the revolutions of the center arbor. 
The center arbor should make at least 
16 revolutions if the clock is to run 8 
days. 

Regarding the weight, we can compute 
the proper weight to use, but in old 
clocks of this character, theory and prac- 
tice are miles apart, as at least 75% of 
the motive power is lost in frictions. The 
quickest method of obtaining the proper 
size weight in such cases, is to hang a 











small tin bucket on the weight cord and 
add small pieces of lead or shot until 
the right weight is obtained to barely 
make the clock run. Then weigh the 
bucket and add from 8 to 16 ounces to 
the weight and you will have the approxi- 
mate weight to run the clock. L. B. P. 





Advantages of the Modern Watch 
Repairer 





GREENVILLE, Tex., Sept. 14, 1921. 
Editor Ture Jewe.ers’ Circuxar, N. Y., 

Some time ago I read an article in your 
valuable publication by a jeweler urging 
watchmakers to get in business for them- 
selves. It has always been one of the 
mysteries to me why more watchmakers 
never get in for themselves, especially in 
the smaller cities and towns. 

A repairer working for a jeweler has 
not only the public to please, but the man 
he is employed by, and in many places he 
must please his employer’s “dear wife.” It 
is true that a repairer in the smaller 
places is called on to repair many things 
that you don’t find in jewelry catalogues, 
but surely it beats working for the other 
fellow, growing older and maybe let out 
at an age when he cannot get another place. 
Now that there is a scarcity of repairers 
and probably will be for several years, is 
the appointed time for a watch repairer 
to get started for himself. What if it is 
hard sailing for a year of so? When once 
established, he can at least feel easy. 

Watch repairing now is different from 
what it was. Think of the fun of setting 
up an English chain watch and, while 
winding it, have the chain flop over! Or 
the fun of fitting a cylinder! Or making 
various kinds of springs! But there are 
few apprentices in these days of “ready 
made” material. 

The doctor of humans has it on the 
watch doctor, though, owing to the fact 
the bad jobs of the watch doctor come 
back while the medicine guesser’s are cov- 
ered up. A fellow can look around, how- 
ever, and see that the watch “physician” 
has it on some of the other fellows who 
are making the trip from the cradle to the 
grace. Have been at the bench 33 years 
and no regrets. Yours truly, - 

F. P. ‘Fraic. 








After an absence of four years a certain 
man went back to visit his old home town. 
The first four people he met didn’t remember 
him and the next three didn’t know he had 
been away.—Polo (Mo.) News-Herald. 
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QUALITY — SERVICE — PRICE 


THEY BLEND WITH THE “SWARTCHILD” ORGANIZATION 


You get it with every order you place, with 
every article you buy. Our customers know 
the “Swartchild Blend.” We want you to get 
acquainted—now! 

We have recently issued our new large com- 
plete supply catalog No. 76. It has over 650 
pages packed full of the best and latest mer- 
chandise, offering you a superior service. 





It contains more than 14,500 illustrations to 
help you in overcoming those perplexing daily 
problems of selecting the right piece of ma- 
terial, the correct tool or the proper assort- 
ment. 

Think of the time and money you will save 
and the many benefits you will derive by hav- 
ing this comprehensive catalog in your store! 


WRITE FOR THIS CATALOG—SENT FREE OF ALL CHARGES 














Excerpts from Just a Few of 
the. Many Congratula- 
tory Letters 


“Putting your new catalog into 
service has solved our problem of 
ordering watch material correctly. 
I thank you for sending it.” 

V. H. Goodfellow, Barre, Vt. 
“Your new catalog just received 
and certainly is a wonder.” 

Chas. F. Manahan, Pasadena, Cal. 
“A book of instruction for every 
watchmaker and jeweler.” 

Arthur A. Bien, St. Louis, Mo. 











Fas TOMES ELGIN ha 
GENERAL OFFICES 88 € RANDOL OW ST. CHICABO 
WEW YORK OFFICE 15 MAIOEM LANE 
TORONTO OFFICE OT YONGE ST 


Excia NATIONAL WATCH COMPANY 


Chicago, August llth, 1921. 


Swartchild & Company, 
29-East-Madison Street, 
Chicago, 

lllinois. 


Gentlenen:- 


The Metorial Catalog #76, Which you 
have just issued and sent a copy to us, is 
certeinly a masterpiece in its value to the. 
trade. We have never seen @ publication of this 
character so complete in all the details required 
by ~s jeweler, and we know it will be appre- 
cis ted. 





* Thenking you for remembering us in 
its distribution, we remain 


Very truly yours, 
EIGIN NATIONAL WATCH COMPA NY 


GYD:s 








“The most up-to-date and best ar- 
ranged catalog I have ever used.” 
C. W. Ditsworth, Lansing, Mich. 


By courtesy of the Elgin National Watch Company we publish herewith a 
letter received from them in the morning mail of Aug. 12, 1921. 





SWARTCHILD & COMPANY 


WORLD’S LARGEST JEWELERS’ SUPPLY HOUSE 


29 East Madison Street 


CHICAGO 


~ 
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A Catalogue of Books on Horology 
from Many Lands 





Compiled by Ferdinand T. Haschka 














— 


(Continued from issue of Sept. 14.) 


Nore.—The publication of this bibliog- 
raphy of books on horology will be discon- 
tinued with this issue on account of the 
great amount of other matter awaiting pub- 
lication. The author is considering the pub- 
lication of this list in pamphlet form should 
there be sufficient demand for it. 





Abbreviations used: ed.—edition; vol.—volume; 
Fol. 4°, 8°, 12°, 16°—sizes of books; N. D.—no 
dete; p—pages; fig.—tigures, diagrams; ill.—illus- 
trations; pl.—plates; J. S. d’H.—Journal Suisse 
@’Horlogerie; ca—about. 


Bobynet, Pierre—L’horlographie curieuse pour faire 


toute sorte d’horloges & cadrans. La Filéche, 
1644. Paris, 1688. 
————- L’horolographie curieuse et ingenieuse, 


contenant des connoissances et des _ curiosités 
agreables dans la composition des cadrans, avec 
la logimetric ou geodesie nouvelle, pour mesurer, 
toiser et arpenter etc. 8°. Paris, Dupuis, 1647 
& 1663. 24 pl. 

Le cadran des cadrans universel et com- 
mode pour trouver partout les heures du jour et 
de la nuit, etc. Paris, Henault, 1654. 

Le cadran des doigts pour les voyageurs 
et pour les curieux. 8°. Orleans, Borde. 1662. 











— le cadrans des cadrans universel pour 
faire toute sorte de cadrans. Paris, 1677. 8°, 
68 p., 14 fig. 

Bock, H.—Iiec Ubr. Grundlagen und Technik der 
Zeitmessung. (Aus: Natur und Geisteswelt.) 
Leipzig, Teubner, 1908. 8°, 136 p., 47 ill. 

Bock, Dr. Ing. Hermann—Kritische Theorie der 
freien Riefier-Hemmung. Berlin, Springer, 1910. 
8°, 68 p., 14 ill. 

Bocquet—Conurs elementaire de mecanique appli- 


quee. 2 vol. 2me ed. Pour éléves et ouvriers 
horlogers. 

Nouvelle methode de filetage a 2, 4, et 6 
roues. 1885. 
Boeddicker, Otto—On the influence of magnetism 


on the rate of a chronometer. Dublin, 1883. (In: 
Scientific transactions of the Royal Dublin So- 
ciety.) 

Boehm, Josef George—Die Kunstuhren auf der k. k. 
Sternwarte zu Prag. Herausgegeben von Prof. 
Dr. L. Weineck. Prag, 1908. 48 p., 21 pl., Fol. 

Bohmeyer, A.—Der Proportionalzirkel fiir Gross- und 
Klein-Uhrmacher. 18§2. 12°, 20 p., ill. 

Bohmeyer, C.—Anleitung zur Aufstellung und Be- 
handlung elektrischer Uhren. Hanau, 1892. &°, 
94 p., 45 ill. 2d ed. Bautzen. Hiibner, 1896. 34d 
ed. Bautzen. Hfibner, 1908. 138 p., ill. 

Boissy d’Anglas, F, A, Comte de.,—Rapport, etc., 
sur la manufacture d’horlogerie de Besancon. 
Paris, 1794-95. 8°, 8 p. 

Boitias—Description d’une machine nommée pendule 
hydraulique imaginee par M. B. 1881. 4°, § p. 
planche. Extraite. 

Bolte, F.—Die Methoden des Chronometer-Kontrolle 
an Bord zum Zweck der Lingenbestimmung. nebst 
Tafeln 2, Erleichterung der Reduction. 95 p., 4to. 
2 Tfin.,, 1894. Archiv der Deut. Seewarte. XVII, 
Jahrg. Heft. 

Bond—Observations on the comparative rates of 
chronometers, Boston, 1833 

Bookwalter, F, M.—Booklet of forms and blanks for 
systematic time service records of watches and 
other time pieces. Springfield, Ohio, 1909. 15 p. 
and tbls.; 24 ed,, 1910, 24 p.; 3d ed., 1914, 116 
p.; 4. ed., 1916, 60 p. 

Booth, Mary L.—New and complete clock and 
watchmakers’ manual. New York, Wiley, 1869 
and 1889. 8°, 306 p., 6 pl., with appendix: A 
history of clock and watchmaking in America. 

Clock and watchmakers’ manual. Com- 
Prising descriptions of the various escapements 
and compensations now in use in French, Swiss 
and English clocks and watches. Ill. Chicago. 

Boquet, F.—Les chronographs imprimants Ge 1’ob- 
servatoire de Paris. 8°, 26 p., 1 pl. 





Festschrift 


Borrée, Carl—The Olmtitzer Kunstubr. 


zur fiinften Wiederherstellung im Jahre, 
Olmitz L, Kulil, 1898. 8°, 31 p., 12 ill. 

Borrel, Georges—Rapports du Jury international de 
l’éxposition universel internationale de 1900, a 
Paris. Rapport de M. G. B., 1901. (Horlogerie.) 
4°, 55 p. 


1898. 


Borsendorff, Louis—Un coup de loupe a l’exposition 
universelle de 1855. Revue compléte sur les pro- 
duits de i’horlogerie francaise et étrangére figu- 
rant a l’éxposition universelle de Paris, en 1855, 

La loupe de Vhorloger almanack chrono- 


métric. Annee: 1850-1863. 

———— A propos de chronométrie. Histoire d’une 
montre racontée par elle-méme, sa vie et ses 
péripéties; suivi d’un dialogue sur lhorlogerie 
entre M. Trottevite et M. Vabien. 1869. 


——— Petite tablettes chronométriques 4 l'usage 
de tout le monde. 1869. 

———— __ De Vinstruction du pauvre. 
horloger. 2me ed. Paris, 1884. 
Bosse, Abraham—Maniére universelle de sieur De- 
sargues Lyonnois pour poser ]’Essieu et placer les 
heures et autres choses aux cadran au_ soleil. 

Paris, Deshayes, 1643. 8°, 76 p., 28 pl. 

Bossut, Abbé—Mémoire sur le mouvement d’un pen- 
dule dont la longueur est variable. (Mem. de 
l’Academie des Sciences de Paris, 1778.) 

Bottiger, Joach, Ferd.—Erleichterte Gnomoniea, oder 
deutliche Anweisung zu den gebriiuchlichsten Son- 
nenuhren, wie man dero Zeiger und Stundenlinien 
vermittelst des Transporteurs nach denen in den 
Tabellen befindlichen Bogen und mit leichter Mthe 


Tablettes d'un 
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Bourdais, Marcel et G, Grall.—ABC de )’apprenti 
horloger, guide pratique conduisant l’appranti par 
la main depuis son entrée en apprentissage jusqu’éA 
sa sortie. H. Renaud, Paris, 1917. sm. 8°, 23% 
p., 200 ill. 

Bourdais, Marcel—400 procédés modernes A l’usage. 
des horlogers, bijoutiers, etc. 6me ed. C. Robbe. 
Lille, 1901, sm. 8°, 300 pp. 

Boutereau, C.—Nouveau manuel de gnomonique élé-. 
mentaire, etc., d’aprés Sternheim et Dom Bedos. 
Paris, 1845. 18°, 318 p., 10 pl. 


Bouvin, F.—Les secrets de l’horlogerie. (Prize 
essay.) Laforest. Amiens, 1891. 16°, 48 p., 7 
fig. 


Bowie, William—Determination of time, longitude, 


latitude, and azimuth: Washington, Gov. Print. 
Office. (Astronomie. Special publication. No. 
14.) 4°, 177 p., 29 ill, 5th ed., 1917. 


Bowman, John J,.—The manipulation of steel in 
watchwork. A manual of modern methods, 
Jewelers’ Circular Publ. Co., New York, 1908 8°, 
64 p., 19 ill. 

B. P.—Geneva, Switzerland, 18938. 8°, 24 p. 
description of Patek, Phillip & Co.) 

Brandegger, J. A.—Belehrung fiber die Anwendung 
des Sextanten zur Stellung der Uhr nach der 
Sonne, 4. Aufl. 1853. 4°, 24 p., tables. 

Bray, J.—Artizan’s report on watchmaking in Paris 
exhibition, 1889. London, 1889. 


(with 


Breant—Project d’une horloge qui pourrait ¢étre 
placés dans la Colonne National ou autre monu-~ 
ment public. Paris, 1801, 4°, 4 p. 


(Concluded) 





A “Universal Time” Watch that Won. 
a Prize Over 50 Years Ago 


T is interesting to note that Jacques: 
Alfred Jurgensen, late partner in the. 
well-known firm of Jules Jurgensen (es- 
tablished in Kopenhagen, 1740) made by 





il 


INTERESTING OLD WATCH AWARDED GOLD MEDAL IN PARIS, IN 1867. 


und auf- 
Se", i 


entwerfen 
Lemgo, 1748. 


auf ein beliebiges Planum 
tragen kénne. Meyer, 
Bogen. 

Bottum, James M.—Directions for using Bottum’s 
patent improved universal lathe chucks and im- 
proved lathes, for turning and finishing every 
description of watch pivots, pinions, staffs, etc. 
New York, 1852. 8°, 16 p., 28 fig. 

Bouasse, P.—Pendule, Spiral, Diapason. Dela- 
grave. Paris. 2 vol., 1920, 8°, 510 p., 274 ill, 
and 540 p., 295 ill. 

Bouhain—Description d’une horloge merveilleuse qui 
a été fabriquée dans la ville de Niott en Poitou 
par le sieur Bouhain. 12°, N. D. 


hand a chronometer which showed the. 
so-called “Universal time” day of 10 
hours, hour of 100 minutes, and minute 
of 100 seconds. 

This watch was exhibited at the world’s 
fair in Paris in 1867 and was awarded a 
gold medal. Jacques Alfred personally 
was awarded a. gold: medal and the 
“Palmes academiques” for.this “Universal 
time” watch. The watch is illustrated 
above. 
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TO WATCHMAKERS 


Are you aware of the fact that K. K. WATCH 
CRYSTALS will give you the most satisfactory 
results; less time in fitting, less breakage—at a 
lower cost? 


Small investment—Larger profit. 
Line up with the majority of the profit earners. 


Ask your jobber for samples and _ illustrated 
booklet. 


Manufacturers and Importers 


KONISHI KOTAKUDO COMPANY 


110-116 Nassau Street, New York City 
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[Patents Granted by the United States. 
The United States Patents That Have Ex- 
pired and the Registered Trade-Marks.] 
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UNITED STATES PATENTS 





Issue of Aug. 23, 1921 
1,388,167. SYNCHRONIZING CLOCK SYSTEM. 
James W. Bryce, Binghamton, N. Y., as- 
signor to The International Time Recording 
Co. of New York. Filed Dec. 30, 1920. Serial 
No. 433,976. 3 Claims. 

In a synchronizing clock system, the combina- 
tion with a source of operating current, of a mas- 
ter clock, a circuit from the source to the same, 
a relay, a resistance and a circuit controller oper- 
ated by the master clock in such circuit, said 
circuit controller being adapted to close such 
circuit for definite intervals of time, means oper- 








2 

ated by the relay for closing the circuit from 
the source through said resistance and its own 
magnet and for connecting said source to the 
line, and means operated by the master clock 
for throwing said relay out of action at the end 
of the periods of closure by the circuit controller 
therein. 


1,388,458. SECONDARY ELECTRIC CLOCK. 
FrepertcK Frick, Waynesboro, Fa. Filed 
Sept. 29, 1920. Serial No. 413,502. 8 Claims. 

In a secondary clock a device for intermittently 
rotating a shaft comprising in combination means 
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for rotating said shaft through an angle less than 

180°, and means for completing the rotation of 

said shaft through 180°, said last mentioned means 
including a member rotatable about an axis dis- 

Placed from the axis of said rotatable shaft and 

operatively connected to said shaft and a resilient 

element connected to said member. 

1,388,512. SECONDARY ELECTRIC CLOCK. 
THADpEus STEPHENS CASNER, Plainfield, N. J. 
Filed April 19, 1921. Serial No. 462,659. 10 
Claims. ; 
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In a secondary electric clock, in combination, 
a wheel having peripheral projections constituting 
an armature, an electro-magnet associated with 
the wheel and adapted to attract said projections 
successively as successive impulses pass through 
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the magnet, and a detent for holding the wheel 
between impulses. 


1,388,522, CUFF BUTTON. Cuartes D. Lyons, 
Mansfield, Mass. Filed Feb. 14, 1919. Serial 
No. 277,054. 1 Claim. 

A separable cuff link button comprising inde- 
pendent button members each having an outer head 
and a flanged inner head, the latter adapted to 
pass through the button holes of the cuff and retain 
said member therein, and means for detachably se- 





curing the same together comprising a snap con- 
nection with means responsive to the pressure 
of the hand for releasing the same, said button 
members when connected being susceptible of a 
rocking movement relatively one to the other. 


1,388,536. PENCIL, CuHartes E. Wenn, Ala- 
meda, Cal., assignor to Listo Pencil Co., Ala- 
medo, Cal. Filed Feb. 9, 1920. Serial No. 
357,390. 9 Claims. 

A pencil of the character described compris- 
ing a pair of tubular shell sections of approxi- 
mate equal length, a comparatively short inter- 
mediate tubular section connecting the same, a 
nut within the intermediate section supported 





thereby and turnable therein, a screw rod extend- 
ing through the nut and entering the tubular shell 
sections, a flattened portion on .the rod extend- 
ing from end to end thereof, an end plate secured 
in the intermediate tubular section, an opening 
formed in said plate forming a guide for the 
screw rod and securing the screw rod against 
turning movement, a plunger on the forward end 
of the screw rod and a lead receiving member car- 
ried by one of the tubular shell sections into 
which the plunger rod extends. 

1,388,755. WATCH WINDING AND HANDS- 
SETTING MECHANISM. Epmonp PEtta- 
ton, Le Locle, Switzerland, assignor to Fa- 
briques Des Montres Zenith Successeur De 
Fabriques Des Montres Zenith Georges Favre- 
Tacot & Cie. Filed May 16, 1921. Serial 
No. 468,381. 7 Claims. 





In a winding and hands-setting mechanism for 
watches, an actuating spindle, a winding pinion 
thereon, a hands-setting gear, a slidable pinion on 
the actuating spindle arranged to be coupled al- 
ternately with the winding pinion or with the 
hands-setting gear, two levers each pivotable about 
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a fixed axis and engaging, the first or hands-set- 
ting lever, with said slidable pinion and the second 
with said winding spindle, one single spring for 
said two levers and 4 common rocking member 
between them and said spring, the latter being 
arranged so as to directly attack said common 
rocking member, substantially as and for the pur- 
pose described. 











St. Paul. 


BUSINESS CONDITIONS 

Considering the business conditions in general, 
the wholesale jewelry trade in this city is quite 
satisfactory. Some wholesalers report a slight im- 
provement within the last two weeks. The retail 
trade has also improved within the last two weeks, 
according to a number of merchants. One re 
tailer, who has been in business for the last 40 
years in the city, reported the largest sale of dia- 
monds for last August of any month during his 
business career. 








W. B. Sherratt, retail jeweler of Water- 
ville, Minn., was a business visitor in the 
city a few days ago. Mr. Sherratt reports 
a slight improvement in his business within 
the past few weeks. 

P. L. Lillie, Spring Valley, Wis.; August 
Gfrerer, Stillwater, Minn.; Harry Peatl- 
stein, Mendota, Minn., and J. E. Reed, of 
the firm of Palmer & Reed, retail jewelers 
of Mankato, Minn., recently spent a few 
days in this city on business. 

Thieves breaking in through the base- 
ment robbed the Charles E. Carlson jewelry 
store on Payne ‘Ave. of. small articles of 
jewelry a few days ago. As all the jewelry 
of great value was in the safe, and the 
bandits were not of the safe-cracking kind, 
the loss was slight, 

H. A. Weisman, who for the last eight 
years has been engaged in-the jewelry busi- 
ness in St. Louis, Mo., has been appointed 
manager of the Gittelson Jewelry Co., re- 
tail jewelers of this city. Edward Langer, 
who has been employed for the last four 
years in the store, has been appointed as. 
sistant manager. 

Henry Herzot, head of the material de- 
partment of the Irvin & Beard Co., whole- 
sale jewelers of this city, returned from a 
three weeks’ honeymoon trip a few days 
ago. Mr. Herzot was married to Miss Cath- 
erine Cook, of White Bear, Minn., about a 
month ago. 

With a record of 42 years’in the retail 
jewelry business in this city, George R. 
Holmes is one of the oldest and best known 
jewelers in this section of the country. 
Although 82 years old, Mr. Holmes still 
maintains an active part in his business and 
is seen busily engaged behind the showcases 
of his store every day of the week. Be- 
ginning with a small store in 1879, he has 
prospered and extended his trade until at 
present he has a handsome establishment. 





Twenty-five Years of Success Cele- 
brated by Opening of New Store 





(Continued from page 179) 





interest in municipal and national wel- 
fare movements and enjoys a large host 
of friends. Among the floral tributes 
which he received upon the opening of 
his new store were two large baskets 
from the Tacoma Chapter of the Red 
Cross, with a well-wishing letter from 
the chairman of the executive committee. 
The business was founded 25 years ago. 





190 


THE JEWELERY’ 





CIRCULAR 














JAPANESE INITIALS 


hABC RE PF G 
Rid KR MN 
OP CoRR ST 
HW WX 


14" 346” 14” SIZES 


Made in 14 Karat Gold (Yellow, White and Green) 


Also in Silver and Platinum 


HERPERS BROS. 


18 CRAWFORD ST. NEWARK, N. J. 


ESTABLPSHED 1865 





September 21, 192. 


Ls 





— 


| Refiners 


Gold 
Silver 
Platinum 








HANDY @ 


31 Gold St., New York City 
SHIP TO EITHER PLANT 


es 








HARMAN 


Bridgeport, Conn, 











































Established 1858 


Retfiners 


Gold 
Silver 
Platinum 


Smelting of Sweeps our Specialty 
Filings, scrap, plated scrap and bench sweep 





Fine gold, silver, platinum in any degree 
of hardness 
Gold, silver and platinum anodes 


L. LELONG & BRO. 


Halsey, Marshall and Nevada Sts. 
NEWARK, N. J. 





“If You Are Not Using 


FULCRUM OILS 


You Are Not Using the 
Best Oils” 


ein 
\\ 


a 


Government say so. 


| u 


Say so. 


said so for many years. 


Fulcrum, 





cant. 











Every material jobber sells Fulcrum Oil 


FULCRUM OIL COMPANY 


FRANKLIN, PA., U. S. A. 





















Experts of the War Depart- 
ment of the United States 


Experts of some of the largest } 
watch factories of the world 


Expert watch repairers from 
all over this continent have 


Watch, Clock and 
Chronometer Oils meet every 
requirement of a perfect lubri- 
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Dealers in 


GOLD, SILVER and PLATINUM 


REFINERS and SWEEP SMELTERS 


MAIN OFFICES SMELTING WORKS: 


24 John Street 32-40 Flushing Avenue, BROOKLYN 
NEW YORK 280-290 Chestnut Street, NEWARK 








Honesty Kilgallon & Company 
Refiners and Assayers 
dl N. State St. Chicago, Il. 




























REFINERS OF 


Anything Containing Precious Metal 








BUYERS OF 
Accuracy | Ojd Gold—Silver—Platinum Service 





























For the Popular Moderate-Priced Flexible Bracelets 
The New American Platinum One-Piece Solid Top Gold Boxes. 


Made in all sizes shown in our Blue Catalog (except Series 1) 


Furnished already slotted and with our “H” connection, they may 
be quickly, strongly and “almost invisibly” joined. 


AMERICAN PLATINUM WORKS 
N. J. R. R. AVE. AT OLIVER ST., NEWARK, N. J. 30 CHURCH ST., N. Y. 


C.W.BUTTS, Inc.**!">" | | Jewelers’ Cuttle Bone 


WE ARE DIRECT IMPORTERS 
Manufacturers of Genuine Italien Bone—Qualities and Sises Correct—Prices 











Cr owns, P endants and Bows ee deliveries and entire a 
We make a specialty of white gold crowns and bows, and are JACQUES WOLF & CO., 112 John St., N. Y. 


Prepared to make very prompt deliveries of same for bracelet watches. 
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Ta Here is your chance to get the best 
What You Must Do Jewelers’ Drilling Machine. 
To Succeed! a 
with a 
Teosbe Chuck 
Which a ae At the | 
Will Hold 44) | Reduced 


No. 80 : ‘ 
Drills Price of 





A young man asked one of our big men in this $90 
country what he considered the secret of success. .00 
The big man said, “Know your work.” F. 0. BN. Y, 

Bradley exists for the sole purpose of putting Only a 
young men on their feet for life, of training them to complete 
know their work so well that they can hold their few left— ie 
own anywhere, among the big men in the line. get your with motor 

You would like to be able to hold down a first- : as 
class position in a first-class shop, drawing the salary order in , 
of an expert watchmaker, jeweler and engraver, but now. illustrated 
can you deliver the goods? If not, let Bradley help 
ou. Don’t put it off another day. A course at 

radley will make you the big man in your line. 

“A good trade is better than a bank account, for 
you cannot lose it.” 

. oo we eth ll ye ae for years . 
ave devoted their entire time, thought and energies 
to teaching watchwork, jewelrywork and engraving. A. Zarembowitz & Son 

At Bradley nothing is lacking that is necessary to 

make you an expert workman. 271 Canal Street, New York 


a Somes Machinery, Tools and Supplies for Jewelers, 
Bradley Polytechnic Institute Silversmiths and Machinists 


Horological Department C, Peoria, III. Large Stock always on hand. Orders shipped same day 


as receiv 





So 
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Ea? . Good-Bye Borax 
Spelling & R efining Cory ‘3 wf ? Which is 20 years behind the times, 


guint Seow smart ogy, | UF ELUORON 
New York °@ a 
12895—Wide-awake Jewelers use it every day. 
G (meena ice hagh aibuering and eel tn ie thtaae a 
: or hard so and us n the large - 
PLATINUM OLD—SILVER ne elry factories. Seentent discovery a as age. 
‘ } None comparable—non-poisonous. 
SWEEPINGS ae 
==)  R. I. CHAIN CO. 


Ae op | es SS 
a 





~~ 3c 


White Gold Solders 
Green Gold Solders 


Serbecticn ag Mail us 60 cts. or your material jobber, for a 2 
14k White Gold a oz. bottle. Includes postage, packing and in- 


A . surance. Money back if not satisfied. 
White-Green Alloy 


~~, 


ay. 100 Stewart St. Provid R. I. 
Platinum Solders | 20k White Gold shane rovidence, 








HOPE MFG. CO. JEWELRY REPAIRING 


Trade Mark 


DEHOPE Prompt Special Order Work Reasonable 


Jewelry Service A trial will convince you. Prices 


Enameled—Sterling—Plated—Plate S. LEVINTON “1 te Leak 


Cuff-Links, Separable Buttons 
and Ribbon Sautoirs , The Protection Ring Guard 


Wholesalers ask for price list and samples Has No Points to Catch or Scratch 
Retailers get information from wholesalers 


BRANCHES: Factory and Main Office EASY TO PUT ON 


° ° In Yellow Gold 14K $5.00 Dozen 
111 Fifth Ave 102 Friendship St. White Gold 14K $5.56 Dozen—6 Sizes 
1102 Heyworth Bldg......Chicago 


322 Phe Bldg., San Francisco Providence, R. I. The Lion Safety Pin Clatch Ce. 
Pat. Feb. 2, 1917 81 Nassau St., New York Pat. May 25, 199 
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